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More Stable Market Due 
As Stickers Hit/Deception 


—— is growing hope in the | one look at the posted Price and/| deception racket boys little to 
retail auto trade ‘that. the price|then head for the neareft exit be-| work with. 
disclosure bill has doomed wheel-| fore the salesman has g chance to| One of the unresolved problems 
Mercury 201,263— 7 | and-deal dealers who spoil manenets | explain that the posted price is the | mentioned in several cities ig that 
Dodge 193,871— 8 | through the “big lie” about prices,| , onufacturer’s suggested retail of whether to post immediately 
Cadillac 101,852— 9 | 4 spot check of dealers around the | 7 4 the dealer Sills fer lent stickers on cars used as demonstra- 
Chrysler 78,668—10 | country indicated last week. \ | Pri = 7 —— 7: ‘| tors by salesmen. Strictly speaking, 
DeSoto 77,308—11 | Another benefit noted by deal- | it is illegal not to post the sticker 
Stude. 45,855—13 | ers is in greater public confi- W atss om de@fers say they/if the car is driven with dealer 
Edsel 3,420—18 | dence. Customers feel there is would like to wa to see what | plates. 
Lincoln 26,275—14 | less need to shop and this helps |\Pappens when the pfpelines fill up Some dealers argue that if they 
Imperial 24,908—15 salesmen to close deals more ith °59 cars and rq@al competition | post the sticker it will become de- 
8,573 Met. 8,301—16 | quickly. | Begins, others expressed hope that | faced through washing the car and 
2,188 Packard 4,339—17 The sticker bill has given rise| © day of cutthrgat competition | raising and lowering the window. 
237,193 Misc. 126,139 also to a new industry expression: running out anfi a more stable|So they are placing the sticker in 
Total All Makes “The flinch-and-run prospects.’ | ma et is at hand. the glove compartment of the car. 
3,303,591 4,336,210 | Dealers say that salesmen will have | factor, is that o Se 
Further details on Page 40. |to be more alert on the floor to| wi know! HECKS with Washington indi- 
cope with the customers who take | price cate there is no definite knowl- 
edge available yet as to whether 
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Remains Lively 


- Drastic Shakedown 
‘In Prices Unlikely 
As Shortages Persist 


By Robert M. Lienert 
Associate Editor 
ODUCTION of new models 
has failed to shake up the used- 
far market in the fashion which | 
normally anticipated at this time | 
year, field reports indicated last | 
week. 
Used cars were bringing strong 
s at both wholesale and re- 
tail levels, while demand and 
trading were brisk. 

Furthermore, the year-long short- | 
ge of desirable units which has| 
Plagued used-car dealers, continues 
unabated. 


New-car registrations for eight 
months, plus 31 states for Sep- 
tember: 
1958 
| Pos. 


1— 


1957 
Pos. 
1,033,649— 2 
1,080,001— 1 
454,636— 3 
Olds. 270,575— 5 
Buick 293,A72— 4 | 
Pontiac 236A471— 6 
Rambler 75,207—12 


Make 
Chev. 
Ford 
Plym. 


925,152 
702,468 
286,309 
223,345 
181,877 
163,519 
117,073 
8—e 100,609 
95,644 
92,110 
44,621 
35,678 
28,820 
27,741 
19,706 
10,965 
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141— 
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ige of the rec-_} 
gives the price- 





' With many dealers still unable 


* 0 


CH “abnormal” performance in 
the used-car market appears 
dominantly due to the erratic, 
abling start on production and 
les of new 59s. 





get factory delivery on new 
as makers frantically try to 
tt assembly lines rolling at 

@apacity, used cars have contin- 
wed merrily on their way. 

Some industry observers predict 
that there will be no drastic adjust- 
ment of used-car prices this year as 
part and parcel of new-model in- 
troductions. 

The usual sharp impact with 
which. new models hit the market 
had tended in past years to reduce 
used-car prices abruptly as each 
one suddenly became a year older. 

This year, however, with ‘59s 
feaching customers in dribbles over 
@n extended period, new models 

(Continued on Page 4, Col. 1) 


NADA Supports 
Protected Zones, 


Hints Own Bill 


By William Uliman 

Washington Bureau Chief 
ASHINGTON. — Declaring that 
the action was prompted by 
“the voice of the dealer,” NADA 
gone on record as favoring a 
for permissive protected terri- 


While the action follows the in- 

m of such a bill, report- 

‘édly written by General Motors 

and eee in by Ford and 

Chrysler, the NADA announce- 

“ment states that “NADA goes on 

record as favoring an NADA bill 

| for permissive protected terri- 
- tory.” 

The announcement, however, does 
make any specific objection to 
so-called GM bill, introduced in 

the closing days of the last session 

of Congress by Senator Charles E. 


Potter, Michigan Republican. 


Furthermore, the announcement 
Sets forth that “our next immediate 
ve is a joint meeting of the 
ADA Industry Relations Commit- 
and the chairmen of all the 
tory-elected dealer councils in 

ashington next week.” 

r + os 


HE action that put NADA on 
record in favor of permissive 
otected: territory was unanimous 
Joption by the association’s Exec- 


est) Go conséneus of this 


° of 
(Continnea On Page 4, Col. 1) 


Two More '59 Models Go to 


Six-Cylinder Engine Offered as Option on ‘59 Edsel— 


Edsel buyers may choose a six-cylinder engine on the four Ranger models or the two station wagons for ‘59. Edsel has 10 


models this year, compored with 18 in "58, but dealers still will offer a complete selection of body styles. 


rket 


With prices ranging 


from $2,629 to $3,072, the ‘59 Edsel is aimed at the lower segment of the medium-priced field. For ‘59, the headlights have 
been lowered and placed in the grille, and the vertical airscoop has been restyled by a more liberal use of bright metol. 
(Story and other pictures are on Page 14.) 


A tive Committee of the following oie lebaker Calls 


Its Lark a "New Concept? in Motoring’— 
The Studebaker Lark, which dealers will place on display Nov, 14, has a 108.5-inch wheelbase and is 175 inches long. A 
the . officers and regional | 90-horsepower six is the standard engine, and three of the six models also are ayailable with a 180-horsepower Y-8. Stude- 


NADA, that | baker said the cars offer both comfort and economy and usher in “‘a new concept of automotive transportation." Lone holdover 


from last year’s Studebaker line is the Silver Hawk coupe. (Story and other pictures are on Page 27.) 





the enforcement agenetes (the vari- 
ous U. S. district attorneys) will 
crack down on unposted stickers. 
Washington sources suggest 
that the quickest way to clear 
this up is for a dealer association 
te arrange a friendly court test 
with the district attorney to bring 
(Continued on Page 49, Col. 1) 


Overtime Spurs 
Rise in Output 


Weekly Total Highest 
Since Mid-February 
By Martin L. Whitmyer 


Staff Writer 

seven lines working over- 
time and assembly operations 
at General Motors slowly returning 
to normal after a long layoff due 
to localized strikes, car output in 
the U. S. last week rose to its 
highest level in 8% months. Over- 
time was scheduled at Ford, Plym- 
outh, Dodge, DeSoto, Rambler, 

Studebaker and Chrysler. 

Last week's 98,356 assemblies, 
which represented a 39.4 percent 
increase over the previous week's 
70,925 units, marked the highest 
number of cars turned out by the 
manufacturers since the week 
ended Feb. 15, when 101,632 units 
were assembled. 

The estimated 97,956 cars assem- 
bled last week, however, was 214 
percent below the corresponding 
week a year ago, when the makers 
turned out 125,791 units. 

7 > > 

qoivure. the industry the biggest 

shot in the arm were Rambler, 
Ford and Plymouth, the latter two 
of which surpassed weekly highs 
for this year. The AMC unit set an 
alltime high for daily, weekly and 
monthly assemblies. 

Ford division, working all 13 
of its car-assembly plants, turned 


(Continued on Page 50, Col. 4) 
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Despite Thin Stocks .. . 





Dealers in the West 
Brimming with Joy 


By L. H. Houck 
Travelling Correspondent 
west cheering song in the nation 
is being sung by auto dealers 
in the West, where even empty 
showrooms are good news. 

In a swing around the Western 
states ahead of winter weather, 
this correspondent found cheer 
oozing from nearly every dealer 
where six months ago all was 


A look at the grass-roots econ- 
omy from the bottom of the totem 
pole in New Mexico, Colorado, Utah 
and Arizona reveals a new pros- 
perity that bodes good for the auto 
dealer. 

In La Junta, Color., Robert June, 
June Motor Co. 
lac), said lots of people are looking 
for new cars. His main fear is that 


prices will scare them off, although | 


he said there seems no astonish- 
ment at the Federal price tags in 


his showroom. He though price tags | 


would help business. 
> > > 


said the Rocky Mountain | 


J region as a whole is enjoying 
good prosperity and that farmers 
have had good crops which were 
off only slightly, pricewise. He also 
said the cattlemen had not been 
hurt by beef prices. 

Used-car stocks were down and 
demand was high on good late 
models and new-car stocks had 
not had a chance to build up. 
Currently best deals are on older 
models, June said. 


Farther West in bustling Pueblo, | 


Colo., John A. Hunter, vice-pres- 
ident of Hunter Bros. (DeSoto- 
Plymouth), said business is getting 
better every month. 

He predicted bigger and better 


112 Cars Bring $80,975 
At Seattle City Auction 
SEATTLE.—The City of Seattle 
auctioned 112 
$80,975. Previous City auctions 
this year have taken in $550,000. 
This is likely the final auction 





this year as both General Motors | 


and Ford Motor Co. have an- 














* American Motors’ reports not available. 


By Kenneth C. Kelley Jr. 
Staff Writer 

pee nost. — The auto manufac- 

turers as a group showed a 
profit in the third quarter, despite 
reduced sales brought on by the 
recession, model changeovers and 
sporadic labor stoppages. 

General Motors’ earnings were 
cut to $65 million in the quarter, 
the company’s lowest quarterly 
profit in more than a decade. The 
total was just enough to surpass 
the $59.9 million lost by the other 
three manufacturers who have 
filed reports so far—Ford, Chrys- 
ler and Studebaker-Peackard. 

American Motors’ report for the 
quarter ended Sept. 30 will not be 
released for another month when 
the company will report on its 
fiscal 


year, which also closed 
Sept. 30. 
On the basis of increased produc- 


(Chevrolet-Cadil- | 


automobiles for | 


How They Fared Financially .. . 


Manufacturers’ Sales and Profits 
First Nine Months, 1958 vs. 1957* 


AUTOMOTIVE NEWS, NOVEMBER 3, 1958 


business for all of 1959. The label 
law will help the dealer, Hunter 
said, but some problems will have 
to be worked out since the average 
dealer will be pricing his ’59s for 
less than his 58s, which were 
packed. 

Consequently, he said, some deal- 
ers likely will not be able to dupli- 
cate ’58 deals because of the lack 
|of pack. However, these problems 
|}soon will vanish, Hunter thought. 

a 


* * 
|A§ FOR the shopper, Hunter 
added, the price label will help 
sell him because prices on similar 
merchandise will be the same and 
|he can arrive at the best deal 
| sooner. 

“The shopper knows what he 
wants,” Hunter said, “and now he 
only needs to know why he can 
make a better deal with one par- 
ticular dealer. He is also going to 
| make a closer examination of 
what he is getting and the quality | 
| of the merchandise for the price 

rather than pit one dealer against 
another. 

Employment in Pueblo is at its 
highest level and still growing. 








Stores are full of people spending 
money and carrying out armloads 
| of packages. 

On West to Salida, Colo., the 
only 1959 Ford in town still was 
|under wraps in the back room of | 
| Wilkinson Motor Co. (Ford). Wil- 
|kinson told Automotive News that 
| business was good and prospects | 
| were never better. 

The firm said interest in new 
| models was higher than it had been 
in other years. 

. 


> > 
N ADDITION, Wilkinson said, | 
truck sales to mining companies | 
in the area were high in 1958. With | 
}area mining, stock-raising and | 
other industries on the boom, he| 
| added, more business than ever) 
could be expected in the next year. 
Farther west in Colorado lies 
Grand Junction, a crossroads | 
town that is being made into a | 
| eity by oil, uranium, other min- 
erals, and cows and sheep. 
Grand Junction is planning a 160- 
acre industrial center that experts 
| say will yield a $12.5 million annual 
| payroll for Grand Valley. The area's 
| gross value will be $87 million, of 
| which almost $31 million will be 
spent locally, according to a survey 
' (Continued on Page 51, Col. 1) 


Dollar Sales Profit or (Loss) 
(In Millions) Unit Sales (In Millions) 
1958 1957 1967 1958 1967 
Chrysler ....$1,486.1 $2,745.38 495,091 1,082,801 ($45.2) $103.6 
I dutaidicistns $2,682.99 $4,419.2 934,054 1,742,208 ($25.3) $229.5 
ae $6,744 $8,235 1,757,437 2,434,390 $399 $603 
RS $ @ $ 1474 30,433 59,002 ($22.5) ($12.4) 
Third Quarter, 1958 vs. 1957 
Chrysler ...... $ 411 $ 6348 120,869 265,300 ($20) $ 13.9 
ET aciiahcntcedd $ 695.6 $1,409.7 223,583 546,616 ($30.7) $ 58.5 
SE dissetsidanectl $1,623 $2,321 $41,118 670,554 $ 65 $122 
Se $ 213 $ 43 5,140 17,710 ($9.2) ($5.6) 


GM Net Slashed to $65 Million 


tion and sales, AMC might be ex- 
pected to show a profit for the 
third quarter. The firm’s earnings 
in the first six months of this year 
topped $7 million. 


” * ~ 
IRD’S loss in the third quarter 
was $30.7 million, Chrysler 
dropped $20 million and S-P lost 
$9.2 million. 
In the third quarter of last year, 
GM earned $122 million, almost 


Canadian Filter Concern 
Is Acquired by Fram 

PROVIDENCE.—The Fram Corp. 
has acquired all of the outstanding 
stock of Donaldson Co. Ltd., Chat- 
ham, Ont. 

Donldson manufactures carbure- 
tor air filters and has complete 
stamping facilities. 



























Business Barometer 


Automotive News Economic Index — 


105.9 Percent of Last Week 
96.9 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations— Year to date. 

Truck Registrations—Year to date. 

Steel Production—tTons 

Lumber Production—Board feet... 

Paperboard Production—tTons ... 

Soft Coal Output—tons 

Oil Refinery Output—Borrels . 

Electric Output—Kilowatt Hours ... 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used-Car Prices—Average 
Business Failures 


Common 
Stocks Oct. 29 Oct. 22 
28%, 
55% 
46%, 


49% 


1958 Range 
35%- 8 
59-44 
48-37% 
504%, -33% 


$29,908,101,000 
Commercial and Industrial Loans $29,722,000,000 
$28,230,000,000 


Percent of 

Percent of Like Week 

Last Week Last Year 
156.8 67.5 
114.5 75.3 
cove 76.2 
82.5 
98.7 
109.0 
103.6 
86.5 
97.6 
103.3 
95.1 
105.8 
124.1 


101.1 
108.8 
96.9 
100.2 
98.3 
101.0 
101.7 
99.3 
98.8 


111.8 
94.8 
117.8 
114.6 
97.9 


99.5 
100.0 
99.5 
95.5 


$911 
275 


Common 


Stocks Oct. 29 Oct. 22 


38% 
14V%p 
28% 
13% 
55 


1958 Range 
394-27 

15%- 7% 
315%-21% 
16 -2% 
55% -40 


Kaiser Industries, parent firm of Willys Motors. 
(Nov. 3, 1958) 


Fiat 750 Scores 50 MPG 
To Win Economy Run 


By William Carroll 
Staff Correspondent 
LOS ANGELES. — A Fiat 750, 
driven by John Rich, took Class A 
honors in the 1958 Mobil Mileage 
Rally, getting 50.54 miles per gallon 
over the 258-mile course. 
Contestants in this first nation- 


ally sanctioned fuel-economy | 


competition for imported cars 
were halted two hours by a forest 
fire in the San Gabriel Moun- 
tains. Of the 37 entries, 32 fin- 
ished. 

Two ran out of gas, one was 
forced out by a minor accident, one 
was disqualified for straying off 
course and the driver of one car 
failed to show up for the 5 a.m. 
start. 

First in Class B, competition for 
engines of 750 through 1,099 c.c., 
was a Renault Dauphine driven by 
Bill Likes. The French car, entered 
by Yeakel Plymouth, Compton, 
scored 43.35 miles per gallon. 

An Alfa Romeo, with Jim 
Parkinson at the wheel, captured 
first place in Class C (1,100 
through 1,499 c.c.) with 33.37 
miles per gallon. It beat out the 
Volkswagen entry by the slim 
margin of one-tenth of a mile 
per gallon. 

The Alfa Romeo was entered by 
Italiano Motors, Burbank, and the 
Volkswagen by Competition Motors, 
Hollywood. 

In the “big car” Class D contest 
(engines over 1,500 c.c.), Volvo was 
the front runner with 36.07 miles 
per gallon. Entered by Hamer Mo- 
tors, San Fernando, the Volvo was 
driven by Lee Hamer, head of the 
company. 

The winning Fiat, also an Itali- 
ano Motors entry, competed in the 
class for engines of less than 750 


twice the total for the like period 
of this year. 

General Motors had to look 
back to the years immediately 
after World War II for a quarter 
when earnings were as low as 
they were in the third quarter of 
this year. 

At the time that GM was just 
getting into full-scale civilian pro- 
duction after the war, the profit 
for the first quarter of 1947 was 
$65.8 million. In the third quarter 
of 1946, earnings were $33.8 million. 

GM’s third-quarter profit this 
year was less than half of the $143 
million needed to pay the com- 
pany’s usual dividends on common 
and preferred stock. 

J - * 

ENERAL MOTORS was the 

first auto producer to report a 
profit for the first nine months of 
(Continued on Page 4, Col, 4) 





| 


c.c. displacement. Its gasoline mile- | 


age was the highest for any car 
in the rally. The Fiat 750 is a Fiat 
600 with an Abarth engine modi- 
fication. 

Sponsored by General Petro- 
leum Corp., the Rally was sanc- 
tioned and conducted by the U.S. 
Auto Club. All cars competing 
were required to be four-passen- 
ger stock models of foreign man- 
ufacture regularly sold in the U.S. 

Other cars in the rally included 
Skoda, Datsun, Toyopet, Jaguar, 
Mercedes, Rolls-Royce, Goggomobil, 
Lloyd, Citroen, Panhard, Borgward, 
Hillman, Isetta, Goliath, Vauxhall, 
Porsche, Anglia, Triumph, Sun- 
beam, DKW, Taunus, Consul, Aus- 
tin, Simca, Morris Minor and 
Peugeot. 

The lowest mileage was re- 
cord by a Rolls-Royce which was 
in the same class as the Volvo. 
The luxury car, driven by Walter 
Fife and entered by Len H. Roos, 
Burbank, averaged 14.20 m.p.g. 

A Ford Anglia, driven by Mary 
Faulkner and entered by auto 
dealer Bob Estes, ran out of gas 
75 feet from the finish line. She 


(Continued on Page 4, Col. 4) 


Unification Plan 
OK’d by Directors 
Of MEWA, NSPA | 


CHICAGO.—A. J. Thompson, 


Price Stickers 
To Get Spotlight 
At NIADA Parley 


WASHINGTON. — New-car price 
stickers will be one of the major 
topics of discussion when the Na- 
tional Independent Automobile 
Dealers Assn. convenes Nov. 14-16 
at the Edgewater Beach Hote! in 
Chicago. 

A featured speaker of the con- 
vention will be Joe Danzansky, 
NIADA general counsel, who will 
speak on, “The Automobile In- 
formation Disclosure Act and How 
It Affects Your Business.” 

Other speakers and their topics 
will be: Milton T. Raynor, general 
counsel, Greater Chicago Used Car 
Dealers Assn., “It’s Time To Quit 
| Kidding Yourself;” Thomas Beas- 
ley, president, National Auto Auc- 
tion Assn., “The Automobile Auc- 
tion—Its Place and Importance In 
The Automobile Industry;” C. E. 
Pitts, president, NIADA, “Associa- 
tions in Action;” E. F. Wonderlic, 
president, General Finance Co, 
“More Than Money,” and Robert 
|S. Greenfield, insurance counsel, 
|“Custom Tailored Insurance.” 

NIADA directors will meet dur- 

ing the convention and new officers 
| for 1959 will be elected. 
The Chicago convention commit- 
tee is composed of Louis Spritz, 
|chairman of advertising for the 
;}convention program book and 
| membership directory; Herbert 
|Levin, chairman of exhibits com- 
mittee; Dave Flink, chairman of 
the banquet and entertainment 
committee; Edward Addison, chair- 
man of the convention program 
|committee, and Milton T. Raynor, 
chairman of the speakers and 
|} awards committee. 

The Pennsylvania state group 
will hold an organizational meeting 
at the Edgewater Beach during the 
convention. The Midwest zone of 
the National Auto Auction Assn. 
also will hold a meeting and will 
meet with the NIADA group for 
the Saturday luncheon and general 
session. 





White’s Income 
Tops $1.5 Million 
In 3rd Quarter 


CLEVELAND.—White Motor Co. 
reported net income of $1,545,041 in 
the third quarter on sales of $63,- 
867,141, compared with income of 
$1,550,080 on sales of $61,797,720 in 
the corresponding 1957 period. 


White noted that third-quarter 


| earnings exceeded the earnings for 
| any previous 1958 quarter and were 
| 27 percent above the second quar- 


ter. 

For the first nine months, earn- 
ings were $4,088,249 on sales of 
$189,078,584, compared with income 
of $4,900,826 on sales of $171,615,688 
in the 1957 period. 

Robert F. Black, chairman, and 
J. N. Bauman, president, said that 
the increasing demand for commer- 





president of Motor & Equipment 
Wholesalers Assn. and member of 
the MEWA reorganization commit- 
tee, and John Reynolds, president 
of National Standard Parts Assn. 
and member of NSPA unification 
committee, announced that their 
directors have approved proposed 
bylaws of a new organization to 
be known as the Automotive Serv- 
ice Industries Assn., Inc. 


cial vehicles was encouraging and 
predicted sales for 1958 would 
eventually total about $260 million. 








The bylaws provide for the for- 
mation of an industrywide associa- 
tion with a board of 27 directors, 
consisting of 18 wholesaler directors 
and nine manufacturer directors, 
and with separate wholesaler and 
manufacturer divisions. 

The bylaws were developed in 
accordance with understandings 
reached by MEWA and NSPA 
representatives. Members of the 
MEWA reorganization committee 
and the NSPA unification commit- 
tee plan to meet soon to effectuate 
the plan, which it is hoped may be 
presented to the MEWA and 
NSPA conventions in February, 
1959. 

With the adoption of the plan, 
MEWA and NSPA would dissolve 
and every member of each would 
automatically become a member of 
the Automotive Service Industries 
Assn. 


Auction for Charity— 


Leonard Cravens, right, president, Kern 
County (Calif.) Used Car Dealers Assn., 
presents a check to Robert Reimer, left, 
president, Bakersfield (Calif.) Assn. for 
Retarded Children. The check represents 
the proceeds from the association's annual 
used-car auction for charity. Each member 
donates a car for the auction, with all 
proceeds going to charity. This year, t 
proceeds went to the Bakersfield group. © 
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Eprror’s Note: This is the sec- 
ond of a series of articles on 
import dealer views gathered 
during a trip to Paris with some 
75 Renault dealers and distrib- 


utors. 
= * - 


E of the most refreshing ap- 

proaches toward dealing with 
the American public comes from 
a former dealer in Skoda cars in 
Czechoslovakia. Adolph Fromer left 
before the Reds rang down the cur- 
tain on that country, became sole 
agent for Renault in Canada after 
the war, then came to the U. &S., 
where, since 1954, he has been 
Renault distributor at Spring Val- 
ley, N. Y. 

Many dealers have developed 
systems for closing sales. Fromer 
has developed a system for closing 
complaints. In connection with a 
thorough-going customer followup 
plan, he has established a rule 
that complaints must be closed 
within 10 days. 

* 


* * 


Needn’t Be a Dog 

ASIS of his operation is the 

belief that it is not necessary, 
as many dealers assume, for the 
dealer to be a dog in the eyes of 
the public. 

A great believer in manpower 
—both in customers and in his 
own organization—he notes that 
humans are moved by apprecia- 
tion, and he is careful to ex- 
press it. 

Thus, you note little touches that 
mean much throughout the Fromer 
story: 

Every customer car is washed 
before it is serviced. This im- 
presses the customer through a 
free service and the mechanic 
with the fact that the dealer ex- 
pects him to take care of the 
customer. 

Contests are held to reward 
dealers who show the most de- 
velopment and who provide the 
best service as well as those who 
are highest in sales. 

A glassed in showroom for 
parts is maintained so that 
passers-by may look in and be 
impressed with the fact that 


Fromer is equipped to take care 


of owners. 


Fromer maintains only a small | 


retail operation, with a view of 
having it serve as a training labor- 
atory rather than as competition to 
his dealers. 

Thus, while Fromer’s area is 
small compared with some distrib- 
utors (New York and New Jersey, 
excluding the big New York City 
market), he is Renault’s second 
distributor based on volume of 
Sales. 


Don’t Push, Show 


E NOTES that it is not neces- 
sary to push dealers, only to 
show them, for, he says, they are 
anxious to do a good job. For that 
reason, his representatives are in- 
Structed never to say a dealer is 
doing something wrong; instead 
their line is to show the dealer a 
better way to do a job. 
And Fromer contends he can 
Prove to dealers that, while it costs 
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money to follow up customers, it 
pays in the end by making sales- 
men out of owners and obtaining 
the best of all possible advertising— 
the honest praises for product and 
dealer which is so impressive to 
customers. 

Fromer’s fine ear for the voice 
of the public is no accident. When 
he obtained his distributor oper- 
ation, he started by selling cars 
personally and then personally 
following up each sale to find 
out what the owners thought. 
Only when he knew the score did 
he begin organizing his dealer 
network. 

His first message to dealers: 

“I'm not selling toys; I’m sell- 
ing transportation.” 

At first, dealers took convincing. 
Fromer would place a car and him- 
self in a dealer showroom, sel] the 
car and turn over the commission 
to the dealer. Step by step, demand 
was built up until today there is a 
substantial volume of demand, and, 
Fromer insists, the market is grow- 
ing steadily. 

“U. S. auto makers,” said Fromer, 
“are fighting the fact that weekends 
are the times when Americans can 
drive for pleasure, yet roads are 
unable to handle the bulky U. S. 
cars on weekends.” 


* * * 


50 Dealers Now 


OW Fromer has 50 active deal- 
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At Arkansas Dealer Convention .. . 





Security Effort Hailed 


HOT SPRINGS, Ark. — Govern- 


ment rules and regulations de-| 


scribed as “unwarranted interfer- 
ence with the industry” were raked 
over the coals—by voice and vote 


—at the Arkansas Automobile) 
Dealers Assn. convention here last | 


week. 

But it was made clear by vote 
that NADA would have the sup- 
port of the Arkansas group in spon- 
soring a legislation program calling 
for an amendment to antitrust laws 
to guarantee territory and dealer- 
ship protection. 

Dean Chaffin, NADA president, in 


* * 





| his keynote address, declared “the 
entire automobile industry has been 
subjected to unwarranted interfer- 
| ence and regulations by the Federal 
| Government. 

“We need legislation designed 
to remove the basis for this un- 
warranted interference and guar- 
antee to the members of the 
industry the right to negotiate 
necessary desirable terms and 
conditions in the franchise under 
which we operate,” he said. 

He continued, “We believe we 
have an obligation to take what- 
| ever steps are necessary to clear 

= > + 


Arkansas Dealers Elect Officers— 
Carl Welch, left, Pine Biuff, Ark., outgoing president of the Arkansas Automobile 


ers, and for every 12 dealers he | Dealers Assn., hands the gavel to the new officers elected at the association's conven- 


has one sales and one service rep-| tion in Little Rock. New officers include Clyde Randall, second from left, Fort Smith, 
resentative. In addition, a traveling | president; Hendrix Lackey, Mountain View, vice-president; Fred Balch jr., Little Rock, 


parts man 
responsibilities of seeing that deal- 


|ers have the right parts. He is 


compensated on that basis. 

The organizational chart shows 
under F. Duffy, vice-president in 
charge of sales, four departments 
with the “after sales” department 
being largest, including a manager, 
five zone service representatives, a 
claims man, a customer relations 
man and a training representative. 
Other departments are zone sales 
manager, 5; parts, 8; advertising, 3. 

Incidentally, under auditing, 
there is a man with an interest- 
ing assignment. He is the cost 
accountant, charged with the re- 
sponsibility of seeing to it “that 
we do not spend one penny too 
much or one penny too little to 
do the job right.” 

Under the Fromer program, the 
customer is followed up by the dis- 
tributor as well as the dealer, with 
the requirement that complaints be 
closed within 10 days. 

Using dealer 10-day sales reports 
as a source of customer names, the 
distributor writes to the customer, 
congratulating him on his purchase. | 

The letter also notes: 

“Your authorized dealer is a | 
specialist who is equipped to help | 
you put fun back into driving .. . 
take your car to him for the 
proper servicing it meeds ... ” 

Stating the distributor’s interest 
in complete customer satisfaction, 
the letter asks the customer to fill 
out a questionnaire which contains 
these items: 

1. Are you satisfied with your 
car? 

Comments 

2. Did the salesman give you 
complete satisfaction? 

Comments 

The letter ends with this P. S.: 
“On receipt of the questionnaire, 
we would like to send you a small 
gift.” 

When the questionnaire is _ re- 
ceived, the gift is sent and the ques- 
tionnaire filed if there is no com- 
plaint. Followup reports are made 
on all complaints, noting the nature 
of complaint, action taken and the 
closing. 


* * ® 


Cultivating Prospects 
us distributor program also 
calls for an ingenious system of 
prospect followup. It goes like this: 
First Contact 

1. Salesmen contact every Ren- 
ault and foreign car owner in your 
area and invite them in to the 
(Continued on Page 50, Col. 2) 


Rock, executive vice-president 


ALBANY.—The State Commis- 
sioner of Motor Vehicles has 
amended sections of the Vehicle & 
Traffic Law relating to motor ve- 
hicle inspections. 

Deaiers operating inspection sta- 
tions have been informed of the 
amendments, a brief resume of 
which follows: 

1. A 1953 vehicle, to be regis- 
tered for 1959, must be inspected 
prior to applying for registration. 

2. A 1954 vehicle does not have 
to be inspected prior to registration 
if it is registered in December, 
1958, or January, 1959. However, it 
cannot be operated on the highways 
on and after Jan. 1, 1959, unless 
it is inspected. 

3. All 1954 vehicle 


must be in- 


| spected prior to being registered 


after next January. 

4. Any vehicle over four years 
old held for sale or demonstra- 
tion by a dealer and operated on 
the highways will be regarded as 
“registered” and must carry a 
sticker even if driven on dealer 
plates. 

5. All vehicles four or more years 
old must be inspected in 1959 dur- 
ing their scheduled months, even 
though they may carry stickers put 
on them at time of sale or as the 
result of a voluntary inspection 
(unless the sticker was put on in 
the month just prior to that in 
which the vehicle is scheduled for 
inspection.) 

6. Terms and conditions applying 
to separately located stations owned 





Dealers Asked to Report 
Price-Label Violations 


INDIANAPOLIS. — Dealer 
members have been urged by the 
Automobile Dealers’ Assn. of In- 
diana to report possible violations 
of the price labelling law to the 
association or the Federal Bureau 
of Investigation. 

They also were advised to tet 
the buyer remove the p 
sticker when the car is delive 
This will avoid possible future 
controversy, the ADAI said. 





is charged with the | 'reosurer; Rolond Hughes, Jonesboro, NADA director; and George Benjamin, Little 


N. Y. Revises Regulations 
For Vehicle Inspections 


and operated by the same applicant 
have been spelled out. 

7. Station operator’s licenses 
are not transferable to a new 
owner. He must make his own 
application and pay the $25 fee. 
8. Change of location of a sta- 

tion, without change of ownership, 
also calls for a new application and 
fee. 

9. For change of name only with- 
out change of ownership or loca- 
tion, no fee is required. However, 
|the commissioner must be notified 
of the name change. 


7 Regional Meetings 
Slated in Tennessee 


| NASHVILLE. — The Tennessee 
| Automotive Assn. has scheduled a 
| series of seven regional dinner 
meetings this month. 

Places and dates are: Johnson 
City, Nov. 11; Knoxville, Nov. 12; 
Chattanooga, Nov. 13; Memphis, 
Nov. 18; Jackson, Nov. 19, and 
| Nashville, two meetings on Nov. 20. 


On the House . . 


the legal atmosphere and to remove 
these roadblocks so the industry 
can decide for itself what arrange- 
ments should be 
made without 
fear of prosecu- 
tion. 

“This can only 
be done by spon- 
soring an amend- 
ment to the anti- 
trust law, which 
will make crystal- 
clear that such 
business arrange- 
ments are not il- 
legal. The NADA 
Executive Committee has made this 
decision and the necessary legisla- 
tion will be introduced in the next 
Congress that will accomplish these 
purposes.” 

The NADA president declared, 
“The Department of Justice has 
arbitrarily decided that for a man- 
ufacturer to assign responsibility 
to give dealers any protection in 
certain areas, would be to violate 
the antitrust law. They say it is a 
restraint of trade. I do not agree. 


“It is my understanding that the 
Federal antitrust laws were con- 
ceived and enacted to preserve free 
competition and to protect small 
business men against predatory 
practices of big business, big trusts 
and combines.” 

Chaffin, in summarizing 1958 
NADA activities, claimed it was 
the organization’s leadership that 
secured Federal laws requiring 
the manufacturer’s suggested 
price be attached to every new 
car produced. 


He also listed as some of the 
cases NADA had championed dur- 
ing the year—with good results— 
were more equitable selling agree- 
ments, factory vice-president for 
dealer relations, elected dealer 
councils, curbed bootlegging and 
cross-selling, good-faith bill, elim- 
ination of phantom freight, equit- 
able distribution, code of business 
standards, revised franchises and 
freight adjustments. 

He concluded by saying, “Many 
sound objectives have and can be 
produced if we maintain a high de- 
gree of business ethics and stand- 
ards, and apply quality policies to 
the sales and service of the prod- 
ucts of America’s No. 1 industry.” 

What the industry needs for 1959, 
Chaffin said, is “less Government 
control and more profits in busi- 
ness.” 

In keeping with the president's 
address, 92 percent of the Arkansas 
delegation, at the final session, 
voted to endorse and support the 
action of the NADA executive 
| board and the action of the Arkan- 
|}sas Automobile Dealers Assn.’s 
| board at a convention session here, 
jin calling for some form of terri- 
tory protection and a return to a 
“quality dealer” program, and for 
legislation to permit any automobile 
manufacturer to include a territory- 
security clause within its franchise 
agreement without a “threat of 
criminal action by the Department 
of Justice.” 

The “floor” action was taken 

(Continued on Page 52, Col. 2) 





Dean Chaffin 





In one of the smartest public relations moves to 
date, a Big Three maker is spending $150,000 for a 
special school to train its field men on how to get 
along with dealers. If successful, this school should 
pay off handsomely for all concerned . . . Since they 
didn’t have sufficient cars on display at announce- 
ment time, some dealers are planning to stage an 
additional open house showing when supply is ade- 
quate. Some of these same dealers are refusing to 
accept tradein deals while new-car supply is short, 


fearing repercussions if the used car has to be reap- 
praised downward at time of delivery .. . 

Are you running a discount house in your parts 
department? asks the Milwaukee dealer association, which goes 
on to cite a member case whereby anyone, who merely said he was 
from John Doe’s filling station, got a preferred parts discount. No 


Wemhoft 


purchase orders needed, no verification made .. . 
Chicago-area Ford dealers reporting thus far show a 


the first nine months . . . 


Two-thirds of 
profit for 


North Dakota association is celebrating its 25th anniversary .. . 


Greater Kansas City association 


spells out the Big Job for dealers 


and salesmen in 1959: “Buying Tradeins at their wholesale value.” 


—Perte WemMuorr, Editor, 
Automotive News 
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Demand Remains Lively; Shortages Persist . . . 


U.C. Market Undaunted by ’59s 


(Continued from Page 1) 


have lost much of their psycho- 
logical impact on the market, these 
observers say. 

* 


* + 

HE stretched-out introduction 

season is not over by any 
means. Buick, for example, said last 
week it had 80,000 dealer orders on 
hand. Even with planned increases 
in output, Buick said, it would take 
more than three months to build 
a@ normal dealer inventory. 


Although Buick has been in 


GM Unit Lists 
New Features of 


*59 Carburetor 


ROCHESTER, N. Y.—A new 
vacuum assist float on all low-bowl 
four-barrel carburetors and a new 
fast-acting choke on certain two 
and four-barrel applications feature 
the 1959 line of carburetors an- 
nounced by GM’s Rochester Prod- 
ucts division. 

Other new features on different 
models include: “Built-in” idle com- 
pensator to improve hot-engine idle 
characteristics, a new type fuel- 
bowl venting system to prevent 
engine stalling and a fuel filter 
system to prevent flooding. 

The new vacuum assist float 
gives better control of fuel during 
all driving conditions by providing 
@ more positive closing of the fuel 
inlet needle during normal driving, 
and maximum fuel flow during ac- 
celeration, the division said. 


The vacuum assist spring, 
mounted on the power piston stem, 
exerts pressure on the primary 
float arms when the power piston 
is in the full-up position, it was 
explained, adding to the buoyancy 
of the primary floats during part- 
throttle and off-idle operations. 

The fast-acting choke gives im- 
proved performance and better 
economy during cold drive-away, 
the division said, and allows the 
automatic choking action of the 
earburetor and the engine fast-idle 
speed to be controlled separately. 


Own Bill Is Hinted .. . 





production on ’59s since Aug. 15, 
it had shipped only 30,000 cars to 
its dealers as of last week. 

With many of the other makers 
having corresponding troubles, it 
may be some time before used cars 
get a true test in the 1959 market. 

Many used-car men say strength 
in their market should continue un- 
abated. They point out that the 
same factors hailed by new-car 
analysts —improved economic out- 
look, pent-up demand, increasing 
employment—apply even more di- 
rectly to the uSed-car field. 

No matter how great a sales re- 
bound features new units in 1959, 
they say, the used-car market 
should chalk up its third straight 
year of booming activity. 

* * + 


(3 => interesting used-car side- 
light of the new-car pinch has 
been the almost total absence of 
’59 models at wholesale auctions. 

In auction reports received last 
week by Automotive News, only 
one ’59 model was listed. In previ- 
ous years, with introduction sea- 
son this far advanced, new 
models were moving over the 
auction block in considerable vol- 
ume. 

Lack of '59s at the auctions, of 
course, may also be helping to 
prop up prices of older models. 

Auction operators everywhere 
last week reported a shortage of 
cars of any vintage. An Eastern 
operator, reporting sale of 121 units, 
said he could have easily moved 
“another 100” cars. ‘ 

> 

pa operator said, “Low 

consignment and surplus of 
good buyers due to the inability of 
new-car dealers to fulfill signed 
orders and subsequently to pick up 
trades and reluctance to release 
existing retail prices.” 

“New-car tradeins beginning 





Old Timers Delay Meeting 

NEW YORK.—The annual meet- 
ing and luncheon of the Automotive 
Old Timers has been postponed 
from Oct. 21 to Nov. 6, according 
to R. A. Harp, executive vice- 
president. 





NADA for Zone Protection 


(Continued from Page 1) 
NADA go on record as favoring | both large and small dealers, and 


protected territory and do every- 
thing in its power to promote co- 
operation among its members and 
elsewhere; and that we do every- 
thing in our power, individually 
and through the directors in our 
regions, to obtain the support and 

m of Congressmen and 
Senators in behalf of this auto- 
mobile industry bill.” 

The “voice of the dealer” that 
prompted this action, it was stated, 
“made itself known through letters, 
telegrams, phone calls and verbal 


comments.” 
* . 


A report to its members, NADA 
pointed out that it was not 
alone in its newly adopted position 
by quoting favorable sentiment 
not only from GM, Ford and 
Chrysler, but also the Department 
of Commerce, which said, in part: 
“, .. Established trading areas 
are desirable to the orderly and 
a sated commeniitien, En 
priced 
case of automobiles, dealers’ con- 
tracts included exclusive territory 
until recent years 
(1947-48) when they were discon- 
tinued as a result of pressures 
from the Federal Government... 
This was a mistake, one which 
legislation would correct in the 
automotive field . . .” 
After pointing out the advan- 
tages of the approved legislation to 





Carey Renamed to NADA Post 


WASHINGTON. — Leo. B. Carey 
(DeSoto-Plymouth), has been re- 
elected NADA director from Rhode 
Island. He is chairman of the 
Rhode Island Motor Vehicle Deal- 
er’s License Commission. 


customers, the report asks of 
NADA members: 

“Let’s work together to have a 
law enacted (based on an NADA 
bill) that will permit the automo- 
bile manufacturer to reward the 
dealer who maintains quality and 
shows performance, and to penalize 
the dealer who does neither.” 








The ‘Tin Lizzie’ Comes Back— 


to show up,” said another whole- 
saler. “As yet, no decline in prices 
is noted since demand remains 
at an alltime high.” 


Reported another operator, “Lack 
of new-car production helping to 
keep used-car demand very high. 
Clean and sharp cars bringing top 
dollar. Consignment way off here 


this week.” 
* * * 


Deliveries Slow, 
Demand Heavy 
In Minneapolis 


MINNEAPOLIS. — Dealers here 
say deliveries of 59 cars have been 
slow due to automotive labor 
troubles, but demand continues 
brisk. Most report a backlog of 
orders and few cars to fill them. 


It may be weeks before they can 
promise immediate delivery to all 
buyers, dealers said. Most of them 
called the ’59 introduction “one of 
the most successful ever.” Others 
said it’s “the best in the last 10 
or 15 years.” 


A Dodge-Plymouth dealer said 
Plymouths still are in short supply, 
but that Dodges are coming 
through better. 


Boyer-Gilfillan Ford reported it 
had delivered 13 new models, only 
30 percent of the cars ordered by 
its customers. E. William Boyer, 
partner, said “we expect we’ll have 
25 to 30 percent better sales during 
the new model year than during 
the past year.” 

Hansord Pantiac reported it had 
received only about 10 new models. 
“We've taken some 75 to 100 orders 
we can’t fill yet,” said Rudy Luther, 
president. 

W. R. Stephens Co. reported it 
has delivered nearly 80 new cars, 
about 75 percent of its orders. The 
firm estimated it is still about 30 
days behind on orders. 


Downtown Chevrolet Co. said it 
received only seven cars in its first 
factory delivery and already has 
taken 10 times more orders than 
it has cars to fill. 


Len Haley, sales manager of 
Lake Street Rambler, said sales are 
running 100 percent ahead of the 
corresponding time last year. Lake 
Street Rambler reported it sold 50 
or 60 new models last week, but 
had another 20 orders that could 
not be. filled. 


* > a 


Chrysler Division Sees 


Boost in Retail Demand 


DETROIT.—Chrysler division re- 
ported that results of its new- 
model introduction indicate a 
strong retail demand throughout 
the nation. C. E. Briggs, general 
manager, said deliveries and firm 
customer orders per dealer were 
more than double those of last 
year’s introduction weekend. 


This 1909 model T Ford moves down the assembly line between two 1959 Fords at 
Ford division's Mahwah (N. J.) assembly plant as a Ford employe mounts one of the 
wooden spoked wheels. Ford built the “Tin Lizzie" to commemorate the 50th anniver- 


sary of “the car that put America on wheels." Parts for the car were collected at 


considerable cost and effort from the East and West Coasts, while the body and chassis 


were located in Flint. 
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Rally Winners Get Trophies— 


Petroleum Corp. advertising manager, 
trophies to the winning drivers in the 1958 Mobil Mileage Rally for imports. 
winners, left to right with trophies, are Bill Likes (Class B, Renault Dauphine), Jim 
Porkinson (Class C, Alfa Romeo Sprint Coupe), Lee Hamer (Class D, Volvo) and John 


Frank Meunier, right, General 


Rich (Class A, Fiat 750). 


Presents 
The 


Looking on at the far left is Joe Petrali, chief steward of 


the U. S. Auto Club, which conducted the event. 


Fiat 750 Scores 50 MPG 
To Win Economy Run 


(Continued from Page 2) 


pushed the car across the line to 
finish seventh. 

Joan Green was the driver of the 
car which overturned. Neither she 
nor her observer, Carol Arlen, were 
hurt when their Lloyd sedan went 
off course on a mountain road. 

A woman also was at the wheel 
of the first car to cross the fin- 
ish line. Mrs. Zaz Haan, partner 
in an auto accessory business, 
piloted a Simca Elysee at 32.17 


GM Net Slashed 
To $65 Million; 
Least Since ’47 


(Continued from Page 2) 





this year. The company made $399 
million, compared to a profit of 
$603 million in the like period of 
1957. (All profits totals are after-tax 
figures.) 

Chrysler’s loss in the first nine 
months totalled $45.2 million 
while Ford dropped $25.3 when 
the profit on the sale of Simca 
stock to Chrysler is excluded. 
S-P’s nine-month loss amounted 
to $22.5 million. 

In the case of Chrysler and Ford, 
losses for the third quarter and 
nine months would be much higher 
were it not for the tax laws. Losses 
in a bad year can be charged back 
and forward on profits in good 
years and a tax rebate or reduction 
on those profits can be obtained. 


For instance, Chrysler’s loss in 
the first nine months amounted to 
$94.2 million. The loss is cut to $45.2 
million by a potential tax credit of 
$49 million. 

- > 

HE amount of the tax credit 

finally obtained for 1958 will be 
determined by the amount of any 
loss that the company shows for 
the full year. 

The S-P loss can be carried for- 
ward against earnings in the fu- 
ture. This tax loss carryforward is 
one of the benefits offered by S-P 
in its negotiations to acquire com- 
panies in other fields in its diversi- 
fication program. 

The GM report listed sales in 
the first nine months at $6,744 
million, compared to $8,235 mil- 
lidn in the like period of 1957. 
Sales in the third quarter were 
$1,623 million this year and §$2,- 
321 million last year. 

The company’s sales of cars and 
trucks produced in the U. S. totalled 
1,757,437 units, well below the 2,- 
434,390 units in the like period of 
1957. Unit sales in the third quarter 
were 341,118 this year and 670,554 
last year. 

GM told its stockholders that an 
earlier model changeover, sporadic 


‘| strikes and recession-reduced sales 


hampered the company in the third 
quarter. 

Public response to the 1959 cars 
was termed “most enthusiastic” 
and GM said the three-year con- 
tract signed with the UAW assures 
a long period of stable operations 
for the firm. 


miles per gallon to place third 
in Class C. 

Dealer reactions were mixed on 
the effectiveness of the run in 
promoting sales of imported cars. 

John Rich, Italiano Motors, said, 
“there was a terrific amount of 
floor traffic as a result of the run, 
and I sold the car I'd driven to a 
man who came in and asked for it. 
Our local paper (Burbank Review) 
| picked up the run and is doing a 
followup feature on how anyone 
can prepare their car to get better 
gas mileage.” 

On the other hand, Monte Ray, 
Tom Ray Pontiac, Glendale, 
thought it was too early to tell 
about public recation to the run. 

“But it certainly showed one 
thing,” he commented. “Some of 
the imports give a lot better mile- 
age than people expected, and some 
of the others won’t do what is 
claimed.” 

Ray, and others interviewed by 
Automotive News, said they would 
enter the run again on the basis 
of calling more attention to the 
imported cars and their potential 
gasoline economy. 








Tex. Independents 


To Meet Nov. 8-10 


DALLAS—Rep. Jim Wright, 
Texas Democrat, will be the prin- 
cipal speaker at the 14th annual 
convention of the Texas Independ- 
ent Automobile Dealers Assn. Nov. 
8-10 in Fort Worth. 


Participating in a panel discus- 
sion Nov. 10 will be H. E. Cardoze 
jr., national used-car manager for 
American Motors Corp.; Thomas H. 
Cougill, Pacific Finance Corp.; Ed 
Boyle, FBI chief in Dallas; State 
Rep. Don Kinnard and Bob Towns- 
ley, State Motor Vehicle division. 





Helicopter Opening— 


A large golden key is lowered from 
KTLA-TV’s telecopter to Nicholas Shammas, 
president, Felix Chevrolet, to mark the 
grand opening of the firm's new home 
office and showroom at 3330 S. Figueroa 
in Los Angeles. A special broadcast cover- 
ing the event originated from the helicop- 
ter while it hovered over the dealership's 
parking lot. 
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oe This salesman called Mr. Jones, all right . .. but Mr. Jones had already signed a purchase 
pend order with another dealer . . . sought his financing elsewhere . . . and bought the same 
. make of car from a competitive dealer. 
rdoze The salesman here did most of the selling job for his competitor. He convinced his 
as HL prospect on what to buy but he didn’t tell him how. Chances are, had he offered his 
.; Ed . . . . . . 
State | customer the ease of financing and insuring with the complete dealership finance plan, 
on. he would have closed the deal on the spot. So can you with the help of Associates 


Pleasant Purchase Program, the most convenient finance and insurance plan available. 
Put the plus services of one of the nation’s largest and most progressive finance com- 
panies on your side. Call the man from Associates . . . now. : 
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Factory Manuals Ripped . . . 
Merchandising Hypo 
Urged for Car Lubes 


By Dave Atchison 
Staff Correspondent 


CHICAGO.—Passenger car-lubri- 
cation is so badly lacking in good 
“merchandising” that it may be- 
come a declining industry. 

This was the message given the 
National Lubricating Grease Insti- 
tute by a service-station dealer and 
a dealership service manager last 
week. A third member of the panel 
represented the fuel industry. 

Gordon Leonard, Pure Oil station 
owner on Chicago’s North Shore, 
discussed the 1,000-mile lubrication 
problem. 

He suggested that attendants 
might “diplomatically get a look” 
at the lubrication sticker on any 
car and suggest a new lubrica- 
tion job, but that “most attend- 
ants are either afraid to ask or 


Studebaker Hails 


‘Stronger’ Dealers 


Nearly 2,500 Show 
Lark Next Week 


By William Carroll 
Staff Correspondent 

LAS VEGAS, Nev.—“Economists 
predict a 5.5 to six million car year 
for 1959 models, and we do not dis- 
agree with their thinking,” S. A. 
Skillman, sales vice-president of 
Studebaker-Packard told Avtomo- 
tive News last week. 


Skillman said nearly 2,500 deal- 
ers are aligned with Studebaker 
to display the Lark on announce- 
ment day, Nov. 14. A major ef- 
fort has been made to strengthen 
Studebaker representation in top 
markets by ringing downtown 
areas with suburban dealers. 

He said the company has plant 
capacity for 280,000 units a year. 

Recent dealer showings in South 
Bend and last week's showing to 
some 700 dealers and employes from 
Pacific Coast dealerships have re- 
sulted in orders which have sched- 
uled factory production sold out 
halfway into December. 


In talking to the dealer group 
Skillman said, “Most of our com- 
petition has priced itself out of the 
market. 


“Keep in mind that low-volume 
unit sales no longer fit into Stude- 
baker’s plans, and make your plans 
now for maximum exposure, using 
every promotion in the book and 
a couple you've never heard of be- 
fore to get this car on the road.” 

Harold Churchill, S-P president, 
told the dealers: “This is the first 
time in my 32 years of automotive 
experience that the dealer council 
saw a car and did not immediately 
go to work and try to redesign it.” 

Churchill added that reduction 
in models and trim options has 
reduced labor content of the Lark 
by some 10 to 20 percent com- 
pared with ‘58 models. Dealers 
will have a substantially larger 
gross profit on the lowest-priced 
Lark than on '58 units, he said. 

Churchill implied that Studebaker 
will effect permanence of design in 
the Lark to spread tooling costs 
Over a number of years and re- 
duce owner-borne depreciation 
caused by yearly model changes. 

During a press conference, Skill- 
man indicated that only five open 
points exist in Portland, six in the 
San Francisco area and less than 
a dozen in the Los Angeles Zone. 

The factory started franchising 
dealers in August, when only one 
display car was available. S-P zone 
people make the initial decision on 
dealer selection with a program of 
dualling with established dealers as 
the quickest way to attain prefer- 
ential distribution. 

More than 400 dealers have been 
added in the last three months. A 
reliable report indicates that fac- 
tory officials have cancelled some 
600 dealers, whose volume of five 
or 10 cars yearly did not fit in with 
S-P’s program of high unit sales 
for a limited selection of cars. 

Dealer reaction to the Lark var- 
ies from “great” to comments about 
high prices. 








they’re so busy they want to 
pump the gas and go to the next 
car.” In his years of serving the 
public, however, Leonard said he 
has found few customers who 
really object to the suggestion. 

Leonard said new-car manuals 
bring misunderstanding into the 
owner’s mind about lubrication re- 

quirements, but blamed some oil 
engineers for this misnomer. 

“Some of these engineers are so 
enthusiastic about selling to car 
manufacturers they stretch the 
time between lubrications longer 
and longer,” he said. 

Leonard admitted that most sta- 
tion operators are “getting our 
share of the business, even bucking 
the car manuals, which keep plug- 
ging for longer and longer lube 
periods. This saves the customer 4 
dollar on the lubrication job, but 
might cost him $100 in repairs 
later.” 

“If we in the stations lubricated 
all cars every 1,000 miles, not one 
of you here would object. If we all 
say it together we will get more 
and more people to follow our line 
of thinking,” he said. 

Myron Borski, service manager 
for Chicago’s C. B. O'Malley 
Oldsmobile, told the group that 
the old tried and true way to get 
customers to lubricate was to 
“never let a customer’s car out 
of the shop without a new lubri- 
cation job.” 

Borsky held, however, that if the 
customer is “conditioned” properly, 
everyone’s job will be easier. He 
described most ambitious dealers as 
doing a real merchandising job with 
their service department lubrication 
facilities, and especially through 
warranty agreements. 

“This is a tailor-made oppor- 
tunity,” he declared, “but at the 
same time we want to make sure 
that the car performs properly so 
that the customer will be satisfied 
and will come back to buy again.” 

About 45 cars a day are serviced 
at O'Malley, Leonard revealed, “and 
30 are lubrication jobs. As doctors 
of motors, we've tried hard to gain 
the trust of our ‘patients’ just as a 
doctor of medicine does.” 

Leonard cautioned, however, 
that the idea of lubricating every 
1,000 miles might take hold only 
“here and there, and it will never 
take hold so long as the car 
manufacturers recommend long 
changes of oil and lubrication to 
go along with it. But how can we 
convince them of harm they 
might be doing? I look to you to 
start soon!” 

W. M. Drout jr., head of the 
marketing economics division of 
Esso Standard Oil Co., reported 
that the most dramatic change in 
the automotive industry is the fact 
that grease fittings are becoming 
fewer every year. An illustrative 
chart showed that in 1946, the 
average car has about 23 fittings, 
compared to around 11 on ’59 
models, he said. 

“By 1965,” Drout predicted, “the 
average passenger car will have 
only 10 fittings, and this will de- 
crease lubrication by 50 percent. 


By 1965, greasing intervals will 
___ (Continued on Page 52, Col. 5) 





Blaushild’s two-way car 


———— 





By Frank Gawronski 
Staff Writer 
THREE-YEAR contract has| 
ended a five-week strike of 250) 
mechanics at 13 dealerships in Des | 
Moines. 
Representatives of the Des | 
Moines Automobile Dealers Assn. | 
and Machinists Lodge 254 an-| 
nounced the settlement last week | 
after the mechanics voted 172 to) 
11 to accept the 
contract which is| 
retroactive to Sept. | 


went on strike Sept. | 
25. 

John Holmes, association pres- 
ident, and William Fenton, union | 
business agent, said the new pact) 
calls for wage increases and other | 
benefits totalling 46% cents an hour | 
over the three-year period. 

Holmes and Fenton said the | 
pact provides for a 14-cent hourly 
raise the first year, 13 cents more 
the second year and another 13 | 
cents the third year. 

The hourly wage rate under the 
old contract was $2.36. 

Under the new contract, an addi- 
tional 2% cents an hour will be 
paid the first year for hospital- 
medical insurance, with another 
2 cents an hour added the second 
and third years. 

The association and union also 
agreed to five changes in sections 
covering working conditions. Under 
one of these sections, association 
members no longer will contribute 
3 cents an hour for the mechanics’ 
uniforms. 





> > > 


Union Postpones Campaign 


N DECATUR, IIL, the Machinists 
Union has postponed its drive 
for recognition at Gregory Ford Co. 
because “of other impending busi- 
ness,” according to James A. Jones 
jr., the union’s representative. 
Jones clearly indicated that the 
postponement is only temporary, 
stating that “it is a matter of 
time before all local automobile 
dealers and repair shops will be 
organized.” 
The union’s “business” included a 





From Coast to Coast— 





Equipped with Pontiac's new Tempest 420-E economy engine, this 1959 Catalina 
sports sedan completed a 2,442.7 mile trip from coast to coast at a cost of $35.79. 
Using regular grade gasoline the low compression, V-8 engine averaged 21.7 miles 
per gallon for the entire distance at an average speed of 40.2 miles per hour. Super- 
vised by a NASCAR official, the car was driven by Tom McCahill. 


Dimes Draw at Model Debut— 


Gilbert Reichert, 7-foot, 6-inch giant, throws dimes to passersby beside Bennie 
in downtown Cleveland. 
showing of the 1959 Dodge in Cleveland at B. W. Blaushild Motors, Inc. (Dodge- 


Des Moines Shops Reopen: 
Contract Reached at L-O-F 


2. The mechanics). 


The occasion morked the first 


hearing before the National Labor 
Relations Board on the union’s 
right to represent some employes 
at H. A. Kuhle Co. 

The union also opened negotia- 
tions on the initial contract for 
some 20 employes at Weidenbacher 
Oldsmobile. 


> * * 


Glass Strike Settled 


THE factory front, a pro- 
longed shutdown of facilities in 
the plate-glass industry appeared to 
have been averted last week, end- 
ing the threat that a shortage of 
glass would hamper production in 
the auto industry. 

Negotiators for Libbey-Owens- 
Ford Glass Co., Toledo, and the 
United Glass and Ceramics Work- 
ers Union announced agreement 
on a new two-year contract, end- 
ing a strike which began Oct. 10. 

The settlement, which followed 
several days of meetings, calls for 
a basic eight-cent-an-hour wage 


| boost for the company’s 10,000 pro- 


duction workers, greater pension 
benefits and the same increases in 
1959. 
Personnel not covered by incen- 
tive pay and maintenance workers 
(Continued on Page 52, Col. 1) 


Simea Distributor 
In Atlanta Gives 
Rights to Chrysler 


ATLANTA. — Southern Car Dis- 
tributors, Inc., here has given up 
its Simca distribution rights in 
favor of Chrysler Motors Corp., 
Simca Division. 

Terms of the agreement were 
withheld. 

Fred J. Walters, president of 
Southern Car, said his 70 dealers 
would continue to sell Simca 
through the end of this year. 

Arrangements have been made, 
he said, for these dealers to apply 
to Chrysler for Simca franchises. 
Walters has already signed a fran- 
chise to continue as a Simca retail 
outlet. There is one other Simca 
retail outlet here, Lander Motors 
(Dodge-Plymouth). 

Agreement between Southern Car 
and Chrysler Motors may pave the 
way for peaceful settlement of suits 
filed or prepared by nine other 
Simea distributors against Chrysler 
Motors; Simca, Inc., and Simca 
Western Division, Inc. 

The distributors claimed they 
held valid contracts with Simca 
and that Chrysler announced it had 
taken over sole distribution rights 
in the U.S. without consulting 
them. Southern Car was one of the 
original group of 10 distributors 
which had threatened suit to pro- 
tect their distribution rights. 

The other distributors are: Simca 
Auto Sales, Los Angeles; E. B. 
Jones Motor Co., East St. Louis, 
Iil.; Kurland Motors, Denver; Over- 
seas Auto Importers, Inc., Miami; 
Pacific Imported Cars, Inc., Port- 
land, Ore.; Simca Distributors, Inc., 
San Francisco; Simca Intermoun- 
tain Co., Salt Lake City; Wilcox 
Motors, Inc., Seattle, and Paris 
Auto, Inc., Long Island City, N. Y. 











Business Recovery 
Gains Momentum 


Dealership Failures 
Begin to Taper Off 


HE business recovery moved 

ahead on a broad front last 
week amid conflicting actions on 
the money and credit front. Mean- 
while, there was a report that busi- 
ness failures among car and truck 
dealers have tapered off. 

Dun & Bradstreet reported that 
failures among vehicle dealers 
totalled 74 in the third quarter of 
this year, well below the 110 fail- 
ures in the second quarter. The 
third-quarter toll was above the 
56 failures in the like period of 
last year. 

Third-quarter reports from cor- 
porations rolled in last week. Many 
firms outside of heavy industry re- 
ported increased earnings and some 
even set profit records in the third 
quarter. 

Most of those which reported re- 
duced earnings or deficits for the 
third quarter predicted a much 
better showing in the final three 
months of 1958. 


> * * 


_— number of companies which 
incorporated in September 
reached 12,932, up from the 10,526 
for the like month of 1957, accord- 
ing to Dun & Bradstreet. 

A rising number of firms in- 
corporating is considered an opti- 
mistic indicator as it reflects the 
optimism of the number of busi- 
nessmen who feel that this is a 
good time to launch new ventures. 

Steel production has been above 
two million tons for two weeks and 
stands less than 2 percent below 
the level of this period of last year. 


| Reflecting the outlook for contin- 


ued high production, steel scrap 
prices have moved up $1 to $2 a 
ton in Pittsburgh. 


> + > 


T= copper industry, one of the 


chief victims of the recession, 
has just about completely turned 
around. Anaconda and Kennecott 
upped prices of refined copper by 
1% cents a pound last week. 

Industry officials report inven- 
tories in the hands of users at 
rock bottom and demand rising. 

Strikes at a number of copper 

installations in the U. S. and 
abroad have brought increased 
output at other installations and 
rising prices. 

F. W. Dodge Corp. reported that 
construction contracts in September 
totalled $3.2 billion, up 26 percent 
from the total for September, 1957. 
Housing contracts were up 27 per- 
cent. 

The most recent report on freight 
car loadings showed freight volume 
at a 1958 peak, the sixth straight 
week in which a new high for the 
year has been reached. 


Rambler Sales 
Triple ’57 Pace 


DETROIT.—Rambler retail sales 
in the second 10-day period of 
October almost tripled deliveries in 
the comparable period of last year, 
according to Roy Abernethy, vice- 
president of automotive distribution 
and marketing of American Motors. 

Sales totalled 7,494 Ramblers, 
compared with 2,654 a year ago, 
Abernethy said. 


In the first 20 days of October, 
Rambler dealers delivered 15,889 
units, he said. In the entire month 
of October, 1957, Rambler sales 
totalled 9,680, he said. 


New Address. 
New Phone for 


Automotive News 
Automotive News now has a 


new address and phone number 
in Detroit. 

Please address all material to 
965 East Jefferson Ave., Detroit 
7, Mich., and phone WOodward 
3-9520. 
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VION 


A wonder-working twosome is on the road and on the air to bring 
in greater profits for car service outlets everywhere. PUROLATOR 
is teamed with MONITOR on the NBC Radio Network ...and now 
sells oil and air filters to a listening audience in more than 
10 million homes —and 4% million automobiles — every weekend! 
PUROLATOR is the only filter manufacturer using the sales impact 


what a team to clean up with! 


PUROLATOR 
GSR 





of radio —MONITOR Radio —to reach both car-owners and service 
outlet operators at the same time. Stock and display PUROLATOR 
oil and air filters prominently...and see how MONITOR helps you 
clean up! And hear for yourself how MONITOR sells every week! 


NBC RADIO NETWORK 
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It Seldom Pays, Sims Tells Okla. Convention .. . 


Dealer ‘Subsidy’ of Leasers Hitt >= cs = 


OKLAHOMA CIT Y.—Dealer 
“subsidization” of leasing com- 
panies was assailed last week by 
Elson G. Sims, NADA director-elect 
from Indiana and a Ford dealer 
in Vincennes. 

He told delegates to the annual 
convention of the Oklahoma Auto- 
mobile Dealers Assn.: 


business) is not only unprofitable 
for the automobile dealer but 
could not exist at the present 
rates of rental if the auto deal- 
ers would stop subsidizing the 
leasing companies.” 

He said he did not know of any 
dealers who “have made any for- 
tunes out of the leasing business.” 

Several dealers who have been in 
leasing for several years told him 
that only their subsidies kept the 
business going, Sims declared. 


“I have had other dealers who 


were big in leas . 
ge Aap aoe Ses ae | several thousand dealers since the 


| firm was formed in September, ac- 


it was only a back-door method 
of wholesaling automobiles be- 
low the dealer’s true cost in order 


AMC to Dispose 
Of Peoria Plant 


PEORIA, Ill—With announce- 
ment that the plant of its Peoria 
washing machine subsidiary cannot 
be used in automotive operation, 
American Motors Corp. 
two real estate firms to handle sale 
of the property. 

AMC’s Altorfer Brothers Co. 
plant, to halt operations after the 
first of the year, will transfer op- 
erations to Grand Rapids, Mich. 

Although the company originally 
said it would attempt to convert 
the plant to the manufacture of 
Rambler parts, a company spokes- 
man said last week that AMC has 
been “unable to find any way to 
utilize” the plant for automotive 
production. 


CIT Unit Reports 





retained | 


to impress their factory that they 
had been able to keep up with 
market penetration in their com- 
munity.” 

He said the entrance of large 
finance companies in the leasing 
field “is far more serious and dis- 
astrous to the automobile dealer’s 


welfare.” 
“As a general rule it (leasing | 


Under the plans, he continued, 
the dealers would sell leasing con- 
tracts for the finance companies, 


Fine Response to 


Fleet-Lease Plan 


NEW YORK.—“Enthusiastic re- 
sponse” of automobile dealers to the 


| fleet-leasing plan offered by Service 


Leasing Corp. has resulted in the 
signing of leasing agreements with 


cording to Vice-President George 
Culp. Service Leasing Corp. is a 
subsidiary of CIT Financial Corp. 

“Most dealers contacted by SLC 
representatives have signed for our 
vehicle-leasing program,” Culp said, 
“and inquiries from interested deal- 
ers continue to arrive in heavy 
volume. Lease plans already are in 
effect on hundreds of 1959 model 
cars.” 

Culp said SLC expects its volume 
of leases to rise rapidly during the 
coming weeks because leasing ac- 
tivity is at its highest when new 
models are introduced. 

Under the SLC plan, dealers fur- 
nish the vehicles and are paid in 


full by Service Leasing. SLC then | 


assumes all collection and adminis- 
trative responsibilities. The dealer 
should also benefit from service of 
the leased vehicles, the firm said. 
The SLC program does not include 
repair and maintenance agree- 
ments. 





Reception Best in Years .. . 





59s a Hit in Baltimore 


BALTIMORE.—The 1959 models 
have had the best public reception 
in years, area dealers have re- 
ported. 

The dealers also were happy 
because the new models caught 
them with their “inventories” 
down. Many said they had no 
1958 models left. They also said 
the used-car supply was below 
normal or average for the season. 

Most dealers said they were well 

pleased with the price sticker. They 
said it gave the customer confi- 
dence and dispelled any suspicion 
that the price was being rigged by 
the addition of extras. It also saves 
the salesman much explaining, they 
added. 

Edgar Kaskenkamp, vice-pres- 
ident of Anderson Chevrolet Co., 
which sells more than 5,000 cars 
a year, said the 59 reception was 
the best he had seen in 39 years 
in business. 

The salesmen like the car, he 
asserted, and if the salesmen like 
it the car must be good. He said 
he was sure ’59 sales would be 
the biggest in his firm’s history. 

Anderson also has two Rambler 

outlets which Kasenkamp said sell 
more than 30 cars each month. He 
said customers like it for its econ- 
omy and handling ease. 

George McClyment and Russ 
Harner, salesmen for Weiss Motor 
Co. (Ford), with four outlets in 
Baltimore, reported public response 
has been excellent. 

They said the price sticker, 
conservative styling and new in- 
strument panel controls made the 

impressions on viewers. 

T. E. Middleton, sales manager 
of City Chevrolet Co., reported that 
the styling of the ’59 Chevrolet was 
highly acceptable to the public. 

Like other dealers, he said the 
price sticker will eliminate con- 

fusion and doubt among the cus- 
tomers. He said the customers ex- 
pressed confidence that the price 
no longer was being rigged. 

Marty Pearlman, Lustine Olds- 
mobile in suburban Hyattsville, 


said the new Oldsmobile has had 
the best reception yet. 

He said he sold all the cars sent 
to him in the first two weeks, and 
has not been able to get enough 
more to supply all prospective 
buyers. 

Jerome Casper, sales manager for 
Banning Motors Co.’s Dodge divi- 
sion, said the public had adopted a 
“wait-and-see” attitude when the 
Dodge was first displayed. They 
wanted to wait to see what other 
manufacturers had to offer, he said. 

The new Dodge is a “fine auto- 
mobile,” he said, adding that the 
manufacturer has retained the 
“Dodge beauty.” He said he expects 
sales to pick up after about Nov. 1, 
and be good in 1959. 

Bill Palmer, speaking for Ban- 
ning Motor’s Plymouth division, 
said the 59 model has had its 
best reception. He said he expects 
to sell 1,500 cars this year, com- 
pared with about 1,000 last year. 

Frank L. Palmer, Palmer Motor 
Co., said the Ford had the best 
reception of any car in his 24 years 
in the business. 

J. F. Enright (Buick) reported 
that the 1959 model has been ap- 
proved by at least 95 percent of 
the persons who had seen it. 


Late Report... 





prepare, service and deliver the 
auto to the customer, and then turn 
the leasing contract over to the 
firms and receive a reimbursement 
of $75 to $100. 

“The fact that the dealer has 
had or will have an average total 
expense on this deal of between 
$300 and $400 seems to make no 
difference,” Sims said. 

“He has rendered a valuable 
service to the customer by supply- 
ing him with low-cost transporta- 
tion, and at the same time has sold 
an automobile for the factory and 
secured a finance deal for the fi- 
nance company, both of which made 
a handsome profit at the expense of 
the dealer.” 

A representative of one large 
finance firm told him he expected as 
much as 40 to 50 percent of new- 
car and truck sales would be han- 
died in this manner in the near 
future, Sims said. 

“If this is true,” he continued, 
“I can guarantee you that well 
over 50 percent of the automobile 

dealers of America had better be 
looking around for some other 
business in which to get into, be- 
cause they are not going to be 
needed in the retail auto business 
nor can they exist.” 

He said hundreds of teasing firms 
would be forced to curtail their 
operations or go out of business if 
dealers stopped subsidizing them. 


Fuel Not Related 
To Exhaust Gas, 
Smog Group Says 





SAN MARINO, Calif.—The Air| 
Pollution Foundation said “there is | 


no pat relationship between the 
gasoline poured into an auto tank 
and the exhaust that comes out the 
tailpipe,” and that any regulation 
to limit the amount of olefins in 
gasoline would therefore be “non- 
sensical.” 

Announcing publication of the 
findings from a year’s intensive 
study of the so-called “less smoggy 
gasoline” theory, Dr. W. L. Faith, 
managing director of the independ- 
ent scientific research foundation, 
said ozone from auto exhaust is the 
same—whether the fuel contains no 
olefins at all, or far more olefins 
than are found in any commercial 
gasoline. 

“Ozone is the pollutant on which 
every ‘smog alert’ ever called by 
the Air Pollution Control District 
has been based,” Faith said. 

“Since ozone formation from auto 
exhaust is not affected by the 
amount of olefins in gasoline, there 
can be no valid reason for bother- 
ing to enact a special regulation to 
limit olefins in gasoline.” 

Faith added that eye irritation, 
as well as the ozone reading, is the 
same whether presently marketed 
gasolines are used in an auto or 
gasolines containing no olefins. 

The Control District has said it 
will ask the Board of Supervisors 
to limit by regulation the amount 
of olefins in any gasoline sold in 
Los Angeles County, in the belief 
that this would change auto ex- 
haust in such a manner as to re- 
duce smog. 

“Such a regulation would be 
nonsensical,” Faith said. “We have 
learned that olefins can show up 
in the exhaust even when olefin- 
free gasoline is used.” 

Olefins are a class of hydro- 
carbons. The other classes are 
paraffins, aromatics and napthenes. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction last 
week declined $5 to $911, according to Automotive News’ index. The 
new average was only $1 lower than it had been three weeks. previ- 


ously. 


The price of ’51s went up $11, while ’53s advanced $3 and ’57s re- 
mained unchanged from the previous week. Reductions amounted to 
$33 on ’58s, $8 on ’56s, $7 on ’55s, $6 on ’52s and $2 on ’54s. Seasonal 
lows were established for ’56s and ’55s. 

At a group of representative auctions last week, the average con- 
signment was 224.6 units, of which 744 percent were sold. It was the 
highest sales ratio recorded since late June. Last week’s figures com- 
pared with 230.6 units and 68.0 percent the previous week. 


Auction reports begin on Page 38. 
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Testing for Leaks— 





A water shower has been installed at the Volvo plant in Gothenburg, Sweden, to 
test for possible leaks in Volvo cars as they leave the assembly line. Should there 
be any signs of leakage, the car in question is taken in for adjustment and the point 


of leakage sealed. 


Mass. Latest to Put Lid — 


On Car Loan 


By Guy Livingston 
Staff Correspondent 


BOSTON.—Gov. Foster Furcolo 
has signed a bill which regulates 
the activities of auto dealers who 
charge unwary car buyers excessive 
interest rates for installment pur- 
chases. 

Sponsored by reputable auto 
dealers and Better Business Bu- 
reaus who have been trying to 
drive “clip outfits” out of busi- 
ness, the bill was enacted in the 
Legislature’s closing hours. 

It regulates rates of interest 
chargeable on installment pur- 
|chases of autos to 8 percent on 
new cars, 10 percent on vehicles 
under two years of age and 2 per- 
cent of the outstanding loan on 
vehicles older than two years. 


The bill came as a result of 
complaints by the Better Business 
Bureaus, large finance companies, 
banks and organized automobile 
dealers over lack of overall control 
of car installment purchases. Pre- 
viously there had been no finance 
charge ceiling in Massachusetts. 
although 22 states have enacted 
similar laws. 

The legislation was opposed by 
a few independent auto dealers and 
a few Massachusetts finance com- 
panies. 

The opposition charged that the 
legislation would result in small 
companies being forced out of busi- 
ness by large finance companies, 
which they said could operate on 
smaller margins. 

Senator John E. Powers, Bos- 
ton Democrat and Senate minor- 
ity leader, had attacked the 
measure as only a partial solu- 
tion of problems facing car pur- 
chasers. 

He sought to amend the bill to 
bar finance companies from placing 
physical damage insurance on fi- 
nanced cars with an insurance firm 
directly or indirectly connected 
with the finance company. His 
amendment was beaten down, al- 
though he claimed that consider- 
able abuse and extra cost to the 
car buyer often results from the 
car buyer being forced to take out 
insurance in a connected company. 

The bill covers the whole field 
of auto financing. Under it, the 
state commissioner of banks is em- 
powered to establish rules and 
regulations governing operation of 
finance companies. He is also given 
the right to investigate licensed 
companies and to require them to 
produce their records for examina- 
tion. 





Voluntary Insurance 


Cheaper Now in Mass. 


BOSTON. — Lowered rates in 
many types of voluntary auto in- 
surance will save residents of Mas- 
sachusetts $2,600,000 in premiums 
during the next 12 months, a 
spokesman for the State Insurance 
Commission, said. 

The rates, reflecting the first re- 
duction in this field since 1954, 
went into effect on Oct. 15. 


Premiums for full coverage com- 


Rates 


| prehensive insurance for private 
| passenger autos were reduced from 
|7 to 12 percent. Private passenger 
collision premiums were reduced as 
much as 13 percent in some areas, 
although unchanged in others. 
Other rates that were reduced in- 
cluded insurance for fire, theft, 
vandalism and some classes of 
property damage. 

Rates in the voluntary auto in- 
surance field went up in 1954 in 
Massachusetts, largely because of 
catastrophic losses suffered by un- 
derwriters during hurricanes and 
tidal waves. 


By contrast, Massachusetts mo- 
torists will pay $2,750,000 more for 
compulsory auto insurance next 
year under a statewide average in- 
crease of 3.2 percent approved by 
State insurance commissioner last 
month. The insurance companies 
had asked for an increase in excess 
of 16 percent. 


Timken Appo 


ints 
Auto Division Aide 


DETROIT.—J. R. Splitstone has 
been appointed assistant general 
manager of the automotive division, 
Timken Roller Bearing Co. 


Splitstone formerly was Detroit 
district manager 
of the automotive 
division and will 
continue main- 
taining offices in 
Detroit. He suc- 
ceeds the late & 
Clifford Merrill. 

Splitstone joined 
Timken’s indus- 
trial engineering 
departmentin 
Canton, O., in 
1937, and in 1940 
was transferred to Detroit as an 
automotive division sales engineer. 
In 1952, he was appointed Detroit 
district manager. 


Chrysler Names 


Overseas Chief 


DETROIT.—Lynn A. Townsend, 
former Chrysler Corp. comptroller, 
has been elected a vice-president 


In his new position, Townsend 
has been named group vice-pres- 
ident-international operations and 
will be responsible . : 
for all Chrysler 
activities outside 
the U. S. He also 
becomes a mem- 
ber of Chrysler’s 
administrative 
committee. 

Before joining 
Chrysler in 1957 
as comptroller, 
Townsend was 
with the national ™ 
accounting firm L. A. Townsend 
of Touche, Niven, Bailey & Smart- 
for 10 years, becoming a partner 
in the firm in 1952. He is succeeded 
as Chrysler comptroller by Erwin 
H. Graham, former assistant comp- 
troller. 
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The Newest of Everything Great! The Greatest of Everything New! 


New Car Buyers Are Swinging to Dodge Swivel Seats! 


“It's wonderful! Why didn’t someone think of this sooner?” 


“Makes getting in and out so much easier—especially for us ladies. So 
smart looking, too.” 


“Great idea! It works like a charm. I also like that folding center arm- 
rest. Certainly is practical.” 


These are the kind of enthusiastic comments Dodge dealers are hear- 
ing about the new Swing-Out Swivel Seats. Everyone who tries them, 
likes them—the way they look, the way they feel, the way they work. 


Of course, Dodge dealers are hearing enthusiastic comments about a 
lot of things this year. The dazzling new Swept-Wing ‘look for 1959. 
New Level-Flite Torsion-Aire. The new Hi-Compression, Hi-Economy 


Engines. The new interiors. The new instrument panel. The new 
Lustre-Bond colors. 


It all adds up to this: In the 59 Dodge, Dodge dealers have “The 
Newest of Everything Great . . . The Greatest of Everything New!” 


DODGE 
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Price Disclosure Dealing 
Blow to Con Men 


eo from the field indicate that the new price- 
disclosure law is killing the so-called “deal” selling sys- 
tems which have done so much to bring discredit to auto 
selling. 

They were called systems, but a better name might be 
“rackets.” They were founded on price confusion and de- 
pended on deception. They spoiled sales, rather than pro- 
moted them. 


Most dealers despised these confidence rackets, yet many 
came to adopt the methods in a sick market and in the 
absence of a solid selling system of their own. 


Auto salesmen were not trained to sell; they were trained 
to deceive. When the prospect expressed interest in a car, 
they did not go into a well-planned sales program; they 
simply asked: 

“Can you pay $89 a month?” 

This was the opening shot of the system. From there on 
the racket boys took the prospect down many paths, includ- 
ing refinancing of his house, loans on furniture, assignment 
of his wages and the other blood-sucking practices scorned 
by reputable dealers. 

This was the turnover system, built on the theory that 
if one person couldn’t cheat an honest man, a team of con 
men could. 


Many find it difficult to see the line that separates honest 
salesmanship from confidence rackets. It is one of attitude. 


The honest dealer and the honest salesman are devoted 
to serving the public. The con men are devoted to taking 
him for a sucker. 

Posting of prices is hurting the con men, but the great 
need of the industry is to fill the vacuum by training its 
- gales force in the principles of selling through service. 





Coming 
Events 


Dealer Conventions 


Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 14-16—National Independent Auto- 
mobile Dealers Assn., Edgewater Beach 
Hotel, Chicago. 

Nov. 16-I18—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi, 
Dec. 3—Utah Automobile Dealers Assn., 

Newhouse Hotel, Salt Lake City. 

Dec, 9%—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4— National Automobile 
Dealers Assn., Chicago. 

Feb. 22-23—Louisiana Automobile Dealers 

, Roosevelt Hotel, New Orleans. 
15-17—Automobile Dealers Assn. 
of North Dakota, Bismarck. 

March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust. Yuma, 

March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

May 10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 


May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 
May 21-22—Oregon Automobile Dealers 
Assn. Salem. 
Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 
* * * 
Auto Shows 


Nov. 5-16—Turin Auto Show, Turin, Italy. 

Nov. 13-22—Burlingame-San Mateo Auto 
Show, Hillsdale Shopping Center, San 
Mateo, Calif. 

14-16—South St. Paul Auto Show, 
Fleming Field, South St. Paul, 

Nov. 14-23—Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Angeles, 

Nov, 21-30—St. Louis Auto Show, St, Louis. 

Nov. 22-29 — Philadelphia Auto Show, 
Philadelphia, 

Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 

Nov. 25-30—Phoenix International Automo- 
bile Show, Phoenix, Ariz. 

Nov. 25-30—Spokane Auto Show, Spokane 
Coliseum, Spokane, 

Nov, 26-30—St. Paul Auto Show, Municipal 
Auditorium, St. Paul. 

Nov. 26-Dec. I—Sioux Falls Auto Show, 
Coliseum, Sioux Falls, S. D, 

Nov. 29-Dec. 7—Houston Auto Show, Sam 
Houston Coliseum, Houston. 

Dec. 10-14—Omaha Auto Show, Omaha 
Municipal Auditorium, Omaha. 

Jan. 9-18—Midwest Auto Show, Municipal 
Auditorium. Minneapolis. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, ee 

the 
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Automotive Cartoon 


Of the Week 


“All right, Henderson, get out there and 
sell that roominess!" 





Letterbox 





‘Liberalism Too Long. . / 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Jan. 10-18—30th Annual Auto Show o 
National Capital Area, National Guard 
Armory, Washington. 

Jan. 17-25—Chicago Auto Show, 
national Amphitheatre, Chicago. 

Jan. 22-24— Brockton Auto Show, State 
Armory, Brockton, Mass. 

Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory. Tampa. 

Jan. 23-25—Birmingham Auto Show, Birm- 


Nixon, Benson, Stutz 

| ‘The Keller, Playboy, Rocket, Del- 
mar, Gregory and Cortez ought to 
be on the market now. Wonder why 
some one don’t pick them up and 
go to making them. They would 
sell now. 


Inter- 





ingham, Ala. 

Jan. 24-31|—Baltimore Auto Show, Balti- 
more 

Jan. 24-Feb. i—Toledo Auto Show, Sports 
Arena, Toledo. 

Jan. 25-Feb. !—Iinternational Foreign and 
Sports Car Show, Dinner Key Audi- 
torium. Miami. 

Jan. 31-Feb. 7—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 7-14—Milwaukee Automobile Show, 
Arena and Auditorium, Milwaukee. 

Feb. 19-23—Albuaquerque Auto Show, State 
Fair Coliseum Bldg. Albuquerque. 





The Willys would sell now if 
it were on the market. Willys 
ought to of come out with a V-8 
on 118-inch wheelbase and im- 
proved that six and made a small 
four something like the Whippet 
was. I sure would like to see the 
Hudson and Nash back on the 
market. 


I think the Packard would of 
went over all right if they had of 
made a V-8 on 120-inch wheelbase 
and 126-inch wheelbase or 136-inch 


Feb. 27-March 8—!95?9 World Wide Auto 
Show, Miami Beach Exhibition Hall, 

~ Miami Beach. 

March 48—9%th Annual National Autorama, 
Connecticut State Armory, Hartford. 


Apr. 6-I!—Denver Auto Show, Denver | wheelbase and a 12-cylinder on 146- 
ae. inch wheelbase. I sure would like 
to see the Hupp and Reo make a 

General comeback as V-8 cars. I also would 


like to see the Auburn, Cord and 
Duesenberg come back, Auburn and 
Cord as V-8 cars, Duesenberg as 
8 inline. I would like to see the 
Stutz, Marmon, Peerless, Stearns, 
Pierce-Arrow, Franklin and Loco- 


Nov. 3-6—Automotive Warehouse Distrib- 
utors Assn., Inc., Muehlenbach Hotel, 
Kansas City, Mo. 

Nov. 6—Automotive Old Timers, Annual 
Meeting and Luncheon, Waldorf-Astoria, 
New York. 

Nov. 8-16—GM Motorama, National Guard 


entitled 
Costs Rise.” This item appeared on 
Page 2 of the Aug. 11 issue of 
Automotive News. 


Armory, Boston. 

Nov. 16-2i—American Trucking Assn. An- 
nual Convention, Miami Beach, Fla. 
Jan. 25-28— 
Assn., Hollywood Beach Hotel, 

wood, Fla. 

Jan. 29-30— Private Truck Council of 
America, 20th Annual Convention, Sher- 
man Hotel, Chicago. 

Jan. 31-Feb. 4—National Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-5 — 32nd Automotive Accessories 
Mfgrs. of America Exposition, New York 

Coliseum, N. Y. 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn., National Convention, Con- 
rad Hilton Hotel, Chicago. 

Feb. 18-21—1959 International Automotive 
Service Industries Show, Navy Pier, 
Chicago. 


20 Years Ago... 


Truck Trailer Manufacturers 
Holly- 


mobile as V-8s and V-12. 


I would like to see the aristo- 
cratic cars and people make a 
comeback. We have had this so 
called liberalism teo long; as 
nothing but pink Communism. 
would like to see Vice-President 
Nixon and Secretary Benson get 
the nomination in 1960 and go 
back te a conservative govern- 
ment and the aristocratic days 
again. 

There’s nothing made in the U.S. 


today but commonplace cars. I 


The Big Stories 


This week in 1938, the U. S. Bureau of Mines announced that oil 
obtained through combinations of coal and hydrogen may become the 
nation’s future motor fuel. The bureau described experiments with 
the hydrozenation process undertaken to anticipate exhaustion of 


the country’s petroleum reserves. 


Car sales in September, 1938, totalled 93,269 units, compared with 
235,683 units registered in September, 1937. Truck registrations totalled 
26,570 units, compared with 54,711 for the same month the year before. 

General Motors reported a net income of $5,367,688, equal to seven 
cents a share on the common stock, for the quarter ended Sept. 30, 
1938. This compared with net earnings of $24,816,398 in the June 
quarter and $44,412,734 in the corresponding 1937 quarter. 


—From the files of Automotive News. 








think there should be cars that 


people would have a desire to own 
to be different. England has them 
and so has France and Germany. 
The assembled car could break the 
Big Three 
would come on the market while 


if enough companies 


peo ple want something different. 
Most assembled cars were made 
better than the Big Three cars 
were, Better work and better parts 
went into them.—Hersert Parker, 
Oakland, Ill. 
. > > 

Steel Story Questioned 

I’ve read with interest your item 
“Strike Peril Grows as 


A striking statement was made 


in the second section of this article 
which read as follows: 


“There was a report that the 


price hike will not hit the auto 
industry until fall as manufacturers 
ordered their August and September 
steel before prices went up.” 


Is this a fact that the auto in- 
dustry receives price protection? Is 
it common knowledge that this 
industry receives preferential treat- 
ment ?—Suppuier PuRCHASING AGENT. 

Eprror’s Norse: The sentence 
quoted refers to the steel which 
the auto industry ordered and 
stockpiled in the early summer as 
a hedge against the expected in- 
crease in steel prices. 

The steel industry charges the 
prices in effect on the day of 
shipment of any given order. 
Thus steel ordered in June and 
shipped in July carried the lower 
price tags, but the steel will not 
be used in car production until 
September. 

Neither steel nor auto industry 
sources will give exact figures on 
steel buying, regarding this as 
competitive information. There is 
no exact measure of how much 
the auto industry hedged against 
the price boost but there is no 
doubt some of the steel going into 
current production was bought 
before the price increase in late 
July and early August. 

The steel industry maintains 
that it grants no price favors to 
the auto industry. Prices are the 
same for big and little customers, 
industry officials say. 




















that 


them 
nany. 
k the 
anies 
while 
rent. 


RKER, 














THOUSANDS 
OF DEALERS 
SIGN UP! 





In just a few weeks, thousands of automobile dealers, coast-to-coast, 


have signed up with Service Leasing. You, too, can profit with this out- 


standing low-cost leasing plan without risk, investment or franchise fee! 


HOUSANDS OF LEADING DEALERS read 

about Service Leasing’s vehicle leasing plan; they 
got the details, checked the facts, and signed up. 
You, too, can take advantage of the growing trend to 
vehicle leasing. With it you get all the benefits of a fleet 
leasing operation without paying any franchise fees, 
without tax, legal or administrative problems, and 
without risk! 

When a fleet prospect won’t buy, you can sell him on 
the advantages of leasing his fleet requirements. Either 
way, you keep the customer yours. If he leases, Service 
Leasing Corporation handles all details. What’s more, 


SERVICE 
LEASING 


CORPORATION 
A C.I1.T. Subsidiary 


650 Madison Avenue, New York 22, N.Y. 


Service Leasing provides you, without charge, all the 
sales aids and assistance you need to locate and sign up 
prospects. 

The time to act is now—new model time—while the 
fleet prospect’s interest is at its peak! This is the hottest 
time of the year to solicit leasing business. 

Take advantage of this unique opportunity to build 
additional profits, without risk or investment. Cash in on 
the booming trend to leasing! Write today for complete 
details on the Service Leasing Plan, the most risk-free 
plan available to automobile dealers like you. Simply 
fill in, clip and mail coupon. Do it now! 


Service Leasing Corporation 
650 Madison Avenue 
New York 22, N. Y. 
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©1958 Service Leasing 


Send further details on Service Leasing Plan to: 
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tonight NBC-TV 
Alcoa Theatre... 


Alcoa went on location to 
give television fans the big 
story about the aluminum 
sales appeal on the new 
Ford, Plymouth, Rambler and 
Oldsmobile. The bright 
aluminum grille and the dis- 
tinctive trim, inside and 
out, will please you tonight 
on television and please 
your customers even more. 


All of these fine cars count 
on aluminum for lasting 
beauty. Your new Ford, 
Plymouth, Rambler or Olds- 
mobile can face the weather, 
corrosive road salts and the 
passage of time with no risk 
to its good looks. For 
Alcoa's way of making alumi- 
num sapphire—hard and im— 
pervious to pitting and 
peeling keeps it lustrous 
for the life of the car. 


Thrill to the exciting 
story on Alcoa Theatre to- 
night when Nancy Kelly stars 
in "Office Party," the tale 
of a woman's pride in her 
husband. Check the right- 
hand column for your local 
time and channel. 


Alcoa Aluminum 
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the story of gleaming aluminum sales appeal 


on Ford, Plymouth, Rambler and Oldsmobile 


comes to life to 25 million people 


But lasting good looks 
aren't all that aluminum 
contributes to these new 
1959 cars. Mechanical parts 
of Alcoa® Aluminum meet 
every demand for rugged de- 
pendability and still cut 
down on needless weight to 
give you more "go" to match 
the gleam. Check the alumi- 
num sales features on your 
new cars. They're standard 
on new Fords, Plymouths, 
Ramblers and Oldsmobiles. 





for lasting Gleam and Go! 





ALCOA 
THEATRE 


SEE ALCOA THEATRE 
ON THESE STATIONS 






































State Station Channel Local Time 
ALABAMA 

Birmingham WABT 13 8:30-9 PM 
Mobile WALA-TV 10 8:30-9 PM 
Montgomery WSFA-TV 12 8:30-9 PM 
ARIZONA 

Phoenix KVAR 12 7:30-8 PM 
Tucson KVOA-TV 4 7:30-8 PM 
ARKANSAS 

Little Rock KARK-TV 4 8:30-9 PM 
CALIFORNIA 

Fresno KMJ-TV 24 9:30-10 PM 
Los Angeles KRCA 4 9:30-10 PM 
Sacramento KCRA-TV 3 9:30-10 PM 
San Diego KFSD-TV 10 9:30-10 PM 
San Francisco KRON-TV 4 9:30-10 PM 
COLORADO 

Denver KOA-TV 4 7:30-8 PM 


CONNECTICUT 
Hartford-New Britain WNBC-TV 30 9:30-10 PM 


DISTRICT OF COLUMBIA 





Washington WRC-TV 4 9:30-10 PM 
FLORIDA 

Jacksonville WFGA-TV 12 9:30-10 PM 
Miami WCKT 7 9:30-10 PM 
Tampa WFLA-TV 8 9:30-10 PM 
GEORGIA 

Atlanta wsB-TV 2 9:30-10 PM 
Coiumbus WwitvmM 28 =9:30-10 PM 
Savannah WSAV-TV 3 9:30-10 PM 
ILLINOIS 

Chicago wNBQ 5 8:30-9 PM 
Peoria WEEK-TV 43 8:30-9 PM 
Rockford wtvo 39 8:30-9 PM 
INDIANA 

Evansville WFIE-TV 14 8:30-9 PM 
Fort Wayne WKJG-TV 33 8:30-9 PM 
Indianapolis WFBM-TV 6 8:30-9 PM 
Lafayette WFAM-TV 59 8-8:30 PM 

Wed.— delay 9 days 
Muncie WLBC-TV 49 8:30-9 PM 
Fri.—delay 11 days 

South Bend WNDU-TV 46 8:30-9 PM 
1OWA 

Davenport woc-TV 6 8:30-9 PM 
Des Moines WHO-TV 13 8:30-9 PM 
Sioux City KTIV 4 8:30-9 PM 
Waterloo KWWL-TV 7 8:30-9 PM 

Cedar Rapids 
KANSAS 
Great Bend KCKT-TV 2 8:30-9 PM 
Wichita KARD-TV 3 8:30-9 PM 
KENTUCKY 
Loursville WAVE-TV 3 8:30-9 PM 
LOUISIANA 
Baton Rouge WBRZ 2 8:30-9 PM 
New Orleans WDSU-TV 6 8.30-9 PM 
Shreveport KSLA-TV 12 10-10:30 PM 

Mon. 
MA(NE 
Portland WCSH-TV 6 9:30-10PM 
MARYLAND 
Baltimore WBAL-TV ll 9:30-10 PM 
MASSACHUSETTS 
Boston wB87-TV 4 930-10 PM 
Springheld wwLP-Tyv 22 9-30-10 PM 
MICHIGAN 
Detrost wwi-Tv 4 9:30-10 PM 
Grand Rapids woood-TVv 8 9:30-10PM 
Lansing WiiM-TV 6 9:30-10 PM 
MINNESOTA 
Duluth WwOSM-TV 6 8:30-9 PM 
Rochester KROC-TV 10 8:30-9 Pm 
St. Paul-Minneapolis KSTP-TV 5 8:30-9 PM 
MISSISSIPPI 
Jackson wieT 3 8:30-9 PM 
missOUR! 
Kansas City WDAF-TV 4 8:30-9 PM 
St. Louis KSD-TV 5 8:30-9 PM 
Springheid KYTV 3 8:30-9 PM 
NEBRASKA 
Omaha KMTV 3 8:30-9 PM 
NEW MEXICO 
Albuquerque KOB-TV ‘4 7:30-8 PM 
NEW YORK 
Binghampton WINR-TV 40 = 930-10 PM 
Buflaio WGR-TV 17 =: 930-10 PM 
New York City WRCA-TV 4 9:30-10PM 
Plattsburgh 

Burlington, Vt wPTz 5 9:30-10PM 
Rochester wROC-TV 5 9:30-10PM 
Schenectady wRGB 6 9-30-10 PM 
Syracuse WSYR-TV 3 9:30-10 PM 
Utica WKTV 13 = 9:30-10 PM 
Watertown-Carthage WCNY 7 1030-11 PM 
NORTH CAROLINA 
Charlotte wSoc-TV 9 9:30-10PM 
Ralengh WRAL.-TV 5 9:30-10 PM 
Winston-Salem wSJS-TV 12 9:30-10 PM 
NORTH DAKOTA 
Fargo WDAY-TV 6 10:30-11 PM 

Wed 
OHIO 
Cincinnati wiw-Tv 5 9-30-10 PM 
Cleveland KYw-TV 3 9-30-10 PM 
Columbus wiw-c 4 9-30-10 PM 
Dayton wiw-d 2 9:30-10 PM 
Toledo WSPD-TV 13 830-9 Pm 
Youngstown WrM)-TV 21 9:30-10 PM 
Wed 
OKLAHOMA 
Oklahoma City wky.-Tv ‘4 8:30-9 PM 
Tulsa KVOO-TV 2 9:30-10 Pm 
Sun 
OREGON 
Portiand KPTV 12 8:30-9 PM 
PENNSYLVANIA 
Ene wicu-TV 12 -9:30-10 PM 
Johnstown WJAC-TV 6 9:30-10PM 
Lancaster WGAL-TV 8 9:30-10 PM 
Philadelpnia WRCV-TV 3 =. 930-10 PM 
Pittsburgh wilc-Tv ll 9:30-10 PM 
Wilkes-Barre WBRE-TV 28 8=9:30-10 PM 
RHODE ISLAND 
Providence WJAR-TV 10 =: 930-10 P™ 
SOUTH CAROLINA 
Greenville WFBC-TV 4 9:30-10 PM 
TENNESSEE 
Chattanooga WRGP-TV 3 9:30-10 PM 
Knoxville WATE-TV 6 9:30-10 PM 
Memphis wMcT 5 8:30-9 PM 
Nashville WSM-TV t 9:30-10 PM 
Tues. 
TEXAS 
Austin KTBC , oe PM 
un 
Corpus Christi KRIS-TV 6 7:30-8 PM 
Tues. 
El Paso KTSM-TV 9 7:30-8 PM 
Fort Worth WBAP-TV 5 8:30-9 PM 
Houston KPRC-TV 2 8:30-9 PM 
Lubbock KDUB-TV — PM 
t. 
San Antonio WOAI-TV 4 8:30-9 PM 
UTAH 
Salt Lake City KTVT 4 7:30-8 PM 
VIRGINIA 
Norfolk WVEC-TV 15 9:30-10 PM 
Richmond- 

Petersburg WXEX-TV 8 9:30-10 PM 
Roanoke WSLS-TV 10 9:30-10 PM 
WASHINGTON 
Seattle KOMO-TV : 8:30-9 PM 
Spokane KHQ-TV 6 8:30-9 PM 
WEST VIRGINIA 
Huntington WSAZ-TV 3 9:30-10 PM 
Wheeling WTRF-TV 7 ~=9:30-10 PM 
WISCONSIN 
Madison WMTV 33 8:30-9 PM 
Marinette WMBV-TV ll 8:30-9 PM 
Milwaukee WTMJ-TV 4 8:30-9 PM 
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Two Edsel Wagons for '59— 

Edsel offers two Villager four-door station wagons for ‘59. Prices are $2,971 for 
the six-passenger V-8 and $3,054.70 for the nine-passenger. For maximum economy, 
a six-cylinder engine is available for $96.50 less on each model. 

oe * 





10 Models in 59 Line... 


Restyled Edsel Adds Six 


standard equipment ... more- 
economical V-8s ... four engines 
available. 





What's New: 
Optional six-cylinder engine 
... headlights lowered and placed | 

in grille . . . restyled grille and | 
side trim ... wheelbase length- ee began its second year last 
ened ... flatter roof... more | week as dealers placed on dis- 








7 





play a 10-model line that is aimed 
at the lower segment of the med- 
ium-priced field. 


In its introductory season, 
Edsel attempted to cover the 
entire medium class by offering 
18 models with prices ranging 
from $2,519 to $3,801. The ’59 
range is $2,629 to $3,072, and the 
narrower spread is expected to 
strengthen dealers’ competitive 
position. 

Although the model total has 
been sliced nearly in half by drop- 
ping the two higher-priced series, 
Edsel dealers will continue to offer 
a complete selection of body styles. 

There is a four-door and a two- 
door sedan and a four-door and 
two-door hardtop in the Ranger 
series, and a four-door sedan, a 
pair of hardtops and a convertible 
in the Corsair line which corre- 
sponds to last year’s Pacer series. 
ca . = 


co Villager four-door wagons 
(six and nine-passenger) com- 
plete the ’59 list. 

The standard Edsel engine is a 
V-8, but Ranger and Villager buy- 
ers who want maximum economy 
may select a 145-horsepower six. 
The six is cheaper—$83.70 on 
Rangers or $96.50 on wagons. 

Ranger V-8s have a 292-cubic- 


| At a Dealer Preview— 


At an M-E-L dealer preview in Detroit, 


inch engine which develops 200 
horsepower and has a compres- 
sion ratio of 8.8 to 1, while Cor- 
sairs use a 332-cubic-inch power 
plant. Horsepower is 225 and com- 
pression ratio is 8.9 to 1, 

The six and the above V-8s are 








“A Burroughs Sensimatic cuts our accounting time 75%!” 


—says Harry A. Dalton, 
Secretary and Office Manager, 
Hyman Bros. Pontiac, Inc., 
Richmond, Va. 





Being one of the largest Pontiac dealers in Virginia, as 
well as operating one of the most successful used car lots 
in Richmond, means a lot of paperwork for Hyman Bros. 
With the rising volume of both new and used car sales, 
they realized their old manual method of accounting 
simply couldn’t come up with the facts fast enough. 
Here’s what they say about it: 


““We had to have a modern accounting system which 
could handle current operation effectively and still be 
able to take care of new business,” Mr. Dalton says. 


See our new film ““The Open 
Road.” No obligation! A new 
insight into Sensimatic sav- 
ings as told by auto dealers. 





“We installed a Burroughs Sensimatic Auto Dealer 
Accounting Machine, then developed our present 
accounting system around it. Now we can do any 
machine-adapted operation in one-fourth the time previ- 
ously needed to accomplish it by hand posting.”’ 


Mr. Dalton found that big time-and-money savings came 
with the Sensimatic’s fast handling of the monthly trial 
balance and financial statement. Now Hyman Bros. pre- 
pares them “‘in a matter of a few hours instead of several 
days.” As for journals—such as the parts and service sales 
journal—the Sensimatic posts them in even less than one- 
fourth the time previously taken. 


In fact, the Sensimatic handles all auto dealer accounting 
jobs automatically, with error-free smoothness and in 
keeping with approved methods. But, most important 
of all, it assures you a steady supply of current business 
figures, for use the instant you want them. 


For a demonstration, or for further information, phone 
our nearest branch office. Or write to Burroughs Cor- 
poration, Burroughs Division, Detroit 32, Michigan. 


Burroughs and Sensimatic—TM’s 





Burroughs Corporation 


DB -new pimensions | in electronics and data processing systems” 





7 | * * * 
| 
| 
| 





Benson Ford, left, and Mr. and Mrs. Duane 


B. Smith discussed prospects for 1959. Smith is an Edsel-Mercury dealer in Ashland, 
| O. The new Edsel went on display last week in dealer showrooms. 
. * + * 


> * 


Ford division engines, and regular 
fuel is recommended for all. Op- 
tional on all Edsels is a 303-horse- 
power unit that requires premium 
fuel. This engine displaces 361 
cubic inches, the same as the 
standard power plant in the ‘58 
Rangers and Pacers. 





ANUAL transmission is stand- 

ard on all models, and two 
automatics are available. Mile-O- 
Matic (Ford division’s Fordomatic) 
has 100 fewer parts than last year, 
and weight has been reduced 50 
pounds by greater use of aluminum. 


Select-O-Matic is designed for 
use with Edsel’s 361-cubic-inch 
engine. It has two drive ranges, 
and kickdown passing is pro- 
vided in either range. 


On the styling side, the cars re- 
tain the “Edsel look”—vertical air- 
|scoop grille and boxy hood and 
| deck—but many of the lines have 
been chariged to give a more com- 
pact appearance. Side trim differs 
from series to series. 


Dual headlights have been low- 
ered and placed in the grille, and 
the airscoop has been restyled by 
|a liberal use of bright metal to 
jharmonize with the horizontal 
sweep of the car. 
| Toned 
HE channel in the trunk lid has 

been retained, and the tail lights 

| have been lowered to give the car 
|a ground-hugging appearance. The 
|'59 tail lights and backup lights 
| are circular and are placed in a 
bright metal housing. 
| All models have a flatter roof and 
| new rear-door contours which per- 
mit easier entry and exit for rear- 
| Seat passengers. 
| The trunk interior is six feet 
| wide, and the spare tire has been 
moved forward to allow clear 
| stowage area. The exhaust system 
| is aluminum-clad to increase the 
| life of the components. 
| Several items which were extra- 
cost options on last year’s Rangers 
|have been made standard. They 
| include carpets, electric clock, dry- 
type air cleaner, oil filter, power 
booster windshield wipers and 
foam-rubber front-seat cushions. 

Self-adjusting brakes continue to 

be standard on all models. 
oe > > 

EGROOM has been increased 

two inches in both the front 
and rear seats. Wheelbase also is 
two inches greater, but the cars 
are 2% inches shorter from bumper 
to bumper than last year’s Rangers 
and Pacers: 

The ’59 models are built on a 
120-inch wheelbase and are 210.8 
inches long, 79.8 inches wide and 
56 inches high. 

Last year’s Rangers and Pacers 
had a wheelbase of 118 inches and 
were 213.2 inches long. The '58 Cor- 
sairs and Citations, which have 
been discontinued, were 219 inches 
long and wheelbase was 124 inches. 


Replacement Sales 


Set Mark, Says AC 


FLINT.—AC Spark Plug has re- 
ported record sales: of automotive 
replacement parts in the last 12 
months. 

E. H. Francois, general sales 
manager, said 1958 model sales were 
up 9.8 percent from the former high 
posted for the previous year, The 
model year covers the period from 
Oct, 1 through Sept. 30. 

Individual AC lines showing sales 
increases included spark plugs, oil 
filters, fuel pumps and air cleaners. 





Ducne 
hland, 


gular 
. Op- 
orse- 
ium 
s 361 
s the 
e '58 


tand- 
two 
ile-O- 
atic) 
year, 
d 50 
num. 
for 
inch 
ges, 
pro- 


Ss re- 
l air- 
and 
have 
com- 
iffers 


low- 
and 
d by 
al to 
ontal 


i has 
ights 
car 
The 


feet KBihke : al SCIENTIFICALLY SAFE 


lear 
tem 
the 


FOR NEW ACRYLIC FINISHES! 


Extensive laboratory tests have proven conclusively that Blue 
Coral is completely compatible with new acrylic finishes. More 
than this, a Blue Coral Treatment greatly enhances the beauty 
and brilliance of the original factory finish. Colors become 
richer, deeper and that sparkling showroom look lasts longer 
. « « every inch of the car is protected against the relentless 
ravages of road wear. Yes, for cars of yesterday, today and 
tomorrow there is no substitute for the scientifically proven 
Blue Coral Treatment. 


© —H.D.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Providence 

New-car sales numbered 783 in 
Providence during September, com- 
pared with 886 in August. 

By makes, sales were: Ford, 236; 
Chevrolet, 146; Plymouth, 76; Olds- 
mobile, 43; Rambler, 42; Cadillac, 
25; Pontiac, 25; Volkswagen, 22; 
Buick, 20; Chrysler, 11; Dodge, 11; 
Mercury, 11; DeSoto, 8; Edsel, 6; 
Studebaker, 5; Lincoln, 3; Imperial, 
2; Willys, 1, and miscellaneous, 90. 

September saw 67 new trucks re- 
tailed, compared with 59 a month 
earlier. 

By makes, registrations were: 
International, 22; Chevrolet, 13; 
Ford, 11; Volkswagen, 8; Dodge, 
3; Mack, 3; GMC, 2; Willys, 2; 
White, 1, and miscellaneous, 2.— 
(Thomas L, Forbes.) 

* > 


Vancouver, B. C. 
Dealers in the Vancouver (B. C.) 
area sold 14,926 new cars in the 
first nine months of 1958, compared 





with 16,037 in the corresponding 
1957 period. 

New-truck sales for the first nine 
months added up to 1,761, compared 
with 2,653 for the 1957 period. 

Foreign cars accounted for 41.4 
percent of the market in September, 
compared with 34.9 percent a month 
earlier. 

Top Ten sellers in September, in 
order, were: Chevrolet, Ford, Volks- 
wagen, English Ford, Pontiac, 
Vauxhall, Austin, Plymouth, Dodge, 
Buick and Meteor—(F. H. Fuller- 


ton.) 
= = 


= 
Memphis 
Memphis new-car dealers are 
wondering how to balance their 
supply of customers with new cars. 
They say dealers are faced with a 
shortage of new cars and customer 
impatience with dealers who can’t 


| promise delivery. 


C. W. Schulze, Memphis zone} 
manager for Oldsmobile, said his| 
dealers have received only one- 


third of their September-October 
quota. Buick dealers report less 
than half of their quota delivered 
and Chevrolet dealers say they have 
received less than 5 percent of their 
allotment. 

Memphis Ford dealers report 
about 50 percent of their quota has 
been delivered but American Mo- 
tors and Dodge dealers say they 
have been able to fill all orders. 
Plymouth dealers disagree on the 
number of new-car deliveries, but 
all say their supply is not sufficient. 


—(Ed White.) 
* * * 
Pittsburgh 


New-car registrations in the 
Pittsburgh area during the week 
ended Oct. 18, “decreased counter 
to the usual seasonal pattern,” ac- 
cording to the Bureau of Business 
Research of the University of Pitts- 
burgh. 

The bureau’s seasonally adjusted 
index of general business activity 
declined to 94.7 percent of the 1947- 








Chevrolet Introduces El Camino— 


Chevrolet's new El Camino combines passenger-car styling with pickup-truck utility. 
It will carry a 1,150-pound load in its 33.8-cubic-foot box. The cab has passenger-car 


appointments, a wrapover windshield and 


49 average during the week. It had 
been 93.7 percent a month earlier 
and 92.2 in the comparable August 
week. 

Steel-mill operations edged up to 
68.5 percent of practical capacity, 
a new high for 1958—(Leon M. 
Leffingwell.) 


* * * 


Baltimore 
A total of 1,467 new cars were 









¢ 


TIME BUSINESS 
iS PROFITABLE 
BUSINESS 


¢ 
Available to Dealers in CHEVROLET * PONTIAC * OLDSMOBILE * BUICK * CADILLAC new cars, and used cars of all makes 


@ wraparound rear window. 

sold in Baltimore in September, 
compared with 1,770 the previous 
month. 

Registrations by makes were: 
Chevrolet, 481; Ford, 282; Plym- 
outh, 153; Oldsmobile, 71; Dodge, 
58; Buick, 57; Rambler, 56; Pon- 
tiac, 50; Cadillac, 45; Chrysler, 
33; DeSoto, 26; Fiat, 22; Mercury, 
20; English Ford, 13; Triumph, 
12; Hillman, 11; Renault, 10; 
Volkswagen, 8; Studebaker, 6; 
Imperial, 5; Lincoln, 5; Edsel, 2, 
and miscellaneous, 41. 
New-truck registrations num- 
bered 179 in September, compared 
with 200 in the previous month. By 
makes, they were: Ford, 33; Inter- 
national, 30; Chevrolet, 27; GMC, 
20; Dodge, 9; Mack, 6; Willys, 6; 
Brockway, 4; Reo, 1; White, 1, and 
miscellaneous, 42.—(Kate Savage.) 


Warehouse Men 
Convene Today 


In Kansas City 


KANSAS CITY.—The 11th annual 
convention of the Automotive 
Warehouse Distributors Assn. will 
open today (Nov. 3) at the Muehle- 
bach Hotel. About 400 distributors 
and manufacturers are expected to 
|}attend the three-day sessions. 

A meeting of the association's 
board of governors was held yes- 
terday (Nov. 2), with chairman Don 
H. Hanson, Edelman Co., Chicago, 
presiding. 

Meeting at the same time were 
the manufacturer’s advisory coun- 
cil, with Walter Devine, vice-pres- 
ident of Lenk, Inc. Boston, as 
| chairman. Jack F. Whitaker, Whit- 
aker Cable Corp., Kansas City, is 
| co-chairman. 
| The first sessions today will be 
|separate meetings of distributors 
|and manufacturers with a joint 

luncheon. After the luncheon, Whit- 
aker will preside over a panel dis- 
cussion on these subjects: 

“Are Sales Analysis Worth- 
| while?”; “Catalog Requirements 
|and Distribution”; “Distribution of 
| Promotion Material and Display 
|\Racks” and “Responsibility of 
| Holding Sales Meetings With Job- 
bers.” 
| The distributors’ meeting will in- 
clude a report on the activities of 
the Federal Trade Commission in 
the automotive industry by Robert 
S. Weber, Milwaukee, AWDA coun- 
sel. 

Principal speaker at the manu- 
facturers’ meeting will be Harold 
T. Halfpenny, legal counsel for 
the National Standard Parts Assn. 

A reception and cocktail party 
are scheduled tomorrow (Nov. 4). 

The remainder of the convention 
time will be spent in group and 
private conferences between manu- 
facturers and distributors. 








A program for the wives includes 
a visit with former President Harry 
S. Truman and a tour of his library 
today. 


2 Virginia Counties Up 
Vehicle License Taxes 


RICHMOND, Va.—Supervisors in 
Amelia and New Kent counties 
have improved increases in their 
motor vehicle license taxes to $10 
for each auto and truck. A public 
hearing on the Amelia boost is 
scheduled Jan. 12. 

The current Amelia levy is $5 
for autos and $7.50 for trucks. New 
Kent has been charging $7 for @ 
truck license and $5 for cars. The 
New Kent increase is effective Apr. 
1. No date has been set for the 
Amelia boost. 
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AUTOMOTIVE WASHINGTON 


Research Men Dig Up 


Facts on Excise ‘T'ax 


By William Ullman 


Washington Bureau Chief | 


N PREPARATION for the coming battle over automotive | 


| ploying 21 persons and to a Georgia 
| dealer employing 32 persons. 
Loans of $60,000 each went to 

a New Mexico auto dealership 
with 27 employes and an Ala- 
bama deal with only 15 employes. 

| A Florida dealership with just 

| eight employes borrowed $50,000. 

| Banks participated in all but two 

|of the loans to dealers. 

| SBA also has reported that Gov- 

|ernment purchases valued at more 

| than $177 million were set aside for 

exclusive award to small business 

during the first three months of 





| 
| 
| 
} 
| 


excise taxes, NADA’s researeh department has dug | fiscal 1959. 


through its attic and brought to light some all-but-forgotten | 
facts about the 41-year-old levy on cars and trucks. The tax | 
on parts and accessories is only 39 years old. The 1917 


j S 
Congress, jumpy from a bad here that an old tax is a good tax 


case of war nerves, over- 
looked this source of Federal 


gravy when it voted for the car-| 
and-truck levy. Parts, along with| 
tubes and tires, didn’t get taxed) 
until 1919. 

Here are a few of the facts un-| 
earthed by NADA researchers: 

1. The first big threat of a 10 per-| 
cent excise on passenger cars came | 
as early as 1920, when Secretary of | 
the Treasury David F. Houston) 
suggested doubling the 5 percent 
rate. NADA representatives suc-| 
cessfully fought} 
the plan before | 
the National In-| 
dustrial Confer-| 
ence. } 

2. The industry | 
enjoyed one brief | 
respite from the| 
tax. Taxes on 
trucks were re- 
pealed for six 
years, between 
1926 and 1932.) 

William Uliman Taxes on passen- | 
ger cars were off between 1928 and | 
1932. 

3. Things might have been much | 
worse. In June, 1941, OPA Admin-| 
istrator Leon Henderson recom- | 
mended that auto excise taxes be 
boosted to 20 or 25 percent. Hender- 
son drew support from Marriner 
Eccles, then chairman of the Fed-| 
eral Reserve Board. NADA fought 
for a tax of no more than 7 per- 
cent—and got it. 

4. During the Korean crisis, the | 
Government started singing the 
20 percent tune again. The indus- 
try squawked, and Congress | 
raised the taxes to 10 percent | 
on cars and 8 percent on trucks, 
buses, parts and accesseries. 

5. Congressmen, as well as the 
public, kept referring to the auto) 
excises as “luxury taxes” for many 
years after the expression became 
absurd. It was not until recent 
years that the myth was exploded 
once and for all, when the late 
Senator Robert A. Taft stated that 
excises were not limited, as com- 
monly believed, to luxuries. 

He added that they were not 
temporary, either. After decades 
of experience with the levy, the in- 
dustry was inclined to agree with 
Taft. 

NADA is of the opinion that the 
tax loss to the Government result- 
ing from repeal of the excises 
would be partially offset by the 
boost it would give the economy. 
Association analysis figure that a) 
reduction of $100 in car prices 
should result in a 400,000-unit sales 
increase. But NADA admits that) 
‘it’s going to take a lot of work 
to turn a trend in the opposite di-| 
rection.” 








* > . 


No Tax Change Due 
[}=2PITE proposals for flat man- 
ufacturers’ excise taxes by 
Vice-President Richard Nixon and 
retiring Secretary of Commerce 
Sinclair Weeks, Treasury Depart- 
ment aides say that the Administra- 
tion will not ask Congress for such 
taxes in the 1960 budget message. 
Treasury officials do not try to 
defend present patchwork excise 
rates as logical; they know that 

a system which taxes clothes 
driers and not washers, for ex- 
ample, is indefensible. 

On the other hand, they fear that 
& single-rate excise tax on all man- 
ufactured goods will be identified 
@8 a sales tax. Labor and other 
groups oppose sales taxes as regres- 
sive, pointing out that they sock 
all consumers and relieve upper 
bracket taxpayers of some of their 
burden. 

As one Treasury official put it: 
“There’s a venerable maxim around 





SBA Administrator Wendell B. 
Barnes said that proposed prime 
|contracts numbering 4,629 valued 
|} at $177,239,093 were earmarked — 
| representing a 44.3 percent increase 
|in procurements set aside for small 
|firms over the like period of last 
| year. 
SBA Loans Continue Rise 

MALL BUSINESS ADMINIS-| Patriotic and Practical 

TRATION loan approvals con- HE red, white and blue color 
tinue ahead of last year’s rate, with | scheme on trucks of the Postal 





and a new tax is a bad tax.” 


* * > 
* > + 


$17.4 million, compared with 271) otic, according to the Postoffice De- 
loans for $13.3 million in September | partment. 
a year ago. | The white top provides greater 
Twelve new-car dealers were in-/| reflection of the sun and less dis- 
cluded in the current batch of ap-| comfort for the driver in hot 
provals, and several of the loans| weather. The middle is of red, re- 
were big ones. Loans of $100,000/ flectorized tape, which provides 
each went to a Texas dealer em-/| greater safety. The bottom is blue, 


Sell it to the 
P.A.G. 






... the market that’s 
eager to buy! 


comprise the “SPENDING POWER” a 


This vast consumer market looks to P. A. G. publications for 


aid in selecting their new cars. 


What’s more, P. A.G.’s “spending power” audience extends 


beyond its own sales potential. These 4,000,000 car 


enthusiasts are pacesetters among their acquaintances. 
They talk about their cars... informed talk that influences 


other prospective new car buyers. 
Get the facts now on the influential Big Three of the 


PETERSEN AUTOMOTIVE GROUP: Hod Rod, Motor Life, 
Motor Trend. Sell it by telling it to P. A.G. readers— first. 


ABC circulation: 1,146,000 “World's Largest Automotive Consumer Audience” 
“Readership: 4,000,000 2-CAR families: 48.3% (totest Bennett-Choiken Survey! 


PETERSEN PUBLISHING COMPANY 
5959 HOLLYWOOD BLVD., LOS ANGELES 28, CALIF. * HOllywood 2-3261 
DETROIT: 738 Book Building, Detroit 26, Michigan - WOodward 3-8245 


4,000,000 Petersen Automotive Group readers 


which shows road tars and grease 
less. 

The Department adds that the 
white top is highly visible at night, 
too, providing still another safety 
factor. 

The practical Postoffice was rec- 
ognized last month by a national 
trucking magazine, which named it 
winner in the Government category 
for having the best color design for 
its vehicle fleet. 

= 


* * 
Ike Against Credit Curbs 


RESIDENT EISENHOWER has 
ruled out the idea of consumer 
credit curbs on autos and other 
|consumer durables. 

The President said that gains 
in factory earnings have more 
than offset higher prices since 
| February, adding that the nation 
must preserve this stability in the 
| value of the dollar without re- 
| course to stifling controls. 
| In effect, President Eisenhower 
| Was answering a recent address of 
|C. Canby Balderston, vice-chairman 





| 395 September approvals totalling | Service is practical as well as patri-|°f the Federal Reserve Board, in 


| which he said that it might be de- 
| sirable in the future to impose con- 


off boom and bust cycles. 
* + > 


Auto Exports Aid Allies 


i bp American appetite for for- 
eign cars has kept the export 
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record of France and the United 
Kingdom from looking very bad in- 
deed. The Department of Commerce 
reports that the “still rising high 
rate of exports to the United States 
of automobiles, aircraft and air- 
craft engines sustained overall 
U. K. exports in the first half of 
the year.” 

Otherwise, said Commerce, Brit- 
ish exports would have dropped 
sharply. 

In France, the Commerce Depart- 
ment points out that “certain 
takings of the United States, par- 
ticularly iron and steel, showed 
considerable decline, but these were 
compensated for by increased pur- 
chases of motor vehicles.” 

> > * 


Road Federation Honored 


HE International Road Federa- 
tion, with offices in Washington, 
London, and Paris, has been 
awarded the Christopher Columbus 
International Prize for Communica- 
tions. 
The award, along with a cash 
prize of $8,000, is given annually by 
the city and county of Genoa, Italy, 


to r 0 that h 
sumer credit controls to help ward | een ee oe eee 


a major contribution to improving 
communications or shortening dis- 
tances. 

Last year’s recipient was Vice- 
Admiral Hyman Rickover, “father” 
of the first atomic submarine. 











New El Camino 





Best yet of the best sellers... |r 


CHEVROLET! 











Chevrolet’s *59 truck fleet rolls into 
dealers’ showrooms with new might, 
new models and new money-saving 
power! Leading the lineup is the new 
El Camino—combining the beautiful 
style of a *59 Chevrolet passenger car 
with the cargo capacity of a pickup. 
There’s also new brawn in the truck 
body-chassis design. More economy 
and efficiency in Chevy’s V8 and 6- 
cylinder truck engines. And with these 
new developments go the proved ad- 
vantages that have made Chevrolet 
America’s No. 1 truck year after year. 
Here are the best yet of the best sellers 
—ready to help Chevrolet dealers roll 
up another record year in truck sales. 
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. |ready to lead again in ‘59! 


TASK: FORCE 59 


Ways to save in every weight class! There are 12 eager-to-please 
pickups to choose from—a variety of handy Stepside models along 
with the sharpest pickups on the road, Chevy’s full-width Fleet- 
sides. The lineup also includes spacious Step-Vans complete with 
8-, 10- and 12-foot bodies. Four-wheel drive pickups, panels, stakes, 
suburban carryall and cab-and-chassis models. Medium-duty jobs 
with a cab-to-axle dimension specially designed for trailer applica- 
tion. Series 50H and 60H middleweights outfitted to handle heavier 
loads at lower cost. Compact, easier handling L.C.F.’s. And a wide 
choice of heavy-duty haulers, including tougher-than-ever top- 
tonnage tandems. 


at 


An even thriftier Thriftmaster 6! Standard in all Series 30 and 40 
models, the new high-performance Thriftmaster steps lively, yet 
cuts cost corners even closer than the famous Chevy 6’s of the past. 


New V8 advances! Chevy’s new Workmaster Special V8 puts more 
pulling power in Series 70 and 80 heavyweights. It’s available with 
fully automatic Powermatic or new close-ratio 5-speed Synchro- 
Mesh transmission as extra-cost options. 


New muscle throughout the line! Bigger brakes assure safer stopping 
in all Series 31 and 32 light-duty models. New Positraction rear 
axle, offered as an extra-cost option on these same models, delivers 
surer footed traction. Greater structural durability has been built 
into Chevrolet cabs. Tandem axles offer more spring capacity, 
greater load support. 


The best sellers are better than ever! With all these advances— 
plus the proved economy and dependability that have made Chevy 
America’s most popular truck—Task-Force 59 offers models cut 
out to cut any job down to size. And that means a bigger-than-ever 
slice of the truck market is waiting for Chevrolet dealers! .. . 
Chevrolet Division of General Motors, Detroit 2, Michigan. 














TBEA Considers ' 


Formation of Four} 


Specialized Units 


. Divisions Patterned 
On Group Set Up in 
Dump Truck Field 


—— Truck Body and Equipment 
Assn. is considering the forma- 
tion of four more units for mem- 
bers who are interested in special- 
ized markets. 

Fearson Meeks, TBEA president, 
discussed the project at the recent 
association convention in Atlantic 
City. The project follows the suc- 
cessful formation of an organiza- 
tion for manufacturers of dump 
bodies and hoists. 

These new divisions, all of 
which will operate within the 
framework of the TBEA, will be 
composed of manufacturers of 
refrigeration and insulation, 
school bus body makers, suppliers 
of materials used in construction 
of truck bodies and makers of 
truck-body kits. 

It is felt, and has been exempli- 
fied in the things accomplished by 
the hoist and dump body group, 
that these industry divisions may 
establish, develop and carry on 
legal and proper programs and 
activities in keeping with their 
needs and best interests. 

They can discuss as a group 
problems peculiar to their own op- 
erations and which many times are 
not of particular interest to the 
TBEA membership as a whole. 


T THE same time, Meeks an- 
nounced that membership in 
TBEA has increased to a record 
384, a net increase of 45 from a 
year ago. Twenty-nine new mem- 
bers joined the association during 
the convention and a number of 
other prospective members took ap- 
plication blanks back to their man- 
agements. 
Another record was set in the 
number and diversification of the 
displays that have been 
a feature of the convention for 
@ number of years. Exhibits of 
truck bodies, special truck equip- 
ment, materials and other com- 
ponents came from 22 states. 
Growth of refrigeration in the 
truck industry was exemplified by 
(Continued on Page 21, Col. 1) 
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Ford's New Tilt-Cab Tandem 
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TBEA Elects Officers— 


Walter A. Carlson, left, sales manager, body and hoist division, Heil Co., Milwaukee, 
was elected president of the Truck Body and Equipment Assn., Inc., at the group's 
annual convention-exhibit in Atlantic City. Other officers elected, from left, included 
Franklin B. Platt, president, Platt, Inc., Chicago, first vice-president; Robert Hunter, 
president, Hunter Mfg. Co., Solon, O., third vice-president, and Paul R. Hafer, pres- 
ident, Boyertown Auto Body Works, Inc., Boyertown, Pa., secretary-treasurer. E. S. 
Grumbache, general manager, Midwest Body Co., second vice-president, is not shown. 









IH Joins Industry 


| In Bid to Facilitate 


Heavy-Duty Sales 


4 ty reas manufacturers during the past few years have 
been making changes in their distributing organizations 
to provide retail outlets with better availability and more 
truck-sales ability. 

All have experienced the problems of educating retail 
truck salesmen and dealers¢—— ae = 
on what constitutes good| better service to our customers 
truck selling. everywhere in the U. S.,” Pierson 

Not only are they confronted said, “through improved efficiency 
with a “heavier-than-should-be”| °f distribution from Fort Wayne 
turnover of truck salesmen, partic- pe and ee by our 
ularly in dealerships that rely oe and through greater flex- 
mainly on salesmen who sell both| #ility in providing, from inven- 


assenger cars and trucks, but they| Fy, trucks equipped as needed 
cave deena that dealers trying to| #84 when needed. A complete in- 
hold a customer often resort to} Vemtory of the fastest-moving 
ruinous price concessions when International built at Fort Wayne 
they don’t have in stock the desired (Continued on Page 24, Col. 1) 
size and type of truck. 

International Harvester, in an 
effort to “tailor” standard heavy- 
duty trucks to meet customer needs 





GMC Tractors Featuring 
Light Weight Plus Safety 


pecerenas. —aaee has developed 
two new highway tractor 
models which the division said are 
the lightest and safest in their 
field. 


The trucks, now in their final 
test period before production, 
utilize stabilized air ride, inde- 
pendent front-wheel suspension, 
fabricated frames and aluminum 
tilt-cabs to achieve light weight 
and safety, according to Philip 
J. Monaghan, general manager. 


Both units are 48 inches from 
bumper to back of cab and their 
aluminum construction is made pos- 
sible by using a new type of air 
suspension to absorb the road pun- 
ishment previously taken by steel 
cabs. 


Their ready-for-the-road weights 
are so low that truck operators will 
be able to carry from 699 to 2,097 


Ford's new tilt-cab tandem models are said to combine the serviceability advantages 


of the tilt cab with the features of the tandem axle and chassis. 


Seven new Ford 


tilt-cab tendems are available on special order in gross vehicle weights from 37,000 
to 51,000 pounds, and with gross combination weight ratings up to 75,000 pounds. 
This unit has the tondem axle and eight tires which prevent it from bogging down 
in mud or sand. (Story on Ford's new truck models appeared in the Oct. 27 issve 
of Automotive News.) 


pounds more payload, Monaghan 
said. 
= * . 


quickly and cut the delay between 
ordering and delivery, has opened 
a truck-processing center in Fort 
Wayne, Ind. It will be in addition 
to the four “transfer points” that 
have been in operation for some 
time and which do some modifica- 
tion in the field. i 
> = 


Fast Delivery Assured 


new processing center will 


MC GAVE this information on I offer an improved customer and 


the new models: 

Important safe driving advan- 
tages are inherent in the independ- 
ent front-wheel suspension, which 
departs from the conventional front 
axle with leaf springs. 

(Continued on Page 22, Col, 1) 


dealer service through fast delivery 
and modification of International 
heavy-duty models which fit a large 
majority of job applications, ac- 
cording to L. W. Pierson, IH truck- 


Ease of/| sales manager. 


“This new facility will mean 


At Miami Beach Nov. 16-21 ... 





ATA to Mark 25th Year 


T= American Trucking Assns’ 
25 years of service to the truck- 
ing industry will be marked at the 
annual convention Nov. 16-21 at the 
Fountainbleau Hotel in Miami 
Beach. 

Chairman Warren Magnuson of 
the Senate Interstate Commerce 
Committee and Interstate Com- 
merce Committee Chairman 
Howard Freas will head the list 
of speakers. 

A series of entertainment events 
are scheduled along with the bus- 
iness sessions for the hundreds of 
delegates expected at the first con- 
vention ATA ever has held in 
Florida. 

The program will open Nov. 16 
with an ATA executive committee 
meeting, followed by a dinner hon- 
oring presidents of ATA’s affiliated 
state associations. 

7” * a 


Roadeo Ends Nov. 16 

Nov. 16 also will be the closing 
day for the National Truck Roadeo. 
Finalists in the three-day annual 
competition will be chosen at the 
Miami Beach Exhibition Hall. 

A meeting of the Committee of 
100 will open the Nov. 17 session, 
followed by meetings of affiliated 
ATA conferences; A highlight of 
the day will be the annual Inter- 
national Harvester Co. luncheon. 

Other highlights of the five-day 

meeting will be a Fruehauf Trailer 
Co. breakfast for state association 
managers, the ATA general lunch- 
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eon and the GMC evening, all on 
Nov. 18. 

The ATA executive committee 
will meet again Nov. 19 and dele- 
gates will attend a luncheon hosted 
by Goodyear Tire & Rubber Co. 

The ATA directors who will hold 
their annual meeting Nov. 20, will 
consider new bylaws and hear re- 
ports from Guy W. Rutland jr., 
ATA president, and Neil J. Curry, 
executive committee chairman. 

” * * 
ALTER F. CAREY, chairman 
of the ATA Foundation, will 
report on the Foundation progress 
= an ATA general luncheon Nov. 

The evening program Nov. 20 will 
be highlighted by the annual ATA 
banquet, preceded by a cocktail 
party given by White Motor Co. 

The closing day’s session will be 
devoted to meeting of the directors 
and the ATA executive committee. 

* = *” 


Private Truck Council 
Meets in Chicago Jan. 29 


CHICAGO.—The 20th annual 
convention of the Private Truck 
Council of America, Inc., will be 
held at the Sherman Hotel Jan. 29- 


(Continued on Page 24, Col. 5) 
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Truckin’ 


ary the trucking busi- 
ness is beginning to feel the 
same pinch that has plagued the 
service industry for years—the lack 
of young fellows coming into the 
industry. 

At the request of the Regular 
Common Carrier Conference of 
the American Trucking Assns., 
representatives of the AMA, other 
transportation groups and a small 
group of educators were invited 
to Washington Oct. 14 to explore 
a twofold problem of how to draw 
more young people into occupa- 
tions closely allied with trans- 
portation and to develop in these 
young people the competencies 
that will help make them safe 
and productive workers. 

The service business has been 
working on this problem for nearly 
a decade with only moderate suc- 
cess, and it begins to look as if 


Truck Auctions on Page 48. 








the entire automotive industry had 
better make up its mind that this 
is a major problem and face it in 
a big way. 

Meeting with the Common Car- 
riers was a fairly representative 
cross section of educators, from 
school superintendents to driver- 
education teachers; people from the 
U. S. Office of Education, National! 
Education Assn. AMA, NADA 
and other interested groups. 

mn 4 7 


Information Inadequate 
HEY found that the needs of 
young people were not being 
met by information now availabic 
at the high school counsellor’s level 
and that there is very little to 
give the potential driver, mechanic 
or technician. They found that 
what was available was of the 
catalog type and not written in the 
language the teen-ager could under- 
stand. 
It also was found that there 
is a great need for a “package” 
(Continued on Page 26, Col. 1) 
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Like Dump-Body Group... 


TBEA Considers Special Units 


(Continued from Page 20) 
geven exhibits from that industry 


alone. 
+ = + 


U. S. Sets Up Office 


Federal Government gave 


recognition to the importance in | 


the national economy of truck 
bodies, special truck equipment, 
components and materials that go 
into truck body construction and 
operation by setting up an office 
of the Small Business Administra- 
tion at the convention. 

Qualified executives gave free 
“on-the-spot” counsel to TBEA 
members regarding loans for plant 
expansion, procurement programs, 
management, cost analysis and 
other problems. 


Procurement and purchasing 
officials, representing many Fed- 
eral government, state and mu- 
nicipal agencies viewed the ex- 
hibits, as did many operators of 
truck fleets. 

Walter A. Carison, sales manager 
of the body and hoist division of 
Heil Co., Milwaukee, was elected 
president of TBEA. Carlson will 
take office Dec. 1. 


* > * 


THER officers elected included 

Franklin B. Platt, president of 
Platt, Inc., Chicago, first vice-pres- 
ident; ES. Grumbache, general 
manager of Midwest Body Co., 
Paris, Ill., second vice-president; 
Robert H. Hunter, president of 
Hunter Mfg. Co., Solon, O., third 
vice-president; Paul R. Hafer, pres- 
ident of Boyertown Auto Body 
Works, Inc., Boyertown, Pa., sec- 
retary-treasurer, and Arthur H. 
Nuesse, executive manager. 

New directors elected for three- 
year terms included W. H. Mur- 
phy of Murphy Body Works, 
Wilson, N. C.; L G. Brown of 
Diveo-Wayne Corp., Richmond, 
Ind.; A. H. Barkow of H. Barkow 
Co., Milwaukee; Mark Anthony of 
H. A. Watson Co., Emerysville, 
Calif.; Frank Bornmann of Bink- 
ley Mfg. Co., Warrenton, Mo.; 
Robert H. Hunter of Hunter Mfg. 
Co.. Solon, O.; J. M. Nordstrom 
of Eberhard Mfg. Co., Cleveland; 
T. C. Stringfellow of W. T. 
Stringfellow Co., Nashville, and 
William C. Black of Adam Black 
& Sons, Jersey City. 

New directors elected for two- 
year terms were Charles S. Foutche 
of Baker Equipment Mfg. Co. 
Charleston, W. Va.. and John W. 
Turnage of Ateco Equipment Co., 
Pittsburgh. 

New directors elected for one- 
year terms were H. H. Hippler of 
Gar Wood Industries, Inc., Wayne, 
Mich., and Paul R. Hafer of Boyer- 
town Auto Body Works, Inc., Boyer- 
town, Pa. 

Continuing to serve as directors 
to complete unexpired terms are: 
Fred S. Glasier, Glasier Truck 
Bodies, Inc., Newark, N. J.; George 
E. Houghton, Metropolitan Body 
Co., Bridgeport, Conn.; Henry S. 
Maday, Maday Body and Equip- 
ment Corp., Buffalo; Fearson S. 
Meeks, S. J. Meeks’ Son, Washing- 
ton; E. E. Miller, DeKalb Com- 
mercial Body Corp., DaKalb, IL; 
Sam Morrison, Morrison Steel 
Products, Inc., Buffalo; James A. 
Rohan, McCabe-Powers Auto Body 
Co., St. Louis; John H. Shields, 
Superior Coach Corp., Lima, O.; 
G. W. Way. Hughes-Keenan Corp., 
Delaware, O. 

Optimism for a continued upturn 
in truck sales and a corresponding 
increase in truck bodies and many 
types of special truck equipment 
Was expressed by speakers at the 
convention. 

- * * 


Truck Sales Gain Seen 
P. SATTLER, Chevrolet as- 

* sistant general sales manager, 
Predicted that 875,000 new trucks 
will be registered in the domestic 
market in 1959, an increase of about 
16 percent over forecast 1958 
Tegistrations and 2 percent over 
1957 registrations. 

He pointed to many things 
which will help increase sales of 
trucks, special truck bodies and 
special truck equipment, in the 
years to come. They include the 
mounting highway program, the 
mass population exodus to the 
suburbs, the rapid increase in 
population, the continued gain in 





national products and mounting 
family incomes. 

Changes in distribution are cre- 
ating additional uses for special 
truck bodies, the speaker said. He 
gave, as one example, the increased 
use of refrigerated trucks for de- 





8 Dealers in Five States 
Appointed by Diamond T 

CHICAGO.—Diamond T. has an- 
nounced the appointment of eight 
more dealers in five states. They 
are: 

Mercantile Properties, Inc., Oak- 
land, Calif.; Diamond T Walker 
Truck Co., Pecos, Tex.; Federal 
Truck Co. of N. J., Newark, N. J.; 
Krut’s Garage, Brighton, Pa.; Gas- 
ser Motors, Inc., Napa, Calif.; Dia- 
mond T Odessa Truck Co., Odessa, 
Tex.; Hanover Truck Center, Inc., 
Allentown, Pa., and Gassis & Janey 
Truck Service, Cedar Rapids, Ia. 


































A CSIE TCR LI: 


MARE 
Standard ! 


livery of many types of frozen 
foods. 

Even deliveries of baked goods 
require specialized- delivery equip- 
ment, Sattler said, in pointing out 
that within the last three years his 
company has increased its truck 
models by 85 percent to meet these 
specialization needs. 


* x > 


D* HERRELL DEGRAFF, pro- 
fessor of economics of Cornell 
University, gave the convention a 
bright picture of the future eco- 
nomic outlook. 

The economist said that an amaz- 
ing business upturn has occurred 
since the low point in April and, 
at the time of the convention, in- 
dustrial production had recovered 
about three-fourths of the recession 
decline. 

He attributed the expected fu- 
ture economic gains to increased 
consumer spending, increases in 
home construction, the huge high- 
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New York Thruway Kills 


Extra Fees for Big Rigs 

ALBAN Y.—The New York 
State Thruway Authority has 
eliminated the extra mileage fees 
charged the operators of over- 
sized vehicles. Such trucks still 
must obtain a special hauling 
permit. 

The fees which were eliminated 
were one cent a mile for each 
foot or fraction thereof for over- 
length and two cents a mile for 
each foot or fraction thereof for 
overwidth or overheight. 





way program, government spend- 
ing and the favorable outlook in 
the automotive industry. 


“Merchandising Modern Mater- 
ials” was the subject of the first 
panel discussion. The case for steel 
was stated by Harold E. Matson 
of U. S: Steel Corp., aluminum was 
represented by E. P. White of Alu- 
minum Co. of America, plastics 
were represented by Thomas L. 
Carver of Libbey-Owens-Ford Glass 
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Fibres and magnesium was repre- 
sented by Harry E. Swayze of the 
magnesium division of Dow Chem- 
ical Co. 


Talk on Accounting 


TALK on “Profit from Proper 

Accounting Practices and Pro- 
cedures” was given by Arthur 
Hamer, president of Arthur Hamer 
& Co., certified public accountants 
of Chicago. He discussed costs, the 
relation of volume to profit and 
other accounting problems of inter- 
est to TBEA members. 


A, F. Collins, distributor and 
sales management consultant of 
Cincinnati, concluded the panel 
discussions by moderating a pro- 
gram on “Modern Merchandising 
Methods and Procedures.” 
Schedules and controls, forms and 

records, compensation and incen- 
tives and training of salesmen were 
some of the subjects discussed. He 
urged body and equipment manu- 
facturers and distributors to quote 
only one price to all dealers to help 
hold the confidence of the retail 
buyer. 


Timken-Detroit Heavy-Duty Tandems 
Are First Choice With 
Big Off-Highway Operators! 


These superior features make the difference: 


“Cradle Ride” Suspension. Free ends of long, resilient springs 
float in axle spring guide brackets. This permits axles to articu- 
late freely, compensating for road irregularities. Floating 
springs cradle the vehicle, materially reducing road shock and 
eliminating source of vehicle flutter. The load is more stable... 
driving is easier, more restful, safer. 

Hypoid Gears. Larger pinions and greater tooth contact give 
30% more torque capacity, top efficiency and long life . . . plus 
lower maintenance costs. 

Driver Controlled Inter-Axle Differential. Torque is divided 
equally between axles, yet wheels of one axle can turn faster or 
slower than wheels of other axle. This means both axles are 
always doing equal amounts of work. Driving parts and tires 
last longer. 

Hot Forged Rectangular-Shaped Axle Housings. Rectangular 
shape, combined with full strength corner sections, provides the 
greatest strength with minimum weight and size. Welded-on 
bowl cover prevents leakage. 

Torsion Flow Axle Shafts. More splines, plus greater root and 
body diameter, add extra strength. 

Straight-Line Through Drive. Straight through drive eliminates 
all prop shaft angularity. Bearing and gear life is materially 
increased. Maintenance costs are reduced. 


TIMKEN 
Ae 





WORLD’S LARGEST 
MANUFACTURER OF AXLES FOR. 
TRUCKS, BUSES AND TRAILERS - a 






Products of ROCKWELL STANDARD ‘Corporation 
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2 Models Developed + 6% 
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GMC Tractors Offer 
Light Weight, Safety 


(Continued from Page 20) 


steering, handling and ride reduce 


inch front-axle placement is 


driver fatigue, keeping him alert! adaptable to many loads ranging 


for any situation. 

Model DLR-8000, with front 
axle set back 50 inches, was de- 
signed to haul a maximum of 
60,000 pounds gross combination 
weight (tractor, trailer and load) 
while the DFR-8000 with its 28- 





Trout Quits Sales Post 


With Henney Motor 


CANASTOTA, N. Y.—Charles W. 
Trout has resigned as director of 
sales for Henney Motor Co., manu- 
facturer of Oneida school bus 
bodies. 

Trout had been connected with 
Henney since 1952 when the bus- 
body company was purchased from 
Oneida, Ltd. 


up to 76,000 pounds GCW. 

The DLR-8000 weighs 9,987 
pounds including fifth wheel, 100 
gallons of fuel and the driver and 
its companion model will be even 
lighter although final weight has 
not yet been determined. 

The former goes into production 
next month while the latter will be 
on the assembly lines sometime 
after the first of next year. 

* = * 


Diesel Power Used 


ype GMCs are powered by the 
two-cycle diesel engines now 
used in GMC D860 models. 

A new type frame design pro- 
vides weight savings up to 300 
pounds over the _ conventional 


pressed-channel construction. The 





New GMC Tractor— 

This new GMC highway tractor model DLR-8000, has an aluminum tilt-cab which 
measures 48 inches from bumper to back of cab. New engineering features are inde- 
pendent front-wheel suspension, stabilized air ride and fabricated frames. 


* * * 


frame, of deep welded I-beam con-| tensile steel and welded construc- 
struction, utilizing 3/16-inch top| tion make them stronger and more 


flanges continuously welded to light | rigid. 


steel webs, provides sufficient 
strength and rigidity so that, even 
with fluid loads, additional frame 
reinforcements are not necessary. 

Although the fabricated frames 
weigh only half as much as the 
channel type, their SAE 950 high- 







icks when 


Your chassis ... 


customer 


More pay load. 


PF PPP = 


Air-suspension systems for both 
front and rear have been rede- 
signed into a single convolution 


type of air cylinder, eliminating | 


the need for an additional air 
reservoir such as previously pro- 
vided by a tubular axle. The 


you sell 


more profit 
‘prot 


you sell Henfection 
ALUMINUM BODIES 


with a Perfection ALUMINUM body and 
precision manufactured Telescopic Hoist .. . 


offers your 


Proper weight distribution. 
Reduced fuel consumption. 
Improved running time. 
Less maintenance. 


Larger re-sale value. 


Penfection has more experience with ALUMINUM. 
More sales help. Dependable local distributor service. 


All these services are yours through Perfection’s national distributor 


Ask your distributor 
to show Perfection's 
“How To Sell” Films. 





organization: 


Engineering service. 

A complete line of allied equipment. 
Detailed operator manuals. 
Experienced maintenance service. 


PY Pens 


Training for your salesmen to sell special truck equipment. 


In-stock service on parts and standard units. 





front suspension is rated at 11,- 
000 pounds. 

GMC’s new tilt-cab allows tilting 
of the cab forward manually be- 
cause the cab weight is counterbal. 
anced by torsion-bar-type springs. 
All sheet metal and attachments 
are an integral part of the cab and 
are designed to tilt with the cab as 
a unit, permitting unobstructed 
access to the engine and controls 


for service and maintenance. 
+ = + 


Reinforced Aluminum 
———E is used throughout 
the cab framing, heavily rein- 
forced pressed floor, welded and 
riveted exterior roof and back 
panels and door assemblies. Fur- 
ther weight savings are obtained 
through use of fiber glass fenders, 
head lamp panels and lattice type 
grille. 
The interior of the roof, back and 
rear corners are lined with carpet 
grain closed cell sponge rubber for 
maximum sound deadening and in- 9 
sulation. To further increase driver 
comfort, two large fresh air ven- 
tilators, manually controlled, are 
located at foot level in the front = 
of the cab. : 
For operations requiring a 
sleeper cab, an option is available 
to provide an all-aluminum 
| sleeper compartment attached to 
| the back of the cab. With the 
sleeper, overall length from 
| bumper to back of cab increases 
| from 48 to 72 inches. 
The overall design and fifth wheel 
location are such, however, that 
front and rear axle loadings are 7 
virtually unaffected by the addition 
of the sleeper. 
| For the DLR-8000, a new 18,000- 

pound spiral bevel two-speed rear 
jaxle and a five-speed overdrive 
| transmission is available. 





| Sway Is Stopped— 


Redivs rods over the rear axle on 
GMC's new model DLR-8000 highway trac- 
oe stop lateral sway, giving the new air- 
| ride suspension the required stability, the 
| division said. 





om ete 9 linet a LL an, 


Save on Weight— 


GMC does away with the heavy front 
axle in its new model DLR-8000, using in- 
dependent front wheel suspension which 
saves on weight and gives much better 
driver control, while taking a loading of 
11,000 pounds, the division said. Stabi- 
lized air ride, with a new convolute type 
of air cylinder, is standard on the new 
model and permits a design that brings 
its ready-for-the-road weight down to 
9,987 pounds, according to GMC, 


IH Expands Fargo Office; 
Closes 2 District Points 


FARGO, N. D.— International 
Harvester Co. announced that it is 
closing its district offices in Grand 
Forks, N. D., and St. Cloud, Minn. 
The firm plans to expand sales and 
distribution facilities here. The area 
served by the Fargo office will be 
expanded to take in most of the 
Grand Forks territory and part of 
that served by St. Cloud. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
Plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year, 
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Laminated 
Safety Glass 





“Conquest,’ 


Used in all windows 
of the Cornell-Liberty 
Safety Car 


(LSG) 


The experimental Cornell-Liberty Safety Car 
incorporates a number of revolutionary safety 
features. Many of these may not appear on 
standard cars for some time to come. One feature, 
however, has long been standard equipment in 
American-made cars— Laminated Safety Glass. 
The only windshield glazing that meets the 
specifications of the American Standards Asso- 
ciation, LSG is in all the windshields of the cars 
you sell. Most U.S. makes also have side vents 
and windows of Laminated Safety Glass. The 
experimental safety car, developed by Liberty- 
Mutual Insurance Company and Cornell 
Aeronautical Laboratory together with other 
contributors, has LSG all around. Some of the 
other more unusual safety features built into 
this prototype vehicle are: 


1. Driver sits in center of 
Laminated Safety Glass 
windshield with 180° unin- 
terrupted vision... controls 
car in much the same way 
as steering a sled. 


2. Padded instrument 
panel is moved in towards 
driver to hold him snugly 
and safely in driver’s seat. 
Gear shift is controlled by 
punch buttons as are lights, 
horn and turn signals. 


3. Doors hinge like those 
on telephone booth and slide 
on track for extra crash 
safety and lateral strength 
... give roomy exit. 


Laminated Safety Glass has been used for many 
years by safety-conscious automobile manufac- 
turers because of its proven contribution to 
automotive safety. With its unique “‘sandwich’”’ 
construction, two pieces of glass bonded together 
by a tough, transparent sheet of plastic, LSG 
resists shattering, reduces hazard of flying glass. 
LSG also ‘‘gives’’ with a blow, thus cushions 
shock of impact. In case doors are jammed, LSG 
can be knocked or kicked out of a window frame 
to provide emergency exit. LSG can always be 
identified by the distinctive ‘‘line’’ running 
along exposed window edges. The “‘line’’ is the 
plastic safety layer Monsanto supplies 

to leading glass companies for making LSG,. 


Oe 






For more information on LSG or the 
Cornell-Liberty Car, write to: 

Monsanto Chemical Company, Plastics 
Division, Room 611, Springfield 2, Mass. 
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Joins Move to Facilitate Sales . . . 





IH Opens Heavy-Duty Center 


(Continued from Page 20) 


is being maintained in the cen- 
ter’s warehouse. 

“We feel this processing center, 
adjacent to the factory where 
heavy-duty International trucks are 
manufactured, is being opened at 
an opportune time since our sales 
of these models have been improv- 
ing. We are extremely concerned 
with bettering distribution of our 
heavy-duty production.” 


The new center is a modern, flat- 
roof building covering 211,808 
square feet. It has two main sec- 
tions with storage capacity for 
more than 800 trucks. The ware- 
house for inside truck storage is 


202,208 square feet in size, and 
there is a 9,600-square-foot service 
station with 14 stalls. 

+ - . 
Inventory Is Varied 


— comprising the center’s 
inventory include straight 





Safety Mark Claimed 
AKRON.—The 1,600-man driving 
team of Roadway Express, Inc., set 
a new safety record when its acci- 
dent frequency record soared to 
312,692 miles per accident during a 
four-week period, according to 

Safety Director P. J. Rooney. 





trucks, tractors, highway construc- 
tion models and school bus chassis. 

Modifications or installation of 

components or accessories such 
as fifth wheels, special fuel tanks, 
radios and grille guards can be 
made quickly in the well-equipped 
service station, Pierson said. 

Top condition of all vehicles 
handled at the center is assured 
because they are stored inside and 
the inventory turnover rate is high, 
he added. 

For the convenience of “will-call” 
customers and dealers, an air-con- 
ditioned waiting room and lounge 
adjacent to the center’s offices has 
been provided. The manager of the 


new center is L. A. Weinmann, for- 


radical departure from normal dis- 


mer assistant manager of the Fort/| tribution, Dodge has been moving 


Wayne truck-sales district. 


* * * 


Dodge Adds Centers 


ODGE has increased its truck 

centers to 23 in 19 states. These 
centers maintain a stock of heavy- 
duty trucks and also do modifica- 
tion, not only for their own retail 
operations, but for all Dodge deal- 
ers in their areas. 

These centers also aid the deal- 
ers in selling heavy-duty units, 
advising both dealer and cus- 
tomer on the proper equipment to 
assure an efficient transportation 
unit. 

The first two Dodge centers were 
opened at Athens, Ga., and Buffalo 
in 1957. The number has been in- 
creased in groups of three to four 
centers from month to month. 


Inasmuch as this program was a 








SMOOTH-PANEL 


NEW Brown Corrugated and Smooth-Panel Cargo Vans 


Designed to give maximum 
loading capacity 


Brown pioneered the type of strong, lightweight 
aircraft construction used in the new CC Corrugated 
and CS Smooth-Panel Cargo Vans. As a result these 
Cargo Vans possess the lightest weight with relation 
to strength of any truck body you can buy. The light 
weight is the result of progressive engineering which 
makes use of new and stronger aluminum alloys and 
new ideas in design that slim down, yet strengthen 
the basic construction. 

Panels are standardized for easy, economical repair 
in case of accident. They are attached to the alumi- 
num side and roof stiffeners with cold driven rivets, 
an assembly which resists distortion and will not 
work loose. These bodies can be quickly mounted on 


eT 


TRAILERS 


CLARK 


EQUIPMENT 


Brown 16 2 trademark of 
Teas. 









any modern chassis in just a few hours and are 
easily transferred from one chassis to another. 

New inside dimensions give you a substantial in- 
crease in profitable loading space. Your choice of 
88%" or 92%” clear inside width (with 4” plywood 
liner); inside lengths from 11’-11%" to 23’-11%’; 
and inside height of 74'54” or 84154”, standard (with 
11%” floor). (CX Exterior-Post Models have even 
greater capacity. ) 

Standard Cargo Van replacement parts, sales and 
service are readily available in over 100 major cities. 
Get complete details and prices on the new Series 
C Cargo Vans from your Brown Cargo Van Dealer— 
or write for FREE folder 89-CV. 


BROWN TRAILER DIVISION 
CLARK EQUIPMENT COMPANY 


ELGIN, ILLINOIS 
BOX 275 








carefully and slowly to make cer- 
tain that each new center is prop- 
erly manned with experienced 
heavy-duty truck salesmen and op- 
erating efficiently before others are 
put into operation. 

+. = * 


Center Has Triple Function 


— centers perform a triple 
function. They carry stocks of 
heavy-duty trucks in the field for 
the dealers in the area, assuring 
quick availability. They act as mod- 
ification centers and as distributors, 
eliminating the need for dealers to 
carry excess stocks of heavy-duty 
units. 

They also aid the dealers in 
sales, bringing to each regard- 
less of size or location, the ex- 
perience and knowledge of heavy- 
duty trained salesmen and sales 
engineers. 

The Ford method of meeting this 
need with its combination car and 
truck dealers is still different, but 
results in the same advantages to 
the dealers and customers. 

The Ford program is composed 
of 283 designated heavy-duty truck 
dealers who carry stock commen- 
surate to the sales needs of their 
areas. Some are located in every 
state and there is one in Hawaii. 

* * > 


Chief Function Is Service 


Writs the Ford heavy-duty 
dealers perform a distribution 
function and can supply the non- 
heavy-duty dealers with trucks if 
it is found feasible, their main 
function is to serve as a properly 
equipped service headquarters for 
heavy-duty truck owners in the 
areas they cover. 

For this reason there is more 
than one designated heavy-duty 
dealer in a number of the larger 
cities. In Chicago, for instance, 
there are four such dealers, and 
two each in New York City, 
Cleveland, Cincinnati, Minneapo- 
lis, St. Paul, Detroit, Lansing, 
Nashville and Charleston, W. Va. 
While there is no set company 

policy on how far they are to ex- 
tend their relations with other 
Ford dealers in their area, most of 
these heavy-duty dealers are ex- 
pected to aid the other dealers in 
making heavy-duty sales, and, on 
occasion on a complicated deal, 
take over the entire deal for them. 

Any modification which these 
heavy-duty dealers make will be 
“on their own” so to speak, and no 
doubt will be dictated by their fa- 
cilities to do such work. 

It is expected, however, that they 
will lean heavily on the established 
truck body and equipment distrib- 
utors in their home city for aid in 
doing much of this work, as they 
have in the past. 

GMC Truck & Coach carries a4 
“float” of heavy-duty trucks at the 
factory to expedite the modification 
of their vehicles. Thus they are able 
to give dealers fast service on jobs 
that have to be modified to fit the 
customers’ needs. GMC, however, 
does its rebuilding or modification 
on a special line in the factory. 


Private Council 
Meets in January 


(Continued from Page 20) 


30, according to James D. Mann, 
managing director. 

Business sessions will be devoted 
to developments that affect Amer- 
ican businesses, other than trans- 
portation, which operate their own 
fleet of motor trucks to distribute 
their own products and to pick up 
their raw materials. Speaker at 
the opening luncheon Jan. 29, 1959 
will be Frank W. Lovejoy, Socony 
Mobil Oil Co. The Committee of 
Truck ‘and Trailer Manufacturers 
will sponsor the main social event 
on the evening of Jan. 29, Mann 
said. 


Mack Sells 34 Trucks 


To Florida Citrus Hauler 


PLAINFIELD, N. J.—Sale of 34 
trucks to the Minute Maid Corp., 
Plymouth, Fla., was announced by 
Mack Trucks, Inc. 

The tractors will be used for 
hauling citrus products to Northern 
and Western markets. The order 
includes 22 B42T gasoline-powered 
units and 12 B61T diesel trucks. 
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These two pictures were taken within five 
minutes of each other. Both mirrors were 








exposed to the same amount of rain. 
Taken with the same camera. Same focus. 


ORDINARY 


outside mirror 


CROMIR® 


outside mirror 













SAFEST... 


rain or shine...your customers 


will go for CROMIR! 


You can prove the difference yourself ! 

Spray water on an ordinary mirror and it 
clings. That’s what rain does. The image is 
blurred and distorted. 

Do the same to a Cromir and water runs 
right off, as if the surface were freshly 
waxed. Cromir gives you clearer, sharper 
images in any weather. 

Because it’s a front-surface mirror of 
polished chrome alloy on polished plate 


7 
ed i 


glass, Cromir provides single images... 
with no ghosting, no blurring, no confusion. 
It’s the safest, most dependable outside mir- 
ror ever developed. And it’s guaranteed for 
as long as the first owner keeps the car 
you put it on. | 

Sold to New Car Dealers Only. Cromir 
mirrors are an accessory you can sell readily 
with pride and profit. Available from manu- 
facturers of outside mirrors. 





CROMIR MIRRORS 


DEMONSTRABLY THE BEST OUTSIDE MIRROR MADE 


LIBBEY: OWENS: FORD a@ Gneat Name in Glass 


GLASS) LIBERTY MIRROR DIVISION ~- BRACKENRIDGE, PENNSYLVANIA 











Truckin’ 





(Continued from Page 20) 


so written that it will show the 
high school student how to go 
from where he is to where he 
would like to be in the automo- 
tive-transportation field. This was 
called desirable for 
rural high schools. 

Such a “package” envisions keep- 
ing “hot-rodders” interested in 
their school and holding their 
interest in studies so that they will 
be prepared to do a better job later 
on. Those attending the meeting 
felt it was much better to encour- 
age these boys now to look for- 
ward to a definite spot in the in- 
dustry and work to that end. 

A member of one association re- 
ported that 30 percent of the in- 
quiry letters they received came 
from students in grammar school. 
Educators agreed that the package 
should be made available to stud- 
ents from the ninth grade up. 

> * = 


Meeting Set for Nov. 14 


MEETING to discuss the sub- 
ject further will be held in the 
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By Jack Weed 


Eden Roc Hotel, Miami Beach, Nov. 
14 just preceding the opening of 
the ATA convention. Another meet- 
ing of chairman of various associa- 
tion education committees is plan- 
ned in Washington to follow up the 
Eden Roc meeting. 

Once in a while even the best 
of us “goof.” It’s been said that 
if a man never makes a mistake 
it is a sign that he isn’t doing 
much. But I am not going to hide 
behind that alibi on a gross in- 
justice we inailvertently caused 
two of our good friends in the 
last truck issue. 

Somehow or other, from my type- 
writer to the press room, two of 
the most salient points of Harry 
Schwartz’ new multistop delivery 
unit were credited to the Interna- 
tional Harvester “Metro-Mite,” 
causing chagrin to both of them. 

We said in a caption under the 
illustrations, showing the full cross 
aisle and the servicing feature of 
being able to raise the body from 
the engine and front-axle assembly 





which is mounted on a dolly, that 
these were features of the Metro 
job. 

- * * 


Both Are Gentlemen 
_ only thing that I still don’t 
understand is why Red Pierson 
and Harry Schwartz didn’t burn 
my ears off in person. I didn’t hear 
from either on this “goof.” It just 
goes to show that we at AUTOMOTIVE 
News are human and that these 
two hard-hitting truck men are 
gentlemen. 


A “goof” paid off, however, at 
the Truck Body & Equipment 
Assn. show in Atlantic City last 
month. The boys from Superior 
Coach Co., Lima, O., lost their 
display material for a booth they 
had bought in the show proper. 
And when the show opened, they 
had only a vacant booth. 

So Dick Allison, Superior regional 
manager, came up with what 
proved to be a very smart idea. He 
had a sign painted admitting they 
“goofed” and that their display ma- 
terial was lost in transit. He man- 


|}ned the booth himself so that he 


could direct people to the coach 
they had in an outside display 
space. 

They had so many visitors stop 








A Good 'Goof'— 

A “goof” by Superior Coach Co., Lima, 
O., paid off at the Truck Body & Equip- 
ment Assn. convention in Atlantic City, 
N. J. When the firm's display failed to 
arrive in time for the meetings, Dick Al- 
lison, above, Superior regional manager, 
had this sign painted. It attracted such 
large crowds that other exhibitors said the 
whole thing may have been staged. Supe- 
rior said no. 

* = + 
at the booth with the “goof” sign 
that competitors claimed the Su- 
perior boys had not put their ma- 
terial in their booth on purpose. 





Major projects mean major purchases 


Get your share- GO GALION” 


The St. Lawrence Seaway is one of many major projects 
presently under construction. This means big markets for trucks 
with specialized bodies and hoists. You and your Galion dis- 
tributor are just the team to supply this market. 

You know your business—the Galion man knows‘his. He knows 
the best combination of body and hoist for every job, every 
chassis, every customer. He’s backed up by the facilities, 
know-how, and research that have established Galion products 
as top performers. 

He'll give you fast delivery and complete service whenever 
it’s needed. This kind of service closes sales faster and makes 
satisfied customers. 

So give your customers the best equipment, give your trucks 
the best performance mates, give your business added profits 
without added effort ... GO GALION! 


GALION 


Dump Bodies and Hoists 


G-158 


GALION ALLSTEEL BODY COMPANY « GALION, OHIO 





The boys at mepester | denied this, 
of course. 
* + * 

E of the exhibitors injected q 

little professional football into 
his exhibit this year. The boys who 
build the Duralite “prefab” alu- 
minum bodies in Baltimore, hired 
six of the Colts’ cheer leaders to 
come to Atlantic City and demon- 
strate the ease with which the 
truck bodies can be assembled. 


As you can readily guess there 
was a good audience every time 
these girls went to work. The 
mere fact that the girls wore 
light sweaters and shorts added 
to the attention this stunt drew. 


Incidentally, the girls’ best time 
for completely assembling a body 
without any tools but wrenches and 
screw drivers was 24 minutes, 28 


seconds. 
* * = 


Exhibit Recalls Old Days 


A body exhibited by Schwartz 
Mfg. Co., Lester Prairie, Minn., 
took me back to my days with the 
old Commerce Motor Truck Co. 
This body, designed to haul heavy 
farm and industrial equipment, 
tilted so that the floor of the truck 
became a ramp on which the 
equipment or machinery could be 
pulled up into place by a hydraulic 
winch. Then by power the body 
was brought back to its normal 
position on the truck. 

Back in my Commerce days 
we did right well with a similar 
body, except that our body was 
so designed that it moved back 
about four feet before it tilted. 
This enabled us to sell this rig 
to lumber dealers for handling 
bill stock, and to brick and 
cement-block people for handling 
their products. By having the 
body move back four feet, our 
load was properly balanced with 
most of it being ahead of the 
rear axle. 


With this body the lumber man 
could unload bill stock and leave it 
in a perfect pile. Building-material 
dealers could unload brick and 
cement block and leave them piled 
on the ground. They could handle 
bags of cement and lime. Fertilizer 
in bags could be unloaded and left 
in a neat pile so that the farmer 
could cover it with a tarpaulin. 


The unloading action took place 
when the body was completely 
tilted so that the rear end of the 
body rested on the ground. With 
lumber, there would be enough of 
an overhang so that the bottom 
pieces would hit the ground. And 
as the driver moved ahead, the load 
would slide down the incline and 
stay stacked. 

With brick the user would have 
a tailgate that would hold the 
stacked brick until it was removed. 
Then the brick or blocks would 
slide down the floor-ramp and stay 
piled as they slid off onto the 
ground. 


ICC Opens Alaska Office 


Interstate Commerce Com- 

mission has opened a field office 

in Anchorage, Alaska, to advise 

Alaskan motor carriers, shippers 

and public officials on Federal reg- 
ulations of motor transportation. 


The motor carriers engaged in 
interstate or foreign transporta- 
tion in Alaska will become sub- 
ject to regulation by the ICC 
when Alaska officially becomes 
the 49th state. 


The field office was opened prior 
to the official proclamation of state- 
hood in order that carriers who 
have had no previous experience 
under regulation can receive assist- 
ance in the transition period toward 
compliance with Federal require- 
ments. 

Generally these involve operating 
certification, tariff and insurance 
filings, safety compliance and ac- 
counting rules. 

For any of you readers who may 
be looking for me at the ATA con- 
vention, you should be able to find 
me at the Empress Hotel just down 
the street from the Eden Roc. At 
least that is where I have a reser- 
vation. 


Used Fork-Lift Center 


NEW YORK. — The first facility 
for dealing in used fork-lift trucks 
on a national scale has been estab- 
lished in Newark, N. J., by Clark 
Equipment Co.’s New York sales 
and service branch. The used- 
equipment center will buy, sell or 
trade used fork trucks of any type 
or make. 

















equ 
roo 
sb 
tw 
an 
Re 
hs 
Re 
sb 
L 
bak 
cou 
V-8 
"59 
mo 
s 
“pe 
sult 
nev 
in 
Sty 
a 
gril 
sin; 
ped 
ligt 
A 
mo 
car 
fre 
rea 


B® 


tres & 











ted a 
l into 
s who 
alu- 
hired 
“rs to 
2mon- 
1 the 
led, 
there 
time 
The 
wore 
dded 
lrew. 
time 
body 
S and 
2S, 28 


wartz 
Minn., 
h the 
; Ce 
neavy 
ment, 
truck 
1 the 
ld be 
raulic 
body 
ormal 


days 
hilar 


Ited. 
rig 
ling 
and 
ling 
the 
our 
with 
the 


man 
ive it 
terial 
and 
piled 
andle 
ilizer 
i left 
rmer 
lin. 


place 
letely 
f the 
With 
th of 
ittom 
And 
load 
and 


have 
| the 
oved. 
vould 

stay 
» the 


Som- 
»ffice 
ivise 
ypers 

reg- 


i in 


jub- 
ICC 


prior 
tate- 
who 
ence 
sist- 
ward 
uire- 


iting 
ance 
ac- 


may 
con- 

find 
own 
. At 
ser- 


ility 
ucks 
itab- 
lark 
sales 


1 or 
type 











Silver Hawk Retained— 


The Silver Hawk coupe is the only holdover in Studebaker's model lineup for ‘59. 


The parking lights have been lowered from atop the fenders to the bumper. 


A new 


chrome line accents the fins which also are highlighted by “Silver Hawk" in scroll and 


the corporate 
a * * 


“Hawk" emblem. The car is available as a six or a V-8. 


* * * 


‘Tailored to New Concept .. .’ 


S-P’s Lark Bows for °59 





What's New: 

Lark line with new body... 
redesigned frame ... new six- 
cylinder engine .. . “permanence 
of design” . . . improved suspen- 
sion and steering ... new heater 
. - « inside-the-car hood release 
... reclining seats .. . redesigned 
instrument panel . .. removable 
fender panels. 

= * 
‘TUDEBAKER’S Lark, the short- 
wheelbase series which carries 
the South Bend producer’s hopes 
for the 59 model year, will appear 
in dealer showrooms Nov. 14. 

Harold E. Churchill, Studebaker- 
Packard president, supplied the 
best description of the new entry 
when he declared: “It is a smaller 
car rather than a small car; it is 
an economical car rather than an 
economy car.” 

The company feels that the Lark 
is “tailored to a new concept in 
motoring.” It’s built on a 108.5-inch 
wheelbase and measures 175 inches 
from bumper to bumper. 

Last year’s smallest Studebakers 
had a wheelbase of 116.5 inches and 
where 202 inches long. 

* + > 


— despite the reduced dimen- 
sions, the Lark seats six adults 
in comfort, according to S-P. The 
company says front legroom is 
equal to last year’s and rear leg- 
room is greater. 

The Lark will be available in 
six models. There is a Deluxe 
two-door and four-door sedan 
and two-door station wagon and a 
Regal four-door sedan, two-door 
hardtop and two-door wagon. 
Regal models are available with 
six-cylinder or V-8 engines. 

Lone holdover from the ’58 Stude- 
baker line is the Silver Hawk 
coupe, also offered as a six or a 
V-8. Among the Hawk changes for 
‘69 are new rear fender styling and 
more luxurious interiors. 

S-P stylists say the Lark has a 
“permanence of design that will re- 
sult in higher resale value.” The 
new models were designed to stay 
in style indefinitely, according to 
Styling Director Duncan McRae. 

om > ae 


HE dominant feature of the 
front end is the Hawk-type 
grille. Between the grille and the 
single headlights are air scoops top- 
ite by parking and turn-signal 


A single strip of stainless steel 
Molding sweeps the length of the 
car, and the hood and deck lid are 
free of ornamentation. Front and 
rear fender panels are removable, 
a feature that will reduce replace- 
ment costs in the event of collision 


The Lark has a new six-cyl- 
inder engine that displaces 169.6 
cubic inches and develops 90 
horsepower at 4,000 r.p.m, Com- 
pression ratio is 83 to 1 and 
torque is 145 pounds-foot at 2,000 


¥r.p.m, 

The six has an improved combus- 
tion chamber with a shorter stroke 
and new carburetion. The carbure- 
tor has an automatic choke and 
_ type silencers for improved air 

low. 

Chief Engineer E. J. Hardig said 
Comparative tests between the ’58 
and ’59 sixes showed nearly a 20 
Percent improvement in perform- 
ance with the new engine at 35 
m.p.h., plus an 8 percent improve- 
ment in fuel economy in third gear 
between 30 and 60 m.p.h. 

+ 


TUDEBAKER’S V-8 for ’59 is an 
improved version of the 259.2- 


cubic-inch engine that was used in 
last year’s Commander series. 
Horsepower is 180 and compression 
ratio has been boosted to 8.8 to 1. 

Studebaker says its redesigned 
ladder-type frame provides 
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greater torsional and beam 
strength. This, coupled with 
stronger body construction, 
means greater structural rigidity 
and results in a quieter ride. 


Ride also has been softened by 
an improvement in Studebaker’s 
variable-rate front coil-spring de- 
sign, 
and redesigned rear leaf springs. 

A new variable-ratio steering 
gear on six-cylinder models is said 
to provide faster response and re- 
quire fewer turns from extreme left 
to extreme right. Steering-wheel 
“recovery” also has been improved. 

+ * * 

NEW under-dash heater offers 

better heat distribution, faster 
defrosting and quieter operation. 
The heater motor is located inside 
the passenger compartment. All 
models also feature an inside-the- 
car hood release. 

Reclining front seats are op- 
tional on ’59 models. The seat 
backs are adjustable to seven dif- 
ferent positions, including a posi- 
tion flush with the rear-seat 
cushion to form a bed. 

The Larks feature a newly de- 
signed instrument panel with large 


new shock-absorber valving ¥ 





Studebaker Lark Station Wagon— 
The “Flight Stream" roof panel of the Studeboker Lark station wagon accentuates 


Slightly larger than the other Larks, the wagon has a wheel- 
it is offered in both Deluxe and Regal 


the car's low silhovet. 
base of 113 inches and is 184.5 inches long. 


trims and with either the new six or V-8 engine. 
a es 


dials located directly in front of wells. Safety padding, both at the 


the driver. The glove compartment | — 
is in the center of the panel, and top and bottom of the ins ent 
the door opens out to form a hori- | panel, is standard on Regal models 


zontal “table” with built-in cup! and optional on Deluxe units. 


NEW EATON TANDEMS 
haul more legal payload— 





REDUCE 


MAINTENANCE 


EATON TANDEMS effect important savings in overall length and 
gross vehicle weight—permit the hauling of maximum legal pay- 
load. While saving some 400 pounds of weight (in the 38 Series), 
Eaton has actually achieved greater strength through improved 
design and metallurgy and the use of Eaton Inductalloy Axle Shafts. 

This greater stamina—plus simpler construction, fewer parts, 
and easier servicing—means lower maintenance cost. 

Although announced only six months ago, the outstanding 
performance and dependability of these new Eaton Tandems 
have been proved conclusively, both in the testing laboratory 
and when subjected to the severe conditions of heavy-duty haul- 
ing. They are available with single reduction, two-speed, or 
planetary double reduction axles, in a wide range of gear ratios. 


& ATO 


B® erovucr S: Engine Valves « Tappets « Valve Lifters « Valve Seat Inserts « Jet Engine Parts « Gears « Hydraulic Pumps 

















More than 
Two Million Eaton Axles 
in Trucks Today 





* Save more than five 
inches in OAL* 


* Save 400 pounds of GVW* 


* Simpler, more compact 
design 


* Fewer parts 
*® Easier servicing 


* Inter-axle differential 
with lock 


* Inductalloy Axle Shafts 
*38 Series 


AXLE DIVISION 





MANUFACTURING COMPANY 


CLEVELAND, OHIO 


Truck & Trailer Axles ¢ Truck Transmissions « Permanent Mold Iron Castings « Automotive Heaters & Air Conditioners 
Fastening Devices « Cold Drawn Steel « Stampings « Forgings « Leaf & Coil Springs * Dynamatic Drives & Brakes 












FORD FAMILY OF FINE CARS CLEARINGHOUSE «+ NO. 107 OF A SERIES 


Ford’s Unique Quality Control | 


New Pilot Plant increases precision 
of auto assembly 


Ford Motor Company’s new Quality Control Center is a twofold effort ...a 
quality check on component parts and a functional check on production tech- 
niques. With all quality control and pilot model operations under one roof, it 
is the only such plant in the industry. 


The first step is a: thorough examination of pre-production parts by the quality 
control department to determine whether or not they conform to the blueprints 
and specification sheets. When they successfully pass this check, they are 
assembled into cars and trucks right in the Pilot Plant. 


Here on the auto industry’s shortest assembly line, a number of vehicles are 
produced far enough in advance of the first full-line production runs to make 
sure that they can be built precisely in all Ford plants; that the parts function 
correctly; and that defects are eliminated before full-scale assembly begins. 


The Pilot Plant is the heart of Ford Motor Company’s quality control system. 
The result is that the cars you sell are engineered and produced to give your 
customers smoothly operating, comfortable, high-performing automobiles. This 
plant is the real home of the quality-built Ford car. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 




















lenter...What It Means To You 
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A Quality Control Center technician using one of the many After body components are welded, they are placed in this pre- 
specialized instruments. Here he measures the cross-section of cision checking fixture. They are checked for correct tolerances 
a back window weather strip to determine thickness. by locators, to assure accuracy of unit. 
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Another Pilot Plant check uses this “Octopus” fixture for com- A special Quality Control group inspects each vehicle for final 
pressing front-end suspension springs to correct position, and approval as it is completed; “proves out” new assembly-line 
setting caster and camber. techniques employed in producing the model. 


FORD MOTOR COMPANY e THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD e THUNDERBIRD ¢ EDSEL.* MERCURY ¢ LINCOLN ¢ MARK IV CONTINENTAL ¢ ENGLISH FORD LINE 
GERMAN FORD LINE © FORD TRUCKS e TRACTORS ¢ FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 
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Chevy Cites New Brakes 
As Key °59 Advance 


By Joseph M. Callahan 


Engineering Editor 


ge somanomgerd engineers feel that, of all the engineering 
changes they’ve made on their ’59 car, the most im- 
portant advance was made on the brakes. The brakes have 
27 percent more gross lining area and a reported 66 percent 


more lining life. 


One engineer stated, “‘The® ay ES a, 


industry has been long over- 


due for improved brakes. The 
increased size of the cars and the 
additional power being built into 
them have been factors affecting 
this need. For example, brakes last 
much longer on our six-cylinder 
cars.” 





offering a heavy duty brake devel- 
oped by the GM’s Moraine Division 


|for police cars and other vehicles 
| subjected to heavy work. This 


brake has a new metallic lining 
material that reportedly will give 
“unlimited braking capacity.” 

> 


Ed Cole, Chevrolet general | Heavy-Duty Use Only 


manager, noted, es in the 
industry are experiencing more 
duty than we have seen for some 
time, because of this expressway 
and cross-country freeway type 
of driving. 
“We have found that this type 
of duty is a lot tougher on brakes 
than anything we have experienced 
in the past. So we designed a new 
type of brake for this expressway 
driving, especially the type that you 
experience in Los Angeles, here in 
Detroit, and many other cities with 
new expressway systems.” 
Chevrolet boosted its gross lining 
area from 157 inches on the '58s to 
199.5 inches on the '59s by increas- 
ing the width of its front brake 
shoes and drums by % of an inch 
and the width of its rear shoes and 
drums by % of an inch. 


Groove Cuts Effectiveness 
OWEVER, Chevrolet actually 
has an effective brake area of 

183 square inches for 1959, since 

about 16.5 inches of the gross area 

is not usable. The 
comparable figure 

for Ford in 1959 

is 180.2 inches and 

for Plymouth it is 

184 inches. 

Of course, the 
advantage of 
greater effective 
brake lining area 
is that for a given 
rate of vehicle 
braking, the 
pressure per 
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Chevrolet also reported that it is 
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_— is only one drawback to 
using this material for our 


regular cars,” Cole said. “When the 
brake is cold, it requires extremely 
hard application. 

“Until we can lick that, this 
brake will have to be restricted to 
special extra-heavy duty use where 
drivers using it are familiar with 
its proper application. Once you 
have warmed the brake up, it is 
beautiful.” 

City police drivers who used a 
Chevrolet brake lining similar to 
this last year reported that it 
had one other disadvantage—too 
much noise. But this wasn’t too 
much of a drawback because dur- 
ing the most severe braking the 
police cars usually had their 
sirens screaming. 

The lining melting point on these 
new police brakes is 700 to 800 de- 

grees, considerably above the 450- 
degree melting point of normal lin- 
ings. 

Asked about the likelihood that 
Chevrolet would go to aluminum 
brake drums, as has Buick, Chev- 
rolet Chief Engineer Harry Barr 
said, “We feel these brakes are en- 
tirely satisfactory. We've done a 
lot of test work with aluminum 





drums, but I don’t think we need 


them.” 
* * * 


Advice to Engineers 


Ben D. Mills, general manager 
of M-E-L, made these thought- 
provoking comments recently: 

“T’ve talked with some of our en- 
gineers and have found them to be 
a dedicated group of men. But I 
was surprised to learn that some 
of them were dedicated to engi- 
neering only. This is an under- 
standable professional ideal. But in 
industry we must qualify it—dedi- 
cated to engineering for an enter- 
prise. 

“Tll never forget seme of the 
shocked expressions when I said: 

“Let me define your job for you. 
Unless you engineer a product that 
can be manufactured and sold at a 
profit, you have failed completely 
in the job of engineering. It mat- 
ters not that you engineer the most 
beautiful piece of machinery in the 
world. 

“Tf it cannot be manufactured 
and sold in a manner that repre- 
sents sufficient value to the public 
that they will buy it in volume— 
then please put the plans in the 
wastebasket and let’s get on with 
the business.’ ” 









LARGES 
a BRAKE 


4 J : , LaMar 
Ce ; 

: 
as 


BRAKE 
oRUM 
FLANG! 


WHEEL 
SLOT 


A 


Chevrolet's "59 Brake— 


A cutaway of Chevrolet's new broke 
which reportedly will increase lining life 
by 66 percent. 

For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 








The Automatic 
can save you a@ |: 
and 


MOre 





@ New Jersey Sand Hauler Saves $700 a Year on Axles 
and Clutches 


@ Midwest Car Hauler Saves One Trip out of 5 by 
Increasing Payload 





@ Chicago Fleet Operator Saves $250 a Year on Clutch 
and Brake Repairs 
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@ Utah Ore Hauler Saves 75% on Brake Maintenance 


@ Rocky Mountain Trucker Saves 50% of Engine Repairs 
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How They're Pushing Sales... 


Dealer Ad Ideas 


500 Silver Dollars 


A CUSTOMER of John P. Hughes 
Motor Co., Inc. (Dodge-Plym- 
outh), Lynchburg, Va., will be $500 
richer on Dec. 16. 

For every dollar spent at the 
dealership, the customer will be 
given a ticket on a drawing. At 
the end of the period, 10 stubs will 
be drawn and the holders will com- 
pete in a quiz contest for a first 
prize of 500 silver dollars. 

+. od a 


To the Rescue in a Rambler 
ANSAS RAMBLER, Kansas 
City, Kans.; Downtown Ram- 

bler and Nash Central Motors, 

Kansas City, Mo., loaned a Rambler 

to the Kansas City Athletics base- 

ball team to bring pitchers from 


the bullpen to the infield during | 


the 1958 season. 
W. D. Meng, Nash Central Mo- 





vertising stunt inasmuch as the 
Rambler performed before 425,090 
spectators at the 77 home games, 


‘When Should You Buy?’ 
N AN advertisement titled “Tim- 
ing,” Williamson-Willey Pontiac 
Co., Birmingham, Ala., discussed 
the pros and cons of buying a car 
at the end of the model year. The 
ad appeared about two weeks be- 
force the ’59 Pontiac was intro- 
duced. 

The company told owners of 
56 and ’57 models they might be 
wiser to wait if they intend to 
trade again in two or three years. 
Owners of ’51 to ’54 cars were 
advised that the end of the model 
run might be a good time to trade 
if they planned to keep their new 
car as long as they had kept their 
present one. 


AUTOMOTIVE NEWS, NOVEMBER 3, 1958 


of the various models was the 
yardstick used in the discussion. 


* * * 


Reaching All Readers 


L, WAGNER MOTOR SALES, 

INC., (DeSoto-Plymouth), 
Youngstown, O., is conducting an 
advertising campaign aimed at the 
foreign-speaking people in the com- 
munity. 

For the Hungarians in the 
Youngstown area, Wagner's ads 
headlines in English, “As They are 
Saying in Budapest,” followed by 
copy written in Hungarian. For the 
Slovaks, the headline read in Eng- 
lish, “As They are Saying in 
Prague,” followed by copy written 
in the Slovak language. 

Al Wagner, president of the 
dealership, also publishes monthly 
an eight-page tabloid newspaper, 
“High Gear,” which is sent free to 
motorists in the Youngstown area. 

* * + 


Hot Off the Wires 

Ts2 English Ford division, 
Southeastern Sports Car Center, 

Atlanta, has been distributing fac- 

simile Western Union telegrams to 

acquaint the public with its prod- 

ucts. 





10-Cents-a-Car Sales— 





Bob Moore's “Little Detroit” in Terre Haute, Ind., offered three cars for a dime 
apiece in an anti-recession move. Three men reportedly sat in the cars for a week 
to be eligible to buy them, The firm offered other cars at reduced prices and offered 


a $10,000 reward to anyone who could 


prove that the cars were not being sold 


at the advertised prices. Moore said he sold 63 cars during the week-long campaign. 
* * 


* * * 


in part: “Can deliver you English-, car. Genuine Ford Motor car prod- 
built Ford only $13.55 per week.| uct. Low-rate bank financing.” 


Minimum downpayment. Lower 


tors, said it was an effective ad- 





Bran 
a mile 


THE “AUTOMATIC BRAIN” AUTOMATICALLY SELECTS 
THE RIGHT GEAR FOR EVERY COMBINATION OF 


TO SAVE YOU A PENNY 
AND MORE A MILE 





—the Allison Fully Automatic Truck Transmission 
pays for itself within the first 12 months of operation 


se most obvious fact about a Chevrolet, 
Dodge, Ford or GMC truck equipped 
with the Allison Automatic Transmission is 
that it practically drives itself. 


But that’s not the most important fact— not 
by a long shot. 


For this transmission with the ‘“‘Automatic 
Brain’’ can save you a penny and more a mile 
on your truck operating costs—and truckers’ 
records from all over the country prove it. 


How The Money Rolls In 


The Allison Automatic rolls up these sav- 
ings because its ‘‘Automatic Brain’’ automat- 
ically selects the right gear for every load, 
grade and speed. It completely eliminates 
engine lugging, shock-load damage to chassis 
and drive line components, engine-discon- 
nect clutch repair and replacement. And its 
built-in hydraulic retarder saves service 
brakes for everything but full stops. 


The results? 33%% longer engine life, 18% 
reduction in average trip time, longer-lasting 


axles and differentials, brake linings that last 
50% longer. 


But that’s not all. You also get greater fuel 
economy with the direct-drive lockup in every 
forward gear, extra tire mileage from the 
smooth transmission of power to the tread, 
big savings in driver recruitment and train- 
ing, improved safety records, too. 


Estimate your own savings — and see how 
you ll save every mile. 


You can get the transmission with the 
‘‘Automatic Brain’ in Chevrolet, Dodge, 
Ford or GMC medium and heavy-duty 
trucks, tractors, school buses and other 
special-purpose vehicles. It’s also available 
as an integrated engine-transmission power 
plant with Chrysler and Ford industrial 
engines. 

Get the full story on how you can save a 
penny and more a mile with the Allison Fully 
Automatic Truck Transmission from your 
Chevrolet, Dodge, Ford or GMC truck 
dealer, or write: 


ALLISON DIVISION OF GENERAL MOTORS, Indianapolis 6, indiana 





Wtsslons 


Pictured on the reverse side are 


The difference in tradein values| The two-page “telegram” reads|price and payments than a used|four English Ford models, with 


description and prices. Also pic- 
tured are Woody Clark, general 
manager; Lyman Burrell, division 
manager, and salesmen. 

> > 
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‘Forward Look’ Glasses 
ETZOLD CHRYSLER-IM- 
PERIAL, INC., Detroit, offered 

a set of beverage glasses bearing 

the “Fordward Look” design with 

every repair order of $10 or more. 

The offer included all makes of 

cars. 


Selling Quality 
Dealer Gears Promotion 


To Stainless Steel 
N EIGHT-DAY promotion based 
on stainless steel increased 
sales 50 percent at Babylon Ford, 
Babylon, N. Y. 

“We wanted to show dramatically 
how quality materials, such as 
stainless steel, are being used on 
automobiles,” said Al Heckel, owner 
of Babylon Ford. 

With the help of local mer- 
chants, Heckel selected $1,000 

worth of stainless steel house- 


appliance 
stores and gift shops. The display 


Promotion pieces connecting the 
display with new Fords — posters, 
ribbons, labels—- were supplied by 
the Committee of Stainless Steel 
Producers. All material was aimed 
at the message that “The same 
beautiful, durable, eas y-to-clean 
stainless steel used throughout the 
home also gives lifetime beauty to 
new cars.” 

Babylon’s added attraction — a 
sultry model dressed in a Bikini— 
was available on two Saturdays as 
a subject for local photographers. 
Visitors were asked to submit their 
best photograph of the model. A 
panel of judges selected the out- 
standing photograph, which won a 
complete stainless steel darkroom 
set for its owner. 

All regular advertising expendi- 
tures were directed toward the 


+ . e 
A ‘Fugitive’ No Longer 
LBERT J. MATTER used a 
“wanted” poster to announce 
his return to Girard Chevrolet Co., 
Philadelphia. 


The big type said “Attention” in- 
stead of “Warited,” but the rest of 


Under a picture of Matter were 
his fingerprints, his description — 
age, height, weight, hair and eye 
color and characteristics—and this 
“warning”: 

“This man is known to be armed 
with the sharpest pencil in town.” 

The name of the dealership fol- 
lowed this line: “For additional in- 
formation about this man contact 





TUBELESS <87> CUSTOM G 
SUPER-CUSHION 
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This diamond is a 





HEY’RE great cars... all of them. Sleek 
ee daring, yet rugged and dependable. 
There’s a lot of “love at first sight” here... 
and a lot you’ll appreciate more and more as 
you keep selling them. 


Yes, they’re smarter and safer, right down 
to the remarkable new, improved 3-T cord in 
their Goodyear tires. And here are the im- 
portant reasons why so many of the new cars 
are equipped with Goodyear tires. . . 
EXCLUSIVE! Goodyear’s new, improved 3-T 
cord is triple-tempered under precise conditions 
of Tension, Temperature, and Time. Cord is 
one of the costliest parts of a tire and Goodyear 
brings you the best. 


EXCLUSIVE! Goodyear brings you superior 
tires with the toughest, longest-wearing tread 
rubber known to modern science. 


EXCLUSIVE! Goodyear gives you Twin-Grip, 
a safe, dependable tread design with two fully 
independent treads to give you quicker stops 
and safer starts. An extra margin of safety. 


EXCLUSIVE! Goodyear sidewalls are spe- 
cially treated to guard against cracking and 
weather checking. White sidewalls stay last- 
ingly smooth and white. 


»FYEAR 


3s that sells 
the new tires 


ith 3-T Tyrex cord | 


EXCLUSIVE! Goodyear’s Grip-Seal tubeless 
construction and the 3-T Process keep air pres- 
sure in its place. 

How can you miss? With all you’ve got to 
sell, 59 should be a great year! Goodyear, 
Akron 16, Ohio. 


Watch “Goodyear Theater” on TV 
every other Monday evening. 


Super-Cushion, T.M., The Goodyear 
Tire & Rubber Company, Akron, Ohio 


IN| GOODYEAR TIRES THAN ON ANY OTHER KIND! 
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Auto Personnel 


International has appointed M. 
R. McClure district manager in 
Indianapolis, succeeding J. H. 
Baker, who has retired. 

J. N. Dunn, former district man- 
ager in Davenport, Ia, was ap- 
pointed to replace McClure as dis- 
trict manager in Des Moines. 


* * * 


Fowler Gets Added Duties 
William F. Fowler jr., general 


manager of Thor Power Tool Co.’s, 


Aurora (Ill.) administrative offices, 
has been appointed to the additional 
position of manager of branch 
operations, He joined the firm in 
1946. 


* * * 


Fram Industrial Division 
Appoints 4 in Field Sales 


Fram Corp., manufacturer of 
automotive and industrial filters, 
has enlarged its industrial division. 
Changes include the appointment 
of four regional industrial sales 
managers and the formation of a 








separate sales force to sell the in- 
dustrial line exclusively. 

The regional industrial sales 
managers are: C. B, Gouert jr., 
Oakland, Calif., West Coast; P. 8S. 
Innis, Shreveport, La., Southwest; 
Cc. N. Haskins, Park Ridge, IIL. 
Midwest, and J. S. Evans, Metu- 
chen, N. J., New England, New 
York, New Jersey and Pennsyl- 


vania. 
* * a 


American Steel Ups Murray 


Edward A. Murray has been ap- 
pointed assistant sales vice-presi- 
dent of American Steel & Wire 
Co. Former Chicago district sales 
manager, he succeeds M. D. Mil- 
lard, promoted to administrative 
vice-president of the parent firm, 
United States Steel Corp. 


* * * 


Robinson Winding Up Career 
As Executive of Houdaille 


T. E. Robinson has announced 
his retirement this month as man- 





ager of the North Chicago division, 
Houdaille Industries, Inc. 
Robinson has been an executive 
of Houdaille and its predecessor 
companies since 1924. He has di- 
rected activities at Houdaille’s De- 
troit, Jackson, Huntington, Chicago, 
Decatur and North Chicago divi- 


sions. 
* + * 


Duvel Moves Up 


William A. Duvel has been elec- 
ted vice-president of National 
Credit Office, Inc. He has been 
with the firm since 1936. 


* * * 


Taylor Appoints Hayes 

Kenneth M. Hayes has been ap- 
pointed to the newly created posi- 
tion of sales promotion and train- 
ing manager for Taylor Fibre Co., 
Norristown, Pa., manufacturer of 
vulcanized fibre and 
plastics. He formerly was sales 
engineer for the company. 

* « > 


O’Brien and Hager Named 


Directors of Gar Wood 


Angus J. O’Brien and Joseph R. 
Hager jr. have been elected to the 
board of Gar Wood Industries, Inc. 


O’Brien, director of engineering, 


laminated | 


joined the company in 1949. Hager 
joined Gar Wood in 1956 and is 


director of manufacturing. 
* + * 


Aro Promotes Three 


In Lubrication Division 


Three promotions within its lu- 
bricating equipment division have 
been announced by Aro Equipment 
Corp., Bryan, O. 
They are: 

C. A. Stutzman, 
sales manager in 
charge of lub- 


ment sales on the 
West Coast; Hal 
F. Freyer, for- 
merly in charge 
of the New York 
branch, to general | 
sales manager at | 
the main office in 





H, F, Freyer 


merly supervisor of farm sales, to 
New York branch manager. 
+ * = 


Pennsylvania Tire Names 


Smith to Sales Post 


B. L. Smith has been named 
|}assistant sales manager for Penn- 
sylvania Tire Co., Mansfield, O. He 
replaces F. G. Schmidt who now is 
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for safe operation of brakes 


Your customers have a continuous, dependable source 
of air for the operation of brakes and other air powered 
devices when you equip your vehicles with high volume, 
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efficient Wagner Rotary Air Compressors. 


With either 9 or 12 c.f.m. Wagner Rotary Air Compressors 


you provide these additional performance features: 


LONG COMPRESSOR LIFE—All rotating parts are turned by the 
shaft, suspended on two bearing surfaces. This results in less 


friction—adds to compressor life. 


FAST RECOVERY OF PRESSURE—Rotary compression forces all 
air from the compression chambers. Such high volumetric effi- 
ciency means rapid air pressure recovery at all compressor speeds. 


LOW TEMPERATURE AIR DELIVERY—Oil is separated and 
cooled before air is discharged from the compressor. This pre- 
vents carbon formation—reduces fire hazard—permits use of 


flexible air hose in discharge line. 


SMOOTH, QUIET OPERATION—Thousands of small overlap- 
ping air compression impulses per minute maintain a uniform 
load and assure smooth, quiet operation with long belt life. 


Do your air brake systems provide ample air? ) 
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Wagner 


ROTARY COMPRESSOR 


delivers ample air at all times 
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GET ALL THE FACTS on the Rotary Air Compressor and 
details on complete Wagner Air Brake Systems and Equip- 


ment for trucks, 
equipment... 


tractors, 


Wagner Electric @rporation 


6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 


trailers, buses and off-the-road 
ask for Catalog KU-201.° 


WKS6-7A 





LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING © AIR HORMS © AIR BRAKES © TACHOGRAPHS © ELECTRIC MOTORS © TRANSFORMERS + INDUSTRIAL BRAKES 


ricating equip-| 


Bryan, and John J. LeVan, for-| 





manager of the company’s Central 
division. 

Smith has been with Pennsyl- 
vania three years. His most recent 
assignment was operations manager 
of the Pacific Coast division. L. ©, 
Chamberlain succeeds him in that 
post. 

+ * * 


Sterling to Expand 


S. Sterling Co., manufacturers’ 
representative for electronic equip- 
|}ment, has added two sales en- 
gineers to its Michigan territory 
and is planning to expand its 
Cleveland branch office. 

* * * 


Goodman Named Sales Chief 


Universal Transistor Products 
|Corp., Westbury, N. Y., has ap- 
pointed Maurice L. Goodman gen- 
eral sales manager. He had been 
sales manager of the Uuiversal 
atomics division. 

* = * 


TelePrompTer Appoints 
Noble Regional Manager 


| Frank Noble, manager of the 
| Detroit office has been appointed 
regional manager for TelePromp- 
Ter Corp. in Michigan, Indiana 
|}and parts of Ohio. 

Prior to joining TelePrompTer, 
| Noble was assistant general man- 
j}ager for merchandising of the 
| Studebaker- Packard Corp. Earlier 
jhe was an advertising and mer- 
| chandising specialist for Ford 
Motor Co. 





| Hercules Names Downey 
| West Coast Sales Chief 


Hercules Motors Corp., Canton, 
O., has named Lawrence G. 
Downey to direct expanded west 
coast sales activities. 

Downey will supervise sales de- 
| velopment and service in 11 west- 
ern states, the Canadian western 
|provinces and Alaska. He joined 
|the engine firm in 1940 as a sales 
| engineer. 

> 7 > 


Wolverine Ups Schelbe 


| W. D. Schelbe has been appointed 

director of purchases for the 
| Wolverine Tube division, Calumet 
& Hecla, Inc. Schelbe, who joined 
| Wolverine as a buyer in 1939, had 
been assistant purchase director. 


Reed Joins Hertz Board 


Ralph T. Reed, president of 
American Express Co., has been 
elected to the board of Hertz Corp. 

> ” > 
Garage Owners Appoint 
Mustang Official to Council 

Cc. A. Dunmore, executive vice- 
| president of Mustang Engines, 
Garland, Tex., has been named to 
the advisory council of the Inde- 
pendent Garage Owners of Amer- 
ica. The group has about 4,500 
| members. 

Other members of the council 
are J. B. Bushyhead, Moog Indus- 
tries, Inc.; J. A. Wheatley jr., Grey- 
Rock division, Raybestos-Manhat- 
tan, Inc.; T. L. Camp, Federal- 
Mogul Service; Clifford Storey, 
Perfect Circle Corp., and J. L. 
Wiggins, National Standards Parts 
Assn. 





* ” * 


Stevenson Heads Sales 


Edward O. Stevenson has been 
named national sales manager of 
M & D Store Fixtures, Los Angeles. 
He formerly was with Weber Show- 
case Co. as vice-president, store 
fixtures sales. 


* * 


Gustin-Bacon Names Crean 
Raymond B. Crean has been ap- 
pointed vice-president-treasurer of 
Gustin-Bacon Mfg. Co. He formerly 
was with Borg-Warner Corp. 
. * - 


Dodge Names Felean 


S. G. Felean has been named 
Dodge regional service representa- 
tive, Kalamazoo (Mich.) district. 

- + * 


Graham to Assist AMP 


In Diversification Plan 


John Graham has been appointed 
to assist the president of American 
Metal Products Co. in the com- 
pany’s diversification program. 

Andrew Mras, president of AMP, 
said Graham will carry out and 
expand the diversification through 
company acquisitions. Graham 
came to AMP from Bendix Aviation 
Corp. where he assisted in the 
Bendix diversification program. 
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Only RAMBLER DEALERS 





Sell The 1959 Cars With 
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jew Sectional Sofa ont Seats! Individval pal individu: front cou ide tebe re ond bockword ‘Gia : New Adjustable Headrest! Available singly or in 
ou: so driver and See hos oon cane aca sneer perfect comfort, e pairs, to match the color and trim of the seats. 
no matter how tall or how short they may « ane Adjustable to 10 positions. An outstanding comfort 

z and sofety feature. 





6 Airliner Reclining Seats cre adjustable to five 
comfortable positions. Recline individually for driver 
and front sect passenger. ideal for complete relaxo- 
tion on long trips. 





Rambler Franchises Also Available in Canada and Important export markets. 
in Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 


We Have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity ! 





at 
Comfortable Nap Couch for children, or older @ Twin Travel Beds for restful all-night sleeping are 
passengers, too, is but one of the many restful available only in Rambler. Moke up in a jiffy and 
positions available with Airliner Reclining Seats in let vacationers, travelers, hunters and fishermen 
Rambler—only car with Personalized Comfort. forget hotel and camping problems. 
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MAIL THIS COUPON TODAY 


Director of Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 
Gentlemen: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 


I ceminstensconiininielisirnntiprteptentoniesteesrtnpeaniepeetnjnmmnentsinssnsionesinaiatginaasdiaasioainiaminadias 
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LIFT GATE — A redesigned lift gate 
line has been announced by Anthony Co., 


Streator, Ill. Lift gate models 145, 245,/ 
and 146, suited for trucks of 1% tons 
and heavier, and semi-trailers, will lift 
and lower loads of 2,000, 3,000, and 
400 pounds, respectively, it is said. 
Semi-trailer installed Lift Gates can be 


powered by tractor engine or independ- 
ently by a gasoline engine or electric 
motor. Model 144 now has a load capa- 
city of 1,200 pounds. It mounts on any 
%-ton, one-ton and larger truck with 
stake or van bodies, and can be powered 
by either battery supplied motor driven 
pump or a power takeoff and pump com- 
bination. 
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FULLER TRANSMISSION — Two semi- 
automatic Fuller RoadRanger transmissions 
for engines up to 630 cubis inches of 
displacement and rated up to 185 horse- 
power have been announced by Fuller 
Mig. Co., Kalamazoo, Mich. The models 
are the R-63 and R-630-D (diese! ratios). 
Both feature 10 forward and two reverse 
speeds, with all rotios selected by one 
geor shift lever. The R-63 RoadRanger is 
a direct-in-tenth transmission and the 
R-630-D RoadRanger is a direct-in-ninth | 
transmission with overdrive in tenth gear. | 





i 
| 
TIRE CHANGER—The “Mighty M” tire 
changer is said to be capable of dis- 
mounting and remounting a tubeless tire | 
in less than 90 seconds and dismounting 
@ conventional, tube-type tire in 3 min- 
wtes. The unit will handle tube-type tires 
ranging from 7-17.5 to 12-24.5. The tire 
machine which is 80 inches long and 
27 inches wide, is operated by air and 
is controlled by two valves. The tire to be 
changed is placed on the turntable. This 
turntable revolves as air pressure moves 
the two, cup-shaped discs downward ap- 
plying pressure to the bead. The curved 
edge of each disc floats under the rim 
without damaging the bead, it is said. 
May Bros., P. O. Box 5055, Lansing, Mich. 
+ 


AIR SUSPENSION — Hendrickson Mfg. 
Co., Lyons, lll., has announced production 
of an air suspension for tandem axles. 
The air ride suspension is said to employ 
the same principles of load cushioning, 
weight distribution and torque absorption 
as Hendrickson's steel spring and rubber 
load cushion models. Hendrickson Series 
“AR” tandem air spring units are inter- 
changeable with all other Hendrickson 


suspensions. pe pe 


Chrome Pipes Offered 
By Grand Automotive 


A line of chrome side pipes and 
lakes pipes is available from Grand 


trailer 


| side braces and safety-style sloping run- 


| eliminates the hazards of fumes,| bulky castings usually found 
| flames and fuel tanks, the firm said. | cam locks. it is available in kit form and 
* 
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TRUCK NEW PRODUCTS 


Automotive Products, Melrose Park, 
Ill. The company said they provide 
both flashy appearance and func- 
tional performance. 

Side pipes replace conventional 
tail pipes, and lake pipes with 


blocking plates removable for com- 
petition driving provide a direct 
escape for exhaust gases before 


they reach the muffler. 
* * aa 





LADDER RACK—An all-steel ladder rack 
with a double gate, designated Flex-O- | 
Rack model H, has been introduced by| 
Pierce Metal Products, 22148 Michigan 
Ave., Dearborn, Mich. Its universal design | 
is said to permit the use of one Flex-O- 
Rack on any model pickup truck. The 
Flex-O-Rack is designed for little upkeep. 
The members are five gauge steel, one 
by. 2-inch steel channel. The adjustable | 
sleeves are five gauge steel, one by 
2-inch tube. 


* . 


wy | 








ALUMINUM BODY—A fleet of twelve 
trains featuring aluminum dump 
bodies designed and fabricated by Day- 
brook Hydraulic Division, Young Spring 


& Wire Corp., Bowling Green, O. has 
been put into service hauling aggregate 
for use in highway construction. The 


dump body side walls, tail gate, under- 
structure beams and longitudinals ore 
made from aluminum. The body design 
has many features of the Daybrook 
contractor-style body including box-type 


ning boards. Body side sheets are formed 

with three full-length “V" crimps for | 

added strength and rigidity, it is said. 
=_—-—- - 


Electric Steam Cleaner 


An electric “Hot Shot” steam) 
cleaner, designed for the indoor| DOOR LOCK—A truck door lock de- 
cleaning of machinery, equipment| signed by Forge and Fittings Division, 
and factory work surfaces, has been | H. K. Porter Co., Inc., Roselle, N. J., is said 
introduced by Automatic Steam| to offer the trucking industry a better rear 
Products Corp., 140 W. Thirty-first| and side cam lock for trailers and large | 
St. New York, N. Y. Because it | van bodies. Known as the Cleveland Uni- 
operates on electric power, it| forge Lock, it was designed without 
in other 








| is universal for either right or left hand 
door use. 








Auto-Repair Patch Made 
Without Touching Resin 


A Duro epoxe fiberglass auto- 
repair kit which enables the user 
to make a “prefabricated” patch 
without having to touch the resin 
has been announced by Woodhill 
Chemical Sales Corp., 1391 E. 
Thirty-third St. Cleveland, O. 


Woodhill said the kit includes 
Duro plastic glass, for making a 
special putty with the epoxe resin, 
and two sheets of pliofilm for the 
patch. A junior-size kit contains | 
180 square inches of cloth, three 
ounces of resin and % of an ounce} 


FIBERGLASS PANELS — Easier freight 
handling and added safety are said to 
have resulted from this novel method of 
skylighting trucks. The traditional problem 
of illuminating truck interiors was solved 
through use of fiberglass reinforced plas- 
tic panels, manufactured by Filon Plastics 
Corp., El Segundo, Calif. Epoxy resin is 
vsed to affix the weather-resistont trans- 
lucent panels to the truck body. This 
application has proven so popular that 
three other leading Swiss avtomotive 
manufacturers are reportedly considering 
its. adoption. 









STEERING DEVICE — New Products 
Corp., Skokie, Wl., has announced a 
hydraulic steering valve suitable for 
trucks, lift trucks and other heavy equip- 
ment. This valve is located on a drag 
link between the steering gear and the 
steering arm. It is also connected to the 
power cylinder which actuates’ the steer- 
ing rod. The steering valve is said to do 
away with any possibility of over-steering. 
it eliminates the lapping, honing and 
grinding of component parts to make a 
tight, leakproof valve. It assures the “feel” 


the same time overcomes the hard pull 
that excessive pressuses build up when z : 
steering at a virtual standstill as in park-| The frame is made of 44-inch aluminum 
ing, it is claimed. 1¥%-inch corrugation. 


| speed, 
| R-960 

| lightweight aluminum alloy housings has 
| been anounced by Fuller Mfg. Co., Kala- 
mazoo, Mich. Aluminum alloy is used for 
| the clutch housing, front case and aux- 


| loads for many over-highway operations. 
| Because of the weight reduction, the R-96 





PLASTIC PANELS—These ‘fiberglass plastic panels are designed to allow 85 per- 
cent of available light to enter the interior of this Ford Ranchero, while providing 
of the road when on the highway and at! protection fromthe elements. The translucent cover is fabricated from fiberglass 
panels manufactured by Filon Plastics Corp., 2051 E. Maple St., El Segundo, Calif. 
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of hardener plus two ounces of 
plastic glass, two sheets of pliofilm 
and two spatulas. 

The king-size offers 576 square 
inches of cloth, eight ounces of 
resin, two ounces of hardener, four 
ounces of plastic glass, two sheets 


of pliofilm and two spatulas, 
* * > 





CAB HEATER — The Elston RJ-7000 
propone-fired cab heater, designed to 
provide controlled, balanced heat in 
transport sleepers, cabs and construction 
equipment cabs has been announced by 
Rue R. Elston Co., Inc., 2223 Fifteenth 
Ave. South, Minneapolis 10, Minn. The 
heater, the manufacturer states will main- 
tain any temperature between 55 and 
95 degrees for maximum driver comfort. 

The unit, 36 inches high, 14 inches 
wide and five inches deep, is constructed 
on a heat exchanger principle allowing 
cool air to enter the heater from the 
cab by a cold air return duct, pass 
around the combustion chamber and then 
| pass back into the cab by means of a 
hot air duct. Self-contained, the unit does 
TRANSMISSIONS — Production of 10-/| not require electrical power from an ex- 
semiautomatic Fuller R-96 and) ternal source. 

RoadRanger Transmissions with | a ae 











iliary case and reduces the weight of the 
R-96 and R-960 RoadRangers by 160 
pounds each. This reduced transmission 
weight is said to permit increased pay- 


and R-960 (overdrive in 10th) are the 
lightest, most compact 10-speed transmis- 
sions currently offered the trucking indus- 


try, it is claimed. 
* * * 





Trowel-In for Floors 


Trowel-In, a resurfacing and 
patching material for floor deterior- 
ation problems, is offered by Flex- 
rock Co., 3601 Filbert, Philadelphia 
1, Pa. 





TRUCK HORN—The Hadley “Troffic 
| Master” horn measures 34 inches in length 
and has a seven-inch diameter bell. 
Weighing four pounds, the horn can be 
installed on any truck with air brakes. 
The unit has been constructed to keep 
water and dirt away from the mechanism. 
Hadley Mfg. Co. 2221 Albion, Toledo, O. 





TELESCOPIC HOISTS—Gar Wood Indus- 
tries, Inc., Wayne, Mich., has announced 
a line of twin cylinder underbody tele- 
scopic hoists. With capacities ranging 
from 6% to eight tons, the underbody 
telescopic hoists feature short stroke de- 
sign, with only one moving sleeve sec- 
tion, it is said. The hoist series is 
designated as the TA and TR series. 





PORTABLE AXLE PRESS—A heavy-duty 
portable axle press that is said to con- 
centrate a force equal to seven 30-ton 
jacks in one spot has been announced 
by Bear Mfg. Co., Rock Island, Ill. The 
No. 8310 Bear axle press may be used 
in either service or lubrication pits to 
straighten even the heaviest axles cold, 
right on the job, without removing them 
from the vehicle, it is claimed. Although 
the unit develops up to 200 tons of 
working pressure, hook-ups are made 
right on the vehicle, there is no need to 
dismantle or reassemble the axle. It's 
possible to increase camber on both 
wheels individually or simultaneously, ac- 
cording to the _manvtacturer. 





BRAKE TOOL—The Herbrand 261, is 
said to speed and facilitate the removal 
and replacement of brake shoe return 
springs on Bendix type brakes. The socket 
end removes the spring and the grooved 
end slides it easily back into place. The 
tool is approximately 112 inches long 
and 5/16 inch in diameter. Herbrand 
Division, Bingham-Herbrand Corp., Fre- 
mont, O. 


tubing, and the clear colored panels are 
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’ 
GOOD PROFIT }{/ FROM LEASING 





“Troff ' as 
a tog Here’s a leasing plan that lets you, as a local top used-car profits through control of condition 
pt dealer, offer a maintenance leasing plan for even the of vehicle and time of sale—bigger factory volume 
wes smallest of local and semi-local fleets . . . and it’s a bonus through increased sales. 

eep . 
ont plan that creates a satisfactory profit for you. Advertising in Time and 


Nation’s Business is reaching 
out to all the businessman- 
prospects in your area with 
the Commercial Leasing Plan 
story. Be ready to sign them 
up. Get your complete mer- 
chandising kit from your 
Direct profit from each unit you lease—extra Commercial Leasing Plan 
service business as well as more parts volume— representative, today. 


What’s more, there are no fees or licensing costs 
... and no investment of capital on your part. Sound 
attractive? Contact your Commercial Leasing Plan 
representative. Get the rest of the exciting story on 
how the new Commercial Leasing Plan can help you 
step up profits. 
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ANOTHER SERVICE OFFERED BY AFFILIATES OF COMMERCIAL CREDIT CORP. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of "57s added and ‘49s dropped in Novem Der, 1956, Prices of 58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 
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CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Oct. 23. 
Sold 307 cars out of 443 offerings. 


BUICK—’57 Special Riviera coupe, $1,730° 
(ps), $1,675°*, $1,650°. 

"56 Super Riviera coupe, $1,520° (ps), 
$1,285° (ps); 4-dr., $1,070° (ps); Spe- 
cial Riviera coupe, $1,100*. 

"SS Special Riviera 4-dr., $1,040° (ps); 
2-dr., $705°; Century Riviera 4-dr., 
$995°; Riviera 2-dr., $615* (ps); RM 
4-dr., $925° (ps); conv., $700° (ps); 
Super Riviera 2-dr., $885*. 

"54 Century Riviera 2-dr., $600°; RM 
4-dr., $565° (ps); Special Riviera 4- 

-., $560; Riviera 2-dr.. $515, $500° 
(ps); 2-dr., $480°; Super Riviera 2- 
dr., $255° (ps). 
"63 Super 4-dr., $400° (ps); 
$385° (ps), $365* (ps); conv., 


(ps). 
"62 Super Riviera 2-dr., $330°; conv., 
$215°. 

CADILLAC—'58 Eldorado Seville, $4,460*° 
(ps); (62) 4-dr., $4,000° (ps), $3,975° 
(ps), $3,905° (ps). 

"57 (66) Special 4-dr., $3,580° (ps), $3,- 
300° (ps); (62) sedan de Ville, §3,- 
240° (ps); 4-dr., $3,160° (ps); conv., 


RM 4-dr., 
$245° 


$3,100*° (ps); coupe, $3,050° (ps). 
"5S (62) coupe, $1,780* (ps); 4-dr., $1,- 
565° (ps), $1,410* (ps). 


"564 (62) coupe de Ville, $1,570° (ps); 
4-dr., $1,455° (ps). 
"53 (62) 4-dr., $640° (ps). 
"50 (61) coupe, $240*. 
OCHEVROLET—'5S Impala (8) coupe, $2,- 
225° (ps); conv., $2,000, $1,975; Del- 


ray (6) 2-dr., $1,560. 

’57 Bel Air (8) station wagon, $1,890° 
(ps); Sport coupe, $1,660, $1,595°; 
4-dr., $1,550, $1,530°; Two-ten (8) 
Sport sedan, $1,550°, $1,450°; Two- 
ten (6) Sport coupe, $1,445°; 4-dr., 
$1,360°; One-fifty (6) 2-dr.. $1,250. 

"56 Bel Air (8) Sport sedan, $1,240*, 
$1,000; One-fifty (6) 2-dr., $940; Two- 
ten (8) station wagon, $900*°; 2-dr., 
835; Two-ten (6) 2-dr.. $775. 

"SS Bel Air (8) 2-dr., $835*; conv., 
$665; Bel Air (6) Sport coupe, $660*; 
Two-ten (6) 4-dr., $655; One-fifty (6) 


2-dr., $520. 
"54 Two-ten (6) station wagon, $600; 
4-dr., $490; Bel Air (6) 2-dr.. $460°. 
"53 Two-ten 4-dr.. $430; 2-dr., $290; 


Bel Air conv., $410*; 4-dr., $405, $395. 
CHRYSLER—'S7 NY Sport coupe, $2,185* 
(ps). 
‘53 Windsor Newport, $245*. 
DeSOTO—'55 Firedome (8) 4-dr., $850*, 
. 


DODGE — ‘58 Custom Royal (8) Lancer, 
$2,200° (ps). 
"57 Coronet (8) Lancer 4-dr.. $1,715* 
(ps); Coronet (6) 4-dr., $1,275. 


‘55 Royal (8) Lancer 2-dr.. $670°*. 
"54 Royal (8) 2-dr., $450°, $435°; 4-dr. 
$420° (ps). 


EDSEL—'58 Ranger 4-dr., $1,850° (ps); 
Pacer Hardtop 4-dr.. $1,755*, $1,735°*. 


FORD —'58 Thunderbird, $3,435° (ps); 
Fairlane 500 (8) Victoria 2-dr., $2,- 
035°, $1,900°, $1,885° (ps), $1,800; 
conv., $1,750° (ps); Ranch Wagon 
4-dr., $1,795; Custom (8) 300 4-dr., 
$1,685°, $1,625. 

'S7 Country sedan, $1,570°, $1,565°; 
Fairlane 500 (8) Victoria 2-dr., $1,- 
505°, $1,425°, $1,405°, $1,350°; Vic- 
toria 4-dr. $1,470*; Ranch Wagon 
2-dr., $1, ; Custom (8) 200 4-dr., 
$1,320° (ps); Custom (6) 2-dr., $1,- 
110°, $1,095, $1,080; 4-dr., $1,005. 

’56 Thunderbird Hardtop, $2,100° (ps); 
Fairlane (8) Victoria 2-dir., $1,145* 
(ps), $900°; Victoria 4-dr.. $1,125*, 
$910* ; conv., $1,030° (ps); 2-dr., $840°; 


Fairlane (6) 2-dr.. $825°; Ranch 
Wagon 2-dr.. $1,140°; Country sedan 
(6) 4-dr., $1,080* (ps); Custom (8) 
4-dr., $990° (ps), $795, $775, $740, 
$715°; 2-dr., $800. 
"55 Country sedan (8) 4-dr.. $1,245*; 
Custom (8) 2-dr.. $795, $735° (ps), 
$665; 4-dr., $765, $595, $585; Fair- 


lane (8) 4-dr., $735*, $500°. 
‘54 Crest (8) Victoria 3-dr., $670° (ps); 


4-dr., $565; conv., $325° (ps); Main 
(6) 2-dr., $410. 
IMPERIAL—'57 Southampton 2-dr., $2,- 
540° (ps). 
"55 4-dr., $1,310° (ps). 


LINCOLN — ‘57 Premiere coupe, $2,650* 
(ps), $2,510° (ps). 
"54 Capri conv. $500*° (ps). 
MERCURY—’58 Monterey coupe, $1,895°. 
"ST Voyager station wagon, $1,685. 
"66 Monterey station wagon, $1,300°. 


(Copyright, 1958, by Automotive News) 





*55 Montclair 4-dr., $780°; Monterey 4- 
dr., $750°, $690°. 
"54 Monterey 4-dr., $540°; Custom 2-dr., 
$500, $405, $350. 
NASH—'55 Ambassador (8) Country club, 
$685° (ps); 4-dr., $635°; Statesman 
(6) 4-dr., $465. 
OLDSMOBILE — '57 Fiesta 4-dr., $2,200* 
(ps); (98) Holiday 4-dr., $2,100* (ps); 


(88) Holiday 2-dr.. $1,870° (ps); 
conv., $1,805° (ps). 

"56 (88) Super Holiday 2-dr., $1,130° 
(ps), $1,125°; 4-dr., $1,025°, $950° 
(ps); (98) 4-dr., $750° (ps). 


PACKARD—’55 Patrician "Iardtop 2-dr., 
$1,050° (ps), $900° (ps); Clipper Pan- 
ama, $800°. 

"54 Patrician 4-dr., $390° (ps). 
"53 4-dr., $320°. 

PLYMOUTH—’'58 Savoy (8) Hardtop 4-dr., 
$1,925°, $1,900°. 

"ST Belvedere (8) 4-dr., $1,400*; 
(8) 2-dr., $1,140°. 


Savoy 


"56 Belvedere (8) Sport coupe, $1,275*; 
4-dr., $880°. 

"55 Belvedere (8) 4-dr., $535; Plaza (6) 
4-dr., $420 


'S4 Plaza 2-dr., $265. 
"50 station wagon, $200. 
PONTIAC—'57 Chieftain (8) station wag- 


on, $1,835°; Catalina 4-dr., $1,650° 
(ps); Star Chief (8) conv., $1,665° 
(ps); Catalina 2-dr.. $1,630° (ps). 


"56 Star Chief (8) Catalina 2-dr.. $1,- 
190° (ps); Chieftain (8) Catalina 
2-dr., $1,080° (ps); Catalina 4-dr., 
$1,065°, $1,000°. 

"SS Star Chief (8) Catalina 2-dr.. §990*; 
Chieftain (8) 4-dr., $725°*. 

"54 Star Chief (8) 4-dr., $550°. 


’653 Chieftain (8) conv., $260*. 
RAMBLER — ’55 Custom Cross Country, 
$800; 4-dr., $630. 
STUDEBAKER—’56 Champion (6) 
$695. 
*53 Commander (8) Hardtop 2-dr., $385, 
MISCELLANEOUS—’55 Ford %-ton pick. 
up, $645; International 1%-ton pickup, 
$400. 


2-dr,, 


EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 
Thursday. Prices are for sale of Oct, 23, 
New car trade-ins beginning to show up. 
As yet no decline in prices is noted since 
demand remains at an all-time high. Sold 
77 cars from 88 consignments. 
BUICK—’58 Special Riviera 2-dr., $2,130*, 
*57 Special conv., $1,560*; 2-dr., $1,400*, 
655 Century Riviera 2-dr., $900*; Special 
4-dr., $600. 
°54 RM 4-dr., $450° (ps). 

*53 Super Riviera 2-dr., $490*. 
CHEVROLET — ‘56 Two-ten (6) 4-c<r. 
$950*; Two-ten (8) 4-dr., $940. 

"55 Bel Air (6) sport coupe, $840*; Bel 
Air (8) 2-dr., $800*. 

*54 Bel Air Hardtop, 2 at $500*; 
ten station wagon, $480. 


Two- 


"53 Bel Air 4-dr., $480*°, $425; Two-ten 
4-dr., $340, $265*; One-fifty 2-cir., 
$285, $160; Two-ten station wagon, 
$340. 


*51 Deluxe 4-dr., $150*. 
CHRYSLER—’53 Windsor Deluxe (6) 4- 


dr., $225°. 
"50 NY 4-dr., $130; Windsor Deluxe 4- 
dr,, $180°. 
DeSOTO—’'53 Firedome (8) 4-dr., $400* 
(ps). 
’52 Firedome (8) 4-dr., $180. 
DODGE—’53 Coronet (8) 4-dr.. $300°*. 


FORD—’58 Fairlane (8) 500 Skyliner, $2,- 
380* (ps); 4-dr., $1,900*. 

"57 Custom (8) 2-dr., $1,070. 

’56 Fairlane (8) 2-dr., $970°*. 

’55 Fairlane (8) Victoria 2-dr., 
Custom (8) 4-dr., $460°. 

"53 Custom (8) 2-dr., $335; Crest (8) 
conv., $320*, $290*; Custom (6) 2-dr., 
$305. 

"52 Crest (6) 2-dr., $140. 

"51 Custom (8) 4-dr., $110. 

"50 Custom (8) conv., $120. 

"49 Custom (8) 2-dr., $130. 

MERCURY — '56 Monterey conv., 
(ps). 

*54 Custom Hardtop 2-dr., $575*. 

"53 Monterey conv., $260. 

"S51 4-dr., $120. 

OLDSMOBILE—'54 (88) Super 4-dr., $560*. 
PACKARD—’'55 (400) Hardtop, $790° (ps). 


$950°; 


$1,250° 


PLYMOUTH — ‘56 Belvedere (8) 4-dr., 
$900°; Plaza (8) 4-dr., $835°; Savoy 
(6) 2-dr., $750. 

"54 Savoy (6) 4-dr., $550°; Belvedere 


-, $385°. 
*53 Suburban 2-dr., $370. 
"52 Cranbrook 2-dr., $120; 4-dr., $110. 
"51 Cranbrook 4-dr., $145. 
PONTIAC—'53 Chieftain (8) 2-dr., $265; 
Catalina, $185°. 
RAMBLER—’53 station wagon 2-dr., $340. 
MISCELLANEOUS — '58 Chevrolet %-ton 
pickup, $1,545. 
"56 International %-ton travelall, $350. 


(Continued on Page 41, Col. 1) 
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DYER = IND. 
SALE EVERY FRIDAY 
CARS AT 12:30 P.M. 
TRUCKS, NOV. 14th, 11 A.M. 





UNlen 5-2361 Chicago line: REgent 1-6181 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


MICHIGAN 


AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 4 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


GRAND RAPIDS AUCTIONS, INC. 
Co in Gep EE Bep eae f Cuatiie, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








ST. LOUIS AUTO 








"|| AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 


AND FRIDAY 
We Issue Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 


CROSSROADS OF THE EAST 


N:A:D-E 


WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 





NEW YORK CITY'S 


Shyline Auto Auctions 





EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EV : 
John W. Becker 















NEW YORK STATE'S OLDEST 
TIONALLY KNOWN 


NA 
TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 
Soap eantie == £5 OcRect 
80 car sale average 
All Titles and Checks Guaranteed 











NEW YORK 
Thruway Auto Auction, Inc. 
Route 188 Bvffelo, New York 


EVERY TUESDAY 
Insured Checks — Insured Titles 
Fest, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


Ayi Dealers — Land at Buffalo Air-Park, 

5 mi south of Buffalo Municipal Airport. 

Hard surface runway - Unicom Radio. Auction 

is only five minutes away. Call us, we'll 
you up. 


LAFAYETTE—Syracuse Auto — 
Center of Empire State. Check an 


Title Protection. (Wed.). 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
On 6. S. Route 20A Phone 5-9535 





PENNSYLVANIA 


MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M, 
%& Dual Lane Selling 
%& Auction Checks 
%* Titles Guaranteed 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





Issued 








TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 








WISCONSIN 








MILWAUKEE 


AUTO AUCTION 
Phone: SOuth 1-118! 


4 miles south of city limits on 
U.S. Highway 41 


SALE EVERY WEDNESDAY 
Dual lane selling 
Checks and tities guaranteed and bonded. 
Dyer, Indiana's Round Man, George Lawson, 


















Crossroads 

+ ++ where they meet . . . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automeptive News. 


You will reach both groups through 
an ad in Automotive News. 
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THAT THE TRIB GETS TO oe 


seed Sera es 


MEN IN THE DRIVER’S SEAT... aa 


Tres 


MORE PROOF “ 


i 


The latest Herald Tribune Home Study—in Nassau and Suffolk counties— 

shows that 95.7% of TRIB families own an automobile... 

almost half of these cars are 1955 models or newer... and one 

out of four TRIB families own two or more automobiles. These are the NEW YORK 

quality families who buy quantity ...at a profit! You’re missing plenty 2 b 

if you don’t reach this high-powered quality market of the Herald Tri une 

Herald Tribune. Get complete details... today! TODAY’S VITAL NEWSPAPER! 
230 West 41st Street, New York 36, N. Y. 


i 
© A European Edition of the Herald Tribune is published daily in Paris 
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Current Prices on Cars 


Made in United States 





The following prices include the sug- 
gested base factory lst prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1958, by Automotive News) 


1959 MODELS 


BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
ged., $3,357; 4-dr. hardtop, $3,515; 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra —4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225-—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr. hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldorade—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 

OHEVROLET — (Prices are for six- 
For V-Ss, add $118.) 
Biscayne 4-cir. , $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan., $2,440; 2-dr. sed., $2,386. Impala— 
4-dr. sed.. $2,592; 4-dr. hardtop, $2,664; 
2-dr. hardtop, $2,599; conv., $2,849. Sta- 
tion Wagons—2-dr. 2-seat Brookwood, §$2,- 
S71; 4-dr. 2-seat Brookwood, $2,638; 4-dr. 
2-seat Parkwood, §2,749; 1-dr. 3-seat 





Allstate Discount Bid 


Rapped by Utah Group 

SALT LAKE CITY.—The Utah 
State Insurance Commissioner 
has ordered a hearing in a com- 


subsidiary, 

filed by the Utah Automotive 
Trades Assn. 

Avard W. Booth, UATA execu- 

tive secretary, said his organiza- 





2-dr. | 





by R. 


Truck ri 
released 


AUTOMOTIVE NEWS, NOVEMBER 3, 1958 


New Commercial-Car Registrations, 


34: States for September, 1958-1957 


istrations by states are 
weekly, as compiled 
L. Polk representatives in 

































































































































































Kingswood, $2,852; 4-dr. 2-seat Nomad, state capitals. 
$2,897. Corvette—hardtop cpe. or conv. . 
(V-8 std.), $3,875. 8 States Previously Reported "58) 24972 27 313) 2354) 636 M16 162 32 120 155 347| «(7756 
CHRYSLER—Windsor—4-dr. sed., $3,- _ For September “57| 3 3443) 33 416 2758| —- 702 1159) «159 46) 101 ; 148 186 9151 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, : "5g | | 3) 4) 15 30 46 805 
$3,289; conv, $3,620; 4-dr. 2-seat stat. | “"20" a | - 2| 5 7 toa in 2| 4 5 21 28} 1091 
wag., 691; 4-dr. 3-seat stat. wag., $3,- — — - — —_—___—_— — — - — - ———— es . 
878. | Saratoga—4-dr. sed., $3,966; | 4-dr. | Colorado ‘s8| 348 10} = 48) «273 9 72 6 8 2 97 37| 1012 
Sasdtep, $4,104; 2-dr. hardtop, $4,026. "57| 380 I 7Ij 337 108: 135 6 6 9 78 25 | 156 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- See omen . , | 5 
top, $4,533; 2-dr. hardtop, $4,476; conv., | Connecticut ‘58 | 3 14% 5 19 0 4 | 14) ; - aI = = 
$4,889.50; 4-dr. 2-seat stat. wag. $4,997: i. 57] a a a. ee ee ati iain 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. ' | | I 8 7 16 
hardtop, $5,318.50; conv., $5,748.50. Delaware a el 2 3 5 | a 7 1 7 2 4 162 
(TorqueFlite, power steering, power brakes | —— : - _ ~ - = — —— _ ; 
standard on Saratoga, New Yorker and /| Florida 58) 660 9) 63 647 209; 211 54 7 83 5 | 179 2220 
300-E. ) "57| 781 16} 9 790; 149] 232} 50] 3] 40} N08] 2380 
DeSOTO—Firesweep—4-dr. sed., $2,904; | |, cet { i 7 | 29 12 583 
4-dr. hardtop, $3,038; 2-dr. hardtop, §$2,- Idaho oI 7 ' 5 : 5 o ! 7 3 30 6 559 
967; conv., $3,315; 4-dr. 2-seat stat. wag., — — —— — . LS = 
$3,366; 4-dr. 3-seat stat. wag., $3,508. | iowa 58) 335) 18 45 369 62 205 9 4) 3 12 3 1100 
on take ae a $3,234; 4-dr. hard- "57| 428 it} 59| 450 6! 240 13 3 4 , = 28 1318 
| top, . ; 2-dr. hardtop, $3,341; conv., | - - ’ > : - ; a i 7 7 
$3,653. Firefiite—4-dr. sed, $3,763; 4-dr. | Kansas 58 415) 5} =) 9 "No 181 : z s * ; ‘> 
hardtop, $3,888; 2-dr. hardtop, $3,831; aes 'S7 _ 470) _3|___57| 510} sis sats — — — aneenmenetasei 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- ‘6! 5B) 25) 2! 8 15 57 1523 
216; ‘4-dr. 3-seat stat. wag., $4,358. Ad-| ov'siene Z =) ‘| | i “at ib 19 6) 10) 12 24| 2083 
venturer—2-dr. hardtop, $4,427; conv., $4,- a — — - — — — — ee — - ? 
749. (Torquefilte standard on Fireflite and | Maine "58) 2 150 1} 18 101 53 7 i 8 8 44 18 506 
Adventurer. Power steering and power 57) 2 152 31} 173 47 10! 12) 7 ! 47 12 585 
brakes standard on Adventurer.) , r= r * 2 ; on - ' a 
‘ | 110 29 8 y 7 %5| 871 
DODGE—Coronet Six—4-dr. sed, $2, | Marviend 2 ri jst | 3] las 16 3 24 I fT) ek 
586.50; 2-dr. sed., $2,515.50; 2-dr. hard- —_— — -— — - " — —— _ i ea 7 
top, $2,643.50. Coronet V-8—4-dr. sed., | Minnesota 58) 298 | 4) 32) 328! % 211 17 9 $6 i 62, 1074 
Se octet “s i. aes £¢ hardtop, "57) 429 6} 57} 553) 104) 219 18 22 . 8} 26 _ 22) 1464 
' 50; 2-dr. ardtop, .764; conv., ane ——— = 7; 
$3,089. Royal—4-dr. sed, $2,934; 4-dr. | Montana ‘58 155 26) 1 41) 101 6 ‘| 4 ¢ S . 
hardtop, 5521088. 80: 2-dr. hardtop, $2,990. 57) __ 27, 3 483|_—sidB 45| 143 5 as : 
ustom wal—4-dr. sed., $3,144.75; 4-dr. "ce) { | 165! 1% 4) é! 4 47 770 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; | Nebraske o at : 3 = = = 12 3 9] «19, Sst 
conv., $3,421.50. Station Wagons—4-dr. 2- | — - - - . 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, | Nevada "58! 55 26 28) 21) 39) "7 3 17| 51 254 
_ 4-dr. 2-seat Custom Sierra, $3,- "57 55 17 50! i8 7 6 4) 4) 161 
8; 4-dr. 3-seat Custom Sierra, $3,438.50. | ——— —— ; x ; - ' = 
EDEI,“(Pricen are for v8" moael | Nov Joney 7 72 4 wa we ef el Os) 
Deduct $83.70 for six-cylinder Rangers;| = vl aha ' . — . oon 
deduct $96.50 for six-cylinder stat. wags.) | North Dakota "58) 128 2) 28 | 115) 28) 147 I | | 3} 2 456 
Ranger- “4-dr. sed. $2,683.50: 2-dr. sed..| 57| 126| 23) «(188| 42031] s135 4| 3| i| 516 
629; 4-dr. hardto 755.50; 2-dr. | —— - —_— — — - . : 
hardtop, $2,690.50. Conner ta d $2. Ohi ‘58 i S45, 8| 109 584 192, 363! 3 78| 67 142| 2135 
P: ._o . 9} 73| 74, +3049 
812; £3 hardtop, iin ay ‘7 a 818 8) 227 1s 192) 396; BL _ 18 69) Se 
top, 819; conv., .072. Station agons ae ’ | ! 
— a $2,971; 4-dr., 3-| Oklahoma Ra mr i _ bord | i 9) ‘| I 7 3| i 
sea ager, $3,054.70. ons a sol a = - a : eee sens = 
FORD—(Prices are for six-cylind od- | P Ivani "58 25| 838 20 192; 608; 266) 449 99) 17| 63} 159| = 302) 3038 
els. For V-8s, add it) V-s-| ‘57 | 2 1072) 21 301} 1012} 27! 649) 149) 39) 66) —«(149|_—st9|—(3888 
| 4-dr, sed., $2,273; 2-dr. sed., $2,219; bust-| Rhode island 58 | |= = ii; 28 4 1 1 44 2 OI 
| 11 Sar wed. $2,397 Fairlane oon ai. Ls ~ 4 = _ a 2 : : : - 
| 411; 2-dr. sed., $2,357. 500—4-dr. | ——— - a : _ . , Ti aI _— 
| sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- | South Dakota a - [ 2 oe 7 @ ; J 1 = | 
| top, $2,602; 2-dr. hardtop, $2,537; conv.., | ~ enum ae ! SS 
| $2,839; retractable hardtop (V-8 standard), | Vermont ‘ss 2 i 2 = I) 7 | 3) | is] | = 
$3,346. Station Wagons — 2-dr. 2-seat | ‘57 | | | I | | | 4 
Ranch Wagon, $2,567; 4-dr. 2-seat Ranch | ona ~ _— ‘se 392! il “6! 42 68 161) 39 5) 2 56) 75) 1287 
Wagon, $2,634; 2-dr. d-seat Country | ‘'"9'"'* 7 | oe 2) 89] 460|Ss] sa] =] Sst] S08} S32] 29] 375 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, | ———__— ; j 7 “74 8s i9 14 14) a 21) 927 
$2,745; 4-dr. 3-seat Country Sedan, $2,829: | West Virginia ‘58 | 2 | 278) 7 iol 7 Hd 
éorkira ov s “aaaeeds Oa, hasten. _ sai | mat | 7 7 a * ; 3) 1 z 13) 382 
- ndard) — 2-dr. rdtop, | W. i 7 | | } 
$3,696; conv., $3,979. yoming 57] cs 128 |} 13} 39 76| 5 35| 2] 46 
IMPERIAL—Custom—4-dr. sed., $5,016; | 34 States Reported to Date ‘8 50; 9892; 146) 1443) 9197/2724, 4638) = 649 —a Si5| 1266) 1660) 32559 
ae =" = aw os. For September 57) 39| 129% 139) 2103} 12272} 2675| 5190) 627) 244) 493) aad 886; 38612 
50. Crown—4-dr. , ; 4dr. | — —— _ _ : ' i 
' : a : Year ‘58 590) 178889)  2082/ 26523) 143759| 36228| 62433) 8347| a. 21769| 507512 
qanv. 6,973.00. Latasen 4-4r"'s0d’ 90. | _ to Dato 57| __502| 213078| 2468] 34296) 197150] 45167| 68082| 9583] “Wonl tsise 15158) 13423) 615054 
103; 4-dr. hardtop, $6,103. ( “The information contained in this report has been compiled from official state documents. Every - precaution has been 


power steering, power brakes standard on 
all models.) 


OLDSMOBILE—Sertes 88—4-dr. sed., $2,- 
(Continued on Page 44, Col. 3) 


| exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
& Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & Co. 


R. L. Potk 


There has 





been an interruption in the sapere 
they become available, revised totals will i 


issued by R. L. Polk & Co. 


New Passenger-Car Registrations, 31 States for September, 1958-1957 


for Crouse. Year-to-date figures do not include Oregon figures for July and August. When 




























































































' Previously Reported 's8 1150 56) 1206) 313} 55; 236] 739) 2053} 3396) 5620) 177 108 777| 6682) (1274) 466 7105 1295] = 1107)—«11247 14) 262) +276} = 2219-25026 
eee cos or ‘S7 430) 60 cc 558} 165| 481, 1446) 3098] «57 8777; 471, ~—s«A44 1532| 10724) 2129| + —«690}_—«8921| += 2090|~—«41823| 15653] — 24) ~—390]~—s 414} ~—*1030| 34459 
Araona 58) 57] é 8) 26) 10) 1 ce 26) 13) 80) 594) 100 4569 #2 110; 2 7 9} «319; ~—«2158 
57) 51) 8) 9) 18) «0 : _107 | 590) 854) 60) 19 152 1085 184 be} ‘744 189 161 1375 2 24) 26 207 3342 

Colorado 58) 130; —«10 cal ~ 42) +10) 2~=S—)ti«‘i)CiSOY iA C72 26) 16 120| 685) 120 si; 10% 162 137) ‘1545 2) 30) 32). 496) «3542 
57) 6 20) 115} 83 18) 4% 212) 417 775) 1013} 77} 27 238) 1355) 234) 106 1110 272 211} 1933 9) 41\ 50 208 | 443% 

Connecticut 58) 216) 3) 2729 69) ry 43) 142) ~—«472|—s734) sé 15) 37) 112) 982 isi; ti2) 921) 246 188) 1618 2 4i| 43) 944) ~—=«4550 
‘57)} 125} 26) 151) 116} 39/ 9 363} 773) 1410 1588/ 154) 44 207) 1993) 324 152) 1434 358 345 2613) 3} 74) 77} 540 6784 

Delaware “ 58) 77 3 30) 17) 8 17 20) %| + «is7 146) s 2) «#177 21 263 | 64) 4, 414) 7| 7), 908 
‘57) 13 5) 18} 38! 7) 22 79) 175} 321 327) 9) 5) 86 427) 73) 47 403) 87 108 | 718) 2) 10} 12) 38 1534 

Florida 58 364 | 433,—S—«O31 47|_115| «273, +~«1080| +~=«e46| ~—So2893 “4 «108 355, 3100) 507) 437) 2909) 599) 446) 4898) 3] 79 82) 2860| 13019 
57) 180) 75| 255) 271; 138) 253) 591) 1715) 2968) 4031 170} 146! 824; 5I71; 1089] 658) 4310) 875; 648) 7580) 118 127| 1451| 17552 

Minois 58) 768 | 4 809; (299) | + 159| 437) +1636 2591) 4565) 130) +142) 694, 5531, 1125| 641) 6121) 1273; 955) 101ls 6) 192| 1307) 20545 
‘57)| 466 50} 516} 503) 133} 373 991; 2808! 4808 7001 | 379) 186! 1305 887! 2022 852) 6034/ 1881 | 1492; 14281 16} 316 332) 647| 29455 

lowe "S83 * 6) O95) 79) 13) 29| +153) +«474)~=C«aaB)SC«éN AOD 44 24) 207, —«1677| 252] %| 1791 291| 328) 2787 | 2) 64) 66) 224) ~—«5687 
57) 70 6 7%| 118) 26! 90} 330/ 707) 1271] 2018 143 39! 381} 268! 484 153} 2321/ 500! a 60 67 109} 8127 

Kansas 58) 186) 16) 202) 43) 6 50; 172) 464) 735) ‘ti71] 38 16) 169| 1394) 303 82; 1604) +266) + ~=—-237) 3] «| 48; —«354) «5225 
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’52 Saratoga 2-dr., $120°. 
DeSOTO—’57 Firesweep 4-dr., $1,340*. 
’53 4-dr., $140°. 


Used-Car Auction Prices _ ||"%%ieinsat ist." 


'55 Dodge %-ton express, $650. 

54 Ford %-ton stake, $400; delivery, 
$380. 

50 Ford %-ton pickup, $205. 

40 International 1-ton, $130. 


FARGO, N. D. 


Tri-State Auction Company, Sale every 
Thursday. Prices are for sale of Oct. 23. 
Market rising steadily. Sold 73 cars from 
125 consignments. 
BUICK—’57 Super Riviera 2-dr., $1,700* 
(ps); Special 4-dr., $1,610* (ps). 
'55 Special Riviera 4-dr., $995°. 
CHEVROLET—’58 Biscayne (6) 2-dr., $1,- 
720; Bel Air (8) 4-dr., $2,250° (ps); 
2-dr., $2,250* (ps). 

'57 Bel Air (8) station wagon, $1,785*; 
sport coupe, $1,730*; Two-ten (8) sta- 
tion wagon, $1,625; 4-dr., $1,460°, 
$1,450*, $1,425*; Two-ten (6) 2-dr., 
$1,350. 

56 Bel Air (8) Nomad, $1,425*°; 4-dr., 
$1,075, $930°; Two-ten (8) 4-dr., $1,- 
165*. 

55 Bel Air (8) sport coupe, $1,060; 
4-dr., $865*; Two-ten (8) 4-dr., $850; 
2-dr., $680. 

CHRYSLER—’'51 NY 4-dr., $160°. 


DeSOTO—'56 Firedome 2-dr., $1,010. 

'54 Firedome 4-dr., $610* (ps). 

DODGE — ‘56 Royal (8) 4-dr., $1,070*; 
Coronet (6) 2-dr., $775. 

FORD—'58 Fairlane (8) 500 4-dr., $2,- 
125; ranch wagon (6), $1,610. 

'57 Fairlane (8) 500 2-dr.. $1,510°; Cus- 
tom (8) 300 4-dr., $1,435*, $1,265, $1,- 
300; ranch wagon (8), $1,300; Custom 
(8) 4-dr., $1,100. 

56 Custom (8) 4-dr., $1,050, $935*, 
$720; 2-dr., $985°*. 

’55 Fairlane (8) Victoria 2-dr., $1,205*; 
4-dr., $500*; Custom (8) 4-dr., $920, 
$810; Main (6) 4-dr., $610*. 

54 Crest (8) Victoria, $630*; Custom 
(8) 4-dr., $555°*, $405°. 

'53 Custom (8) 4-dr., $450. 

"52 Custom (8) 2-dr., $305*, $300°. 

"50 4-dr., $125. 

LINCOLN—'56 Capri 4-dr., $1,380* (ps). 
MERCURY—’57 Montclair Hardtop 4-dr., 
$1,500°. 

'56 Monterey station wagon, $1,420*, 

OLDSMOBILE—'56 (88) 2-dr., $920. 
'55 (88) Super 4-dr., $1,010*° (ps). 
PLYMOUTH — ‘57 Plaza (8) club coupe, 


(Continued from Page 38) $940. 
’56 Fairlane (8) Hardtop, $1,125*, $1,080* 
$1,535. (ps), $1,080*; Custom (8) station 
’55 Special Hardtop, $1,060* (ps); 2-dr., wagon, $1,090; conv., $1,050* (ps); 
$500°. Ranch Wagon (8) station wagon, 
*54 Super Hardtop, $585*. $950*; Main (8) 4-dr., $740, $505 
*53 Super 4-dr., $360* (fleet car); Main (6) 2-dr., $650*. 
’52 Special conv., $165*. ’55 Custom (8) station wagon, $935; 
’51 Super Hardtop, $135*. conv., $710; 4-dr., $700*; Custom (6) 
*50 Super station wagon, $215. 2-dr., $490; Main (6) 2-dr., $410. 
"36 4-dr., $105. ’54 Custom (8) station ‘vagon, $700*, 
OCADILLAC—’'57 sedan de Ville, $3,200* $550; conv., 2 at $500; 4-dr., $420*. 
(ps). "53 Custom (8) Hardtop, $505*; conv., 
’54 (62) 4-dr., $1,170* (ps). $440*; Main (6) station wagon, $480. 
"52 (62) 4-dr., $400°. "52 Custom (8) Hardtop, $320; 2-dr., 
’51 (60) Super 4-dr., $335°*. $170, $155. 
"50 (62) conv., $460°*. HUDSON—’53 Wasp 2-dr., $110. 
’49 (62) conv., $165*. ’52 Hornet 4-dr., $100*. 
CHEVROLET—’58 Bel Air (8) Hardtop, | UINCOLN—'53 Capri 4-dr., $420* (ps). 
$2,080* (ps); 4-dr., $1,850*, $1,800*; "52 Capri Hardtop, $280*. 
Delray (8) 4-dr., $1,725*. MERCURY—’'57 Monterey 4-dr., $1,400. 
'57 Two-ten (8) 4-dr. $1,360*; 2-dr., ’56 Custom station wagon, $1,225* (ps); 
$1,240. ° 2-dr., $1,125*; Montclair conv., $1,- 
56 Two-ten (8) 4-dr.. $1,075*, $1,020*; , 000° ; Monterey 4-dr., $965*. 
One-fifty (6) 2-dr., $585. 55 Custom 2-dr., $600°. 
'55 Bel Air (8) 4-dr., $850; Two-ten (6) ‘53 Monterey Hardtop, $610°. 
4-dr., $475. "52 Custom 2-dr., $260. 
54 Two-ten station wagon, $745*, $650°; 51 Custom 2-dr., $200. 
4-dr., $550; One-fifty 2-dr., $350. OLDSMOBILE—’56 (88) Hardtop, $1,340* 
°53 Bel Air coupe, $519; 4-dr., $420, (ps); 4-dr., $1,050*° (ps). | 
$315; Two-ten 2-dr., $425; $290, $275, | "54 (88) Hardtop, $780* (ps). 
$235; conv., $310*; One-tifty station "53 Super 88 conv., $390* (ps). 
wagon, $270. "52 (88) conv., $315*; Super (88) 2-dr., 
’52 Deluxe 4-dr., $290*. $115*. 
"51 Deluxe 4-dr., $230, $170. "51 (88) 4-dr., $205°. 
CHRYSLER —'55 Windsor 4-dr., $860* | PACKARD—’'55 Patrician Hardtop, $875* 
(ps). (ps). 


$990. 

‘5S Belvedere (8) station wagon, $910* 
(ps). 

"54 Belvedere 4-dr.. $530°; Savoy 4-dr., 
$280. 


'53 Cambridge 4-dr., $260. 
PONTIAC—'55 Star Chief 4-dr., $845. 
'53 Chieftain (6) Catalina, $185. 
'52 Chieftain Deluxe (8) 2-dr., $205*; 
Chieftain Deluxe (6) 2-dr., $185*. 
RAMBLER—'55 Cross Country, $960°. 
STUDEBAKER — ‘57 Golden Hawk (8) 
conv., $1,740° (ps). 
MISCELLANEOUS—’'56 Ford 1%-ton, $1,- 
015. 
'54 Ford 2-ton, $780, $760. 
*49 Ford, $315. 
"46 Dodge 1-ton, $150. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Oct. 22. 

Prices for Wednesday's rale climbed. 
Especially strong on clean units. This in- 
crease is due to a shortage of cars in our 
area. Sold 139 cars out of 176 consign- 
ments. 
BUICK—’57 Special Hardtop, $1,610* (ps), 


Used Imported 
Cars 


Albany 


Volkswagen—'56 2-dr., $1,075. 


Buffalo 


MG—'57 4-dr., $1,560. 
Volvo—'57 2-dr., $1,200. 


Chicago 
MG—’52 Roadster, $750. 


Metro—'55 Hardtop, $650. 
Volkswagen—'58 2-dr., $1,600. 


Detroit 


Austin—'58 2-dr., $1,100. 
Skoda—' 57 2-dr., $525. 
Volvo—'58 2-dr., $1,525. 
Volkswagen—'57 2-dr., $1,225. 
"56 bus, $1,110, 2-dr., $1,985. 


Ebensburg, Pa. 


Hiliman—’55 conv., $480. 
Taunus—'51, $100. 


Los Angeles 


Austin—’'56 Healey Roadster, $1,710. 
Fiat—’58 station wagon, $1,150. 
Hiliman—’'56 Minx conv., $820. 

*54 Minx conv., $525. 
daguar—'54 Mark VII 4-dr., $675*. 
Metropolitan—’56 2-dr., $840. 

"54 coupe, $480. 
Simea—'56 4-dr., $945. 
Triumph—’57 Roadster, $1,625. 

‘55 Roadster, $1,325. 
Volvo—’56 2-dr., $1,325, $1,295. 


Portland, Ore. 


DKW—’'57 2-dr. Hardtop, $1,280, 

Simea—’58 Aronde 4-dr., $1,365. 

Triumph—’58 sport roadster, $2,095. 
57 roadster, $1,705. 


Valdosta, Ga. 


Metropolitan—'55 Hardtop, $540. 


Warehouse Point, Conn. 


Hiliman—’56 station wagon, $635, 
Isetta—’57 1-dr., $395. 
Renault—’'58 Dauphine, $1,050. 














FORD—’'58 Fairlane (8) 2-dr., $1,625*. 
’57 Custom (8) station wagon, $1,575*, 
$1,140; Ranchero (6) station wagon, 
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1,192 = 1,172 '57 Century Riviera 2-dr., $1,855* (ps); 
909 917 Special Riviera 2-dr., $1,845* (ps), $1,- 
596 571 835* (ps), $1,605°; ie aa ; 
362 354 ’56 Century Riviera 4-dr., $1,380 ps); 
32 Super Riviera 2-dr., $1,160° (ps); Spe- 
243 2 cial Riviera 2-dr., $1,085*. 
198 182 '55 Century Estate wagon, $1,285*; Rivi- 
2 era 2-dr., $985° (ps), $950° (ps); 
Average $ 911 $ 945 $ 935 oon 4-dr., $790*; Riviera 2-dr., 
54 Super Riviera 2-dr., $775* (ps), 
° $725*; Century 4-dr., $690°, $625°; 
seemeaniincge. — Riviera 2-dr., $685*; RM conv., $680° 
’ -~ Vv , - (ps); Special conv., $650° (ps); 2-dr., 
470*; Plaza (8) 2-dr., $1,150*, $1,- a. ° . 
045. "53 Super Riviera 2-dr., $460° 335 * ; 
’56 Belvedere (6) conv., $675*; Plaza (6) Special 2-dr., $345; RM 4-dr. syo85e 
2-dr., $475*. (ps). : : 
‘55 Plaza 2-dr., $410. °51 Special 2-dr., $165. 
‘54 Savoy 2-dr., $465; Plaza 2-dr., $325.| +50 guper roe 4-dr., $150°, 
SS 2-dr., $820; 4-dr., $208. CADILLAC—’58 (62) coupe de Ville, $4,- 
PONTIAO — ’57 Chieftain 2-dr., $1,355*, 900* (ps). $4,465* (ps), $4,365* (ps), 
$1,285°. $4,250° (ps). f 
= station wagon, $400; 4-dr., '57 (62) coupe de Ville, $3,910* (ps), 
—,° 3,800*° (ps); (60) Special sedan * 
'53 Chieftain station wagon, $330, $300°.| $3: (pe): (62) sedan de Ville a3 cogs 
’52 Chieftain 4-dr., $200*. (ps). : 
RAMBLER—’ 56 4-dr., $800. | "56 (62) coupe de Ville, $3,680* (ps), 
'55 station wagon, $820. | $2,490* (ps); sedan de Ville, $2,895* 
’54 station wagon, $620, $600. | (ps). 
"52 2-dr., $175, $130. | ’55 (62) coupe de Ville, $2,170* (ps), 
’51 Hardtop, $180. $2,005* (ps); sedan de Ville, $1,670* 
STUDEBAKER—'54 Champion station} (ps); (60) Special sedan, $2,150° (ps). 
wagon, $335. (Continued on Page 42, Col. 4) 











Draws more traffic... 


Stunning Queensway Volkswagen in Toronto, Ontario, Canada, combines 80’ x 
40’ x 20’ Butler for sales in front, with a 100’ x 100’ x 20’ Butler for service in rear. 


CREATES MORE SALES 


A Butler dealership ‘building is a great tonic for 
car sales. It helps dealers succeed in so many 
ways: striking appearance to attract attention 
and draw people inside, compelling display area 
that shows off cars. And inside, more usable 
space for sales and service with column-free 
interiors spanning up to 120 feet wide. 

Queensway Volkswagen in Toronto was look- 
ing for these kinds of advantages and you can 
see that they decided on Butler. They also liked 
the economical price tag, because it left more 
money available for working capital. 

You might find it hard to believe, but a build- 
ing like this costs less than other types of com- 
parable quality construction. That’s because the 


pre-engineered, economically mass-produced 
Butler components making up the roof and 
frame save costly preliminary engineering and 
custom fabrication. Also, since the frame car- 
ries the building load, use of less expensive cur- 
tain walls is possible. They go up so fast that 
even further savings in time and labor result. 


This is the modern way, the lowest-cost way, to build 
well. Before you build, look at Butler Buildings. Their 
wide-open interiors make them easy to heat, light and 
ventilate. Their individualized beauty makes them 
ideal dealership buildings. Your Butler Builder has the 
facts. He’s listed under “Buildings” or ‘Steel Build- 
ings” in the Yellow Pages of your phone book. Call 
him, or write directly to the address below. 


BUTLER MANUFACTURING COMPANY 
765, prove 7432 East 13th Street, Kansas City 26, Missouri 


i 


Manufacturers of Metal Buildings © Equipment for Farming, Dry Cleaning, Oui Production and Transportation, Outdoor Advertising © Contract Manufacturing 
Sales offices in Los Angeles and Richmond, Calif. * Houston, Tex. * Birmingham, Ala. * Kansas City, Mo. * Minneapolis, Minn. + Chicago, III. * Detroit, Mich. * Cleveland, Ohio 
Pittsburgh, Pa. * New York City and Syracuse, N. Y. * Boston, Mass. * Washington, D.C. * Burlington, Ontario, Canada 





$2,448 $2,433 | every Tuesday. Prices are for sale 
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MISCELLANEOUS—’51 Crosley station 


BUICK—’58 Special Estate wagon, $2,570°*. 












EXCLUSIVE, QUALITY PLUS DEALERS 


WANTED 


FOR AMERICA’S MOST 


WANTED 


HAND ASSEMBLED FOREIGN CAR 


ORETT 


The Majestically Beautiful Automobile 
Hand-Crafted in Turino, Italy 





750 Super-Panoramic 4-Door Sedan offers luxurious com- 
fort for five passengers plus regal elegance of hand as- 


sembled body and finish. 
$2495 P.O.E. Boston 


Front Design of 750 c.c. Turismo Coupe shows 
overhead cam shaft and portrays easy acces- 
sibility to 750 c.c. engine. 

$2495 P.O.E. Boston 


Sa A A sn Ry 


The “Spyder” Convertible will be available to our dealers soon. Custom Built and Hand Assembled, this 
Moretti Convertible represents the last word in Foreign Car design. Your choice of 750 c.c. or 1100 c.c. engines. 
$2745 P.O.E. Boston 


WRITE, PHONE, WIRE TODAY! 


Moretti—the superbly crafted, hand assembled car that traveled 80,000 miles around 
i the world in 1955 on torturous terrains and in all climatic conditions with a sealed 
engine. Moretti offers big car luxury and comfort with small car economy: up to 42 
if miles per gallon . . . finger-tip maneuverability . . . speeds exceeding 120 M.P.H.— 
i get Moretti and sell the finest! 


The J. F.R. Co. 


Sole Distributor in U. S. A. for Moretti Cars and Parts 


585 E. Washington St., Route 1, North Attleboro, Mass. 
Phone MYrtie 9-4407 


ee ee ere 

















| DeSOTO—'5S Firedome sportsman, $2,645* 


| DODGE—'57 Custom Royal (8) Lancer, 


FORD—’'5S Thunderbird, $4,200*° (ps), $3,- 


HUDSON—'53 Hornet (6) 4-dr.. $150°. 


IMPERIAL—'57 4-dr., $2,935° (ps), §2,- 


LINCOLN — ‘56 Premiere 4-dr., $1,900° 


(ps). 
MEROURY—'57 Colony Park, $2,250* (ps); 


OLDSMOBILE — '57 (98) conv., $2,490* 


PACKARD—’'55 Clipper Deluxe (8) 4-dr., 


PLYMOUTH—'57 Suburban (8), $1,805°*, 


$650, 
PONTIAC—'5S8 Star Chief Catalina, $2,850* 


42 AUTOMOTIVE NEWS, NOVEMBER 3, 1958 


Used-Car Auctions 


(Continued from Page 41) 





54 Eldorado conv., $1,950° (ps); (62) 
coupe de Ville, $1,820* (ps); conv., 
$1,750* (ps); sedan de Ville, $1,400* 
(ps). 

"53 (62) coupe de Ville, $1,090* $895* 
(ps); conv., $715* (ps); sedan de Ville, 
$750; (60) Special sedan, $895* (ps). 

"51 (62) coupe de Ville, $600*; sedan de 
Ville, $410°*. 

"50 (61) coupe, $325*; conv., $255*; (60) 
Special, $210*. 

*49. (61) coupe, $255*, $105*. 

"48 (62) coupe de Ville, $155*. 


CHEVROLET—’'58 Corvette, $3,110; Im- 


pala (8) coupe, $2,575* (ps), $2,510*° 
(ps), $2,455° (ps), $2,365* (ps); conv., 
$2,385*; Brookwood (8), $2,450* (ps). 

"57 Corvette, $2,500*, $2,425; Bel Air (8) 
conv., $1,900* (ps), $1,500* (ps); sport 
coupe, $1,845*, $1,825*, $1,760*, $1,- 
750°, $1,705* (ps); 2-dr., $1,760°; 4- 
dr., $1,675*; Two-ten (8) townsman, 
$1,785*; sport coupe, $1,695*; Two-ten 
(6) 2-dr., $1,425°; 4-dr.. $1,385. 

*56 Corvette, $2,085*; Bel Air (8) conv., 
$1,410*, $1,335*; sport coupe, $1,340, 
$1,220*; Two-ten (6) station wagon, 
$1,265; Bel Air (6) 4-dr., $1,130. 

"55 Corvette, $1,650; Bel Air (8) 2-dr., 
$1,120°; 4-dr., $990*; Bel Air (6) sport 
coupe, $975* (ps); 4-dr., $970*; 2-dr., 
$875, $820; Two-ten (6) 4-dr., $850*; 
2-dr., $845°; One-fifty (6) 2-dr., $715. 

"54 Bel Air sport coupe. $745; 4-dr.. 
$700, $355; conv., $650*; Two-ten 4- 
dr.. $535, $450°; Handyman. $510* 

"53 Bel Air sport coupe $560*; 4-dr., 
$405, $400°, $365* (ps); Two-ten conv., 
$435; 2-dr., $350°; 4-dr., $315°*. 

"52 Bel Air conv., $195*. 


"51 Styleline Special sedan, $295*: busi- | 
ness coupe, $230; Styleline Deluxe 4-| 


dr., $180, $155. 
"50 Styleline Special 2-dr., $170. 
"47 delivery sedan, $160. 


CHRYSLER—'57 NY 4-dr. Hardtop, $2,-| 


530° (ps), $2,450° (ps) 

"56 Windsor Town & Country, $1,980* 
(ps); Windsor Newport 4-dr., $1,580* 
(ps) 

"55 NY Town & Country, $1,.675* (ps); 
Windsor Deluxe 4-dr.. $1,135* (ps); 
Windsor Nassau, $1.105* (ps). 

"52 NY (8) 4-dr., $155° (ps). 

"51 NY (8) sedan, $235°. 


(ps). 
"57 Firesweep sportsman, $1,595°*. 
"50 Custom (6) 4-dr., $115*. 


$2,060*, $1,.800°, $1,.765°: Royal (8) 
4-dr., $1,675*; Coronet (8) 4-dr.. $1,- 
425°. 

"56 Suburban (8), $1,300° (ps). 

"53 Coronet (8) 4-dr., $335°; club sedan, 
2 at $300° 

"52 Meadowbrook 4-dr.. %135* 


680° (ps), 2 at $3,650° (ps), $3,635° 
(ps), $3.625° (ps), $3,600*° (ps), §3,- 
580°, $3.570° (ps), $3.525° (ps) §$3.- 
485 (ps): country sedan (8), $2.495°* 
(ps): Fairlane (8) 500 Victoria 2-dr., 
$2,.305° (ps); conv., $2,.235° (ps). 
’'S7 Thunderbird, $2,700° (ps): Fairlane 
(8) 500 conv., $2,150° (ps); Victoria 
2-dr., $1,740° (ps), $1.575° (ps); town 
sedan, 2 at $1,550°; country sedan (8). 
$1,815°,. $1,780°; Del Rio (8), $1,725° 
(ps), $1,580; ranch wagon (8), $1,545. 
"56 Thunderbird, $2,320° (ps) $1,925° 
(ps): country sedan (8), $1,410° (ps). 
$1.355°:; Fairlane (8) Victoria 2-dr., 
$1,305*, $1.250°, $1,170° (ps), $1,160°; 
conv., $1,125°; town sedan, $1,085° 
(ps): club sedan, $1,035*; Custom (8) 
ranch wagon, $1,255; 2-dr., $935. 


‘55 Country sedan (8), $1,200*°; Fairlane | 


(8) Victoria 2-dr., $1,100*; club sedan, 
$990°*, $675°*; town sedan, $985*; conv., 
$845°; Custom (8) 2-dr., $825°; 4-dr., 
$800*: Main (8) 4-dr., $450. 


"54 Custom (8) ranch wagon, $585; cinb/ 


coupe, $480°; 4-dr., $410°; Crest (8) 
conv., $505°*: Main (6) 4-dr., $485; 
Custom (6) club coupe, $385* 

"S53 Ranch wagon (8). $500° (ps), $400; 
Custom (6) 4-dr., $300°; Main (8) 2- 
dr.. $285: Custom (8) 2-dr.. $270. 

"52 Main (8) 4-dr., $230; Crest (8) Vic- 
toria, $215°. 

"51 Crest (8) conv., $165°*; Custom (8) 
2-dr.. $145. 

"50 Custom (8) 2-dr. $145*, $100 


"S52 Hornet (6) club coupe, £170°*, $155°. 


900° (ps) 
"55 4-dr., $1.500° (ps). 


Turnpike Cruiser, $2,195° (ps); Com- 
muter, $2,185*; Monterey coupe, §$1,- 
635°. 

"56 Custom station wagon, $1,430*°; 
Medalist coupe, $1,145*; Monterey 
coupe, $1,070*. 

*55 Montclair coupe, $1,035*, 2 at §1,- 
005° (ps), $985* (ps). 

"54 Monterey coupe, $650*; conv., $585; 
Custom 4-dr., $435°. 

"53 Monterey coupe, $475*, $300*. 


(ps); Holiday 4-dr., $2,330° (ps); 
Holiday 2-dr., $2,155* (ps); (88) Super 
Holiday 2-dr., $2,230° (ps), $1,975* 
(ps); (88) Holiday 2-dr., $1.850*; 
Holiday 4-dr., $1,845* (ps). 

"55 (98) Holiday 2-dr., $1,150* (ps), $1,- 
080° (ps); (88) 4-dr., $955°. 

"54 (88) Holiday 2-dr., $980* (ps), $725* 
(ps). 

"53 (88) Holiday 2-dr., $595°; (98) 4- 
dr., $495° (ps), $305* (ps); Holiday 
2-dr., $470° (ps); (88) Super, $375*. 

"52 (88) Super conv., $285° (ps). 

"51 (88) 4-dr., $180°*. 

"50 (88) Holiday 2-dr.. $255*; (98) 4- 
dr., $115*. 

"49 (88) 4-dr., $110*. 


$655. 
*53 Clipper (8) conv., $385*. 


$1,650° (ps), $1,485; Belvedere (8) 
sport coupe, $1,770* (ps), $1,485; sport 
sedan, $1,760* (ps); Savoy (8) 4-dr., 
$1,190. 

"56 Belvedere (8) sport coupe, $1,235*; 
4-dr., $1,120*; Savoy (8) sport coupe, 
$960*; Plaza (6) club sedan, $740*. 

"55 Plaza (8) 4-dr.. $675*; club sedan, 
$575*; Savoy (8) 4-dr., 


(ps). 
*57 Super Chief Catalina, $1,890* (ps); 
(Continued on Page 44, Col. 3) 





WSSU LT: 


Salesman's Portfolio 


Introductory Trial Offer 


Ctl ae ea Te 


Tela rd $25.70 


Special Introductory price 
including supply of forms 
—only LB mS) 


SAVINGS . 7.05 


For Limited Time Only—One (1) 
Me ele 


Try it. You'll want more! 


Automotive Enterprises 
PBR ies ee ie eee 
Birmingham, Michigan 


FREE LOCK 


tS ee 
FREE-LOCK 


Auto-Lock HUB 


for 4-wheel drive vehicles 


The Hub a Child Can Engage 


Available for: 
® Willys © Dodge © GMC 
® International ® Chevrolet 
®@ Ford @ Land Rover 
® Mermon Herrington 


Simple engagement—Set ar- 
row to “in” position and walk 
away. Hub engages automati- 
cally and positively as vehicle 
moves. To Disengage, simply 
turn to “out’’. No tool ever! 
Just a light turn with the fin- 
gers. It’s simple, safe, sure! 
Fully guaranteed 1 year. 


JOBBERS—DEALERS 


FREE-LOCK hubs proven over 
millions of miles of use are 
preferred by thousands of 
owners. Write for information 
concerning your territory. 


FREE-LOCK 
CORPORATION 








That old new-car fever's here again. . . 


... $0 watch for AUTOMOTIVE NEWS’ Auto Show Issue of 1959 models coming December 1 


Again this year the editors of AUTOMOTIVE 
NEWS will publish their annual Automobile Show 
Issue. Here’s what you as an advertiser can look 
forward to in this greatest selling issue of the year: 


1. Every American automobile featured in beauti- 
ful full-color. 


2. Additional illustrations showing principal models 
of each make and top selling features. 


A complete section on trucks showing new models 
and other data. 


Feature stories about industry suppliers including 
new developments on ’59 models. 


Engineering and styling developments. 


Prices and specifications of all American auto- 
mobiles. 


RESERVE SPACE NOW 


1959 AUTO SHOW ISSUE 


Published: Dec 1, 1958 
Closing Date: Nov. 19, 1958 


7. Advertising news on each make including plans 
for 1959. 


These, and other outstanding features will make 
the December 1 issue of AUTOMOTIVE NEWS 
the most thoroughly read of the year by more than 
44,000 automobile men. For this reason alone, you 
won’t want to miss it. What’s more, over 2,500 
additional copies will be mailed to factory executives 
and their advertising agencies. 


This is the issue which is a favorite of many 
advertisers who want to show their products in 
three or four color. Using full-color is easy in 
AUTOMOTIVE NEWS and costs much less than 
you might think. If you have any kind of three 
or four color plates, your AUTOMOTIVE NEWS 
representative can show you how to utilize these 


in the show issue and, in most cases, completely 
eliminate production costs. 

Don’t miss this big selling issue! Your AUTO- 
MOTIVE NEWS representative has complete de- 
tails. Why not call today! 


NEW YORK: Edward Kruspak, Howard E. Bradley, Ray 
Billingham, Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 
LOS ANGELES: Robert E. Clark, Hollywood 3-4111 


The most influential publication in the eutemeotive industry. 


The Newspaper of the Industry 


Stocks Dip but Top Year Ago _ 


~_——i- 












Draw-Tite 


LINE OF EASY PROFITS! 


-puTy 
R OR HEAVY-DUT) 
REsTOM BUILT HITCHES 











Draw-Tite makes a 
hitch for every car make, model and year! 
TWO SIZES — 2000 G.W. lbs. for boat and 
utility trailers; 5000 G.W. Ibs. for large 
boats, horse and traveling house trailers. 
One-piece construction . . . no assembling 
. . . 15-minute installation. 


ONLY THE BALL SHOWS 


Additional profit-makers in the DRAW- 
TITE LINE Cam Tension Trailer 
Couplers (can’t release accidentally!) and 
NEW Field-Proven WINCHES (up to 3500- 
pound guaranteed pull!) 

LET THIS “SALESMAN” WORK FOR YOU! 


This name on the ball, being seen by 
hundreds of thousands in national adver- 
tising, is steering prospects straight to 
you. Make the DRAW-TITE line your extra 
profit-line . . . using your present facilities 
and personnel. 24-hr. factory shipments 
keep your inventory costs down. 





NEW! FULL-LINE FOLDER! Write for copy 





Nae mae ate dtl 


DRAW-TITE MANUFACTURING CO. 


Factory: Belleville 6. Mich 7 Branch: Starke 15, Fla 





BEDELL & NELSON ENGINEERS 
INCORPORATED 


Consulting Engineers-Architects 


Automobile Dealerships 
Gasoline Service Stations 
Truck Service Shops 


Fleet Maintenance Shops 
Bus & Truck Terminals 
Bus Service Shops 


Docks & Wharves 
Bulk Terminals 
City Planning 

Buildings 
Airports 


Highways & Bridges 
Municipal Works 
Industrial Plants 

Subdivisions 
Utilities 


1200 St. Charles Ave. New Orleans, La. 





Join dealers making high profits 


ambretta 


(SMARTEST THING ON WHEELS) 


DEALERSHIP FRANCHISE 
AVAILABLE IN... 


ARKANSAS, COLORADO, KANSAS, 
LOUISIANA, NEBRASKA, NEW MEXICO, 
OKLAHOMA, TEXAS AND WYOMING 





Famous Italian-built motor 


scooter line includes com- 
mercial vans and pickups. 
Over 100 MPG economy, 
largest selling scooter in US. 
Ideal line for new car 


dealer wishing added profits. 


Write, or wire for particu- 
lars. Send information on 


self/or firm. 





OVERSEAS MOTORS CORPORATION 


(distributor for such fine import lines as Rolls-Royce, Jaguar, MG.) 
2824 White Settiement Road « Ft. Worth, Texas © EDison 2-4181 





(Continued from Page 42) 

Chieftain Catalina 4-dr., $1,650*. | (8) 2-dr.. $700; ranch wagon (6), 
’55 Star Chief Catalina, $1,105* (ps); $680. 

Chieftain Catalina, $990°; Safari, ‘54 Main (8) 2-dr., $495; Custom (8) 

$930* (ps). 4-dr., $470; 2-dr., $465. 
’54 Chieftain (8) conv., $720* (ps); 2- *53 Custom (8) 2-dr., $470. 

dr., $585°. ’52 Crest (8) station wagon, $525*; Cus- 
‘53 Chieftain (8) conv., $325* (ps); tom (6) 2-dr., $115; Main (6) 2-dr., 

station wagon, $325*; 4-dr., $165*; $110. 

Chieftain Deluxe 4-dr., $235°*. MERCURY—’57 Monterey Hardtop 2-dr., 


"52 Chieftain (8) station wagon $210*; 


Chieftain Deluxe (8) 2-dr., $210*. aioet oes enone 


"56° Montclair 4-dr., $1,210*. 


"51 Chieftain (8) station wagon, $225*; ’55 Monterey 2-dr 685*; 4-d 520 
2-dr., $170; Chieftain Deluxe (8) 4-dr., | oy acnennenin 5a = date ede 
$125*, $115°. 4 LE — 5 (88) Holiday 4-dr., 

ee ise ’55 Custom (6) cross country, oe ‘Super Holiday 4-dr. $1,800° 

54 Custom (6) cross country, $425°. = Sot. Sees 

"52 Custom (6) station wagon, $360*, * = a oe, Tee"; Eeieay 

ot teat Super station wagon, $270*. 54 "tan ye * $755 

- ; . se ' ‘ -dr., $755. 

— SEED SS) GSR ., GOED" PLYMOUTH—'58 Suburban (8), $1,930*. 
STL DEBAKER 54 Champion (6) 2-dr., ’57 Savoy (8) 4-dr., $1,125*. 

__ 3360°. "55 Belvedere (8) 2-dr $775*; Savoy 

51 Commander (8) 4-dr., $125*, (8) 4-dr., $760* ; 

"50 Champion (6) conv., $135°*. "53 4-dr. $310°*. 

WILLYS—’54 2-dr., $320. PONTIAC—’57 Star Chief Catalina 4-dr., 

"50 station wagon, $180*. $1,605*. 

MISCELLANEOUS—'56 Chevrolet %-ton| (56 Chieftain Catalina 2-dr., $1.070°. 
pickup, $835; Ford %-ton pickup, $700. SS Celeste Catalan 4-ér., Geer". 


"54 Chieftain (8) 4-dr., $420°; Chieftain 
(6) 2-dr., $225. 

*49 4-dr., $145*. 
RAMBLER—'55 station wagon 
STUDEBAKER—'58 Golden 

$1,010*. 


"53 Ford %-ton stake, 
%-ton pickup, $410. 

"52 Ford ‘%-ton pickup, $535: 
baker %-ton pickup, $265. 

"51 Dodge %-ton panel, $175; Ford %- 
ton pickup, $320, $290. 


VALDOSTA, GA. 


$415; Studebaker 


muse- (6), $760. 


Hawk coupe, 


NEW YORK 


Skyline Auto Auction 


| 

Tom Hewitt Auto Auction, Sale every | Sale every Tues- 
Friday. Prices are for sale of Oct. 24. ¥| day. Prices are for sale of Oct. 21. 

We had a real good sale again today. Lack of new-car production helping to 
Plenty of dealers here. The weather was | keep used-car demand very high. Clean 
beautiful. and sharp cars bringing top dollar. Con- 
BUICK—'58 RM Riviera 4-dr., $3,000*. a ~ae ; 

"S57 Super Riviera 4-dr., $1,690*. : s ° 

= } ga = $990°; Special Riviera — Auctions in Brief = 

-ar C > 
; ; | BORDENTOWN, N. J 
OADILLAC—'57 ( . 2 Sele 
— 57 (62) sedan de Ville, $3, National Auto Dealers Exchange. Sale 
oman » y Wednesday. Prices are for sale of 
CHEVROLET—'58 Brookwood (8) $2,-| °Y°"’.. y+ 
225*; Bel Air (8) 4-dr.. $2.010°: Oct. 22. Heavy rains did not hamper reg- 


istrations or prices. Shortage of used cars 
brought out the largest group of buyers 
in months and they were paying top dollar 


Hardtop 4-dr., $1,950*; 2-dr., $1,885*. 
"57 Bel Air (8) sport coupe, $1,500*; | 


Two-ten (8) 4-dr.. $1,230. 

"56 Bel Air (8) station wagon, ga.see*; | Gr ost con ae a oS poem 
Hardtop 4-dr., $1,285*; Two-ten (8) * * * 
4-dr., $1,100*. | 

SS Two-ten (8) 2-dr., $775*; One-fifty CHICAGO 
(8) 2-dr.. $685; Bel Air (6) 2-dr., | Arena Auto Auction. Sale every Tuesday. 
$615; Hardtop 2-dr.. $575*; One-fifty | Prices are for sale of Oct. 21. We have the 


(6) 2-dr., $525. buyers for all sharp cars. Sold 439 cars 








"54 Two-ten 4-dr., $390*. from 561 consignments 
53 Bel << 4-dr., $440; One-fifty station . * *. 
wagon, 70. 
"52 Deluxe 2-dr.. $305; 4-dr. 260. FLINT 
"S51 4-dr., $155. _ § Flint Auto Auction. Sale every Thursday. 
CHRYSLER—’54 NY 4-dr.. $680°. Prices are for sale of Oct. 23. 63 percent 
DeSOTO—’'57 Firedome Hardtop 4-dr., $1,- of the cars consigned were sold. Sold 134 
750°; Firesweep Hardtop 2-dr.. $1.- cars from 216 consignments. 
420°. * * * 
popas ~—53 Cranbrook 4-dr., $260. INDIANAPOLIS 
. 4-dr., $120° 
ome | Ken Schaefer Auto Auction, Inc, Sale 
FORD—'SS Fairlane (8) 500 Hardtop 4-\ every Thursday. Prices are for sale of 
o = (ps); Custom (8) 300 2-| Oct 23. Weather: Cool and pleasant. 
‘ - : ; _| Market: Prices remained firm here today 
57 Fairlane (8) 500 Skyliner, $1,980°; | a5 79 percent of the cars »ffered for sale 
Fairlane (8) Victoria, $1,425° (ps); | were traded 
Custom (8) 300 2-dr., $1,260; 4-dr., | an | a og 
$1,200°. 


MASON CITY, IA. 


Central States Auto Auction. Sale every 


"56 Fairlane (8) conv., $1,100*: Custom | 
(8) 4-dr., $935; 2-dr.. $830; Main (8) 


: 4-dr., $750. | Wednesday. Prices are for sale of Oct. 22. 
55 Fairlane (8) 4-dr., $850°, $760°;| Fall festival sale a huge success. Sold 83 
2-dr., $825; Victoria, $825*; Custom | percent of 337 cars consigned. Market ex- 


(8) 2-dr., $755*; 4-dr., $750; Main | cellent! 


Current Prices on Cars 


Made in United States 


(Continued from Page 40) 





902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,-| hardtop, $2,822; 4-dr. 2-seat stat. wag., 
036; 2-dr. hardtop, $2,958; conv., $3,286; | $3,026; 4-dr. 2-seat hardtop stat. wag., 
4-dr. 2-seat stat. wag., $3,365. Super 88— | $3,116. 

4-dr. sed., $3,178; 4-dr. hardtop, $3,405; 1958 MODELS 

2-dr. hardtop, $3,328; conv., $3,595; 4-dr. 

2-seat stat. wag., $3,669. Series 98—4-dr. CONTINENTAL —4-dr, sed., $6,072; 4- 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr.|%%. hardtop, $6,072; 2-dr. hardtop, $5,825; 
hardtop, $4,086; conv., $4,366. (Hydra- | CODY: $6,283. (Turbo-Drive, power steer- 


ing, power brakes standard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr, hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 


Matic, power steering, power brakes stand- 
ard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 engine). Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,142.75. 


Belvedere Six—4-dr. sed., $2,439.75; 2-dr. '—_Medalist—4 af 
sed., $2,389.25; 4-dr. hardtop, $2,524.75; | 9 Gr mod $2. S0h naomten nite ene 
2-dr. hardtop, $2,461.25. Station Wagon $2 721: 2-ar sed ° $2,652; 4-dr hardten. 
Six—-2-dr. 2-seat Deluxe, $2,574.25; 4-dr. , : = o - ” 2 Pp, 


2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) 
Belvedere — conv. $2,814.25. Fury — 4-dr. 
sed., $2,690.50; 4-dr. hardtop, $2,771.25; 
2-dr. hardtop, $2,714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., #3,125.25. Sta- 





tion Wagons—2-dr. 2-seat Custom, §$2,- 
814.25; 4-dr. 3-seat Custom, $2,990.75; 4- 
dr. 2-seat Sport, $3,020.75; 4-dr, 3-seat 
Sport, $3,130.50. 
PONTIAC—Catalina—4-dr. sed., $2,704; 
2-dr. sed., $2,633; 4-dr. hardtop, $2,844; 
2-dr, hardtop, $2,768; conv., $3,080; 4-dr. 


2-seat stat. wag., $3,101; 4-dr. 3-seat stat. 
wag., $3,209. Star Chief—4-dr. sed., $3,- 
005; 2-dr. sed., $2,934; 4-dr. hardtop, $3,- 
138. Bonneville—4-dr. hardtop, $3,333; 2-dr. 
hardtop, $3,257; conv., $3,478; 4-dr. 2-seat 
stat. wag., $3,532. 


RAMBLER—American—2-dr. Deluxe sed., 
$1,835; 2-dr. Super sed., $1,920; 2-dr. 2- 
seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 
Super stat. wag., $2,145. Deluxe Six—4-dr. 
sed., $2,098. Super Six—4-dr. sed., $2,268; 
4-dr. hardtop, $2,343; 4-dr, 2-seat stat. 
wag., $2,562. Six—4-dr. sed., $2,- 
383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 


Corvette Has Clean Lines— 








signment way off here this week, Sold 61 


cars out of 105 consignments. 
BUICK—’57 RM Hardtop, $1,660* 
Special Hardtop, $1,640* (ps). 
’55 Super Hardtop, $910* (ps); Century 
Hardtop, $900*, $890*; Special Hard- 
top, $880*. 
53 RM 4-dr., $325* (ps); Super ‘-dr., 
$300°. 
°50 Special 2-dr., $135. 


(8); 


CADILLAC—'54 (62) 4-dr., $1,180* ps), 
’52 (62) 4-dr., $380°*. 
CHEVROLET — ’'55 Two-ten (8) station 


wagon, $840* (ps); Bel Air (8) Hard- 
top, $800. 
’53 One-fifty station wagon, $150. 
DeSOTO—’57 Fireflite (8) 4-dr., $1,580* 
(ps). 
’53 Hardtop, $305* (ps); 4-dr., $225°. 


DODGE—’57 Coronet (8) conv., $1,510*, 
*53 2-dr., $125. 

FORD — ’'57 Custom (6) 2-dr., $1,125*; 
Ranch Wagon (6) station wagon, $1,- 
165. 

56 Fairlane (8) Hardtop, $1,050* (ps); 
Custom (6) 2-dr., $750. 

'55 Custom (6) 4-dr., $640*, $635*, 
$550; Fairlane (8) 4-dr., $610*. 

’54 Main (8) 4-dr., $445°; Fairlane (8) 
Hardtop, $510. 

52 Custom (8) 4-dr., $210*. 

HUDSON —’'54 Super Wasp (6) 4-dr., 
$185*. 

LINCOLN—’56 Premiere Hardtop, $1,700° 
(ps). 

MERCURY—’55 Monterey Hardtop, $700*, 


$590*; 4-dr., $640°. 


'54 Monterey 4-dr., $535*. 


OLDSMOBILE—’56 (98) Holiday Hardtop, 
$1.250* (ps); (88) Holiday Hardtop, 
$1,065°*. 

'54 (98) 4-dr., $700* (ps); (88) 2-dr., 
$425*. 

PLYMOUTH—’'58 Custom (8) station wag- 


on, $2,005* (ps). 
'56 Deluxe (8) station wagon, $900*. 
°55 Belvedere (8) Hardtop, $715*; Plaza 
(6) station wagon, $660*;: (8) 2-dr., 
$525, $500. 
54 Belvedere (6) station wagon, $400. 
PONTIAC —'55 Chieftain Catalina Hard- 
top, $850*, $825* (ps). 
’54 Star Chief 4-dr., $495*° (ps) 
RAMBLER—'54 station wagon, $540. 
WILLYS—’'55 4-dr., $205°*. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 


day. Prices are for sale of Oct. 22. 
BUICK—’57 Century 2-dr.. $1,905* (ps), 
$1,685*; Super 2-dr., $1,840*. 
'56 Special 2-dr., $1,165*, $1,150° (ps). 


"4 
CADILLAC—'58 
035° (ps). 
‘ST (62) sedan de Ville, $3,000*. 
"56 (62) sedan de Ville, $2,310*. 
'55 (62) sedan de Ville, $1,500*, $1,375°. 


RM 2-dr., $515° (ps). 
(62) coupe de Ville, $4,- 


CHEVROLET—'5S Bel Air (8) Hardtop, 
$2,000°. 
'S7 Bel Air (8) sport coupe, $1,640*; 


Two-ten (8) 2-dr., $1,195, $1,140, $800. 
’55 Bel Air (8) 2-dr., $890°, $710; Two- 
ten (6) 2-dr., $675; Two-ten (8) 2 
dr., $865°. 
'54 Two-ten station wagon, $550. 
CHRYSLER — ‘57 Windsor 2-dr., 
(ps). 
DeSOTO—’'57 Fireflite 2-dr., $1,630°. 
'56 Firedome Seville 2-dr., $1,100*. 
'55 Fireflite 2-dr., $1,205° (ps). 
DODGE—’57 Custom Royal (8) 2-dr., $1,- 
730°. 
'55 Coronet (8) 2-dr., $825. 
'S4 Coronet (8) 2-dr., $485*; 
(6) club coupe, $205. 
'53 Coronet (6) club coupe, $250°. 
EDSEL—’58 Corsair Hardtop 2-dr., $2,060° 
(ps); Pacer 4-dr., $2,005° (ps), $1L- 
950°, $1,900° (ps). 
FORD—'5S8 Fairlane (8) 
dr.. $2,175°, $1,940°, 
conv., $2,165° (ps); 2-dr., $2,000°, 
$1,885°; country sedan (8), $1,940°. 


(Continued on Page 48, Col. 2) 


$1,775° 


Coronet 


500 Victoria 2- 
$2,050° (ps); 





hardtop, $2,769; conv., $3,- 
Montciair—4-dr. sed., $3,236; 4-dr. 

$3,365; 2-dr. hardtop, $3,254; 
$3,536; Turnpike Cruiser 4-dr. 
$3.577; Turnpike Cruiser 2-dr. 
hardtop, $3,495. Park Lane—4-dr. hard- 
top, $3,944; 2-dr. hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr. 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Merc-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matiec standard on Montclair, 
Voyager and Colony Park.) 


$2,840; 2-dr. 


conv., 
hardtop, 


PACKARD — 4-dr. sed., $3,212; 2-dr. 
hardtop, $3,262; 4-dr. 2-seat stat. wag., 
$3,384. Hawk— 2-dr. hardtop, $3,995. 


(Flightomatic and power brakes are stand- 
ard on all models.) 


STUDEBAKER—Scotseman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
wag., $2,055. Champion 6—4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-3 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 





stat. wag., $2,692; Oustom—4-dr. sed., $2,- 
513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
stat. wag., $2,807. Ambassador—Super— 
4-dr, sed., $2,587; 4-dr, 2-seat stat. wag., 
$2,881. Custom—4-dr. | sed., $2,732; 4-dr. 


This year's Corvette has smooth, unornamented hood and rear-deck surfaces. Seats 
have a more pronounced “bucket” effect; the passenger assist bar has been padded, 
and a storage shelf has been added below the assist bar. Wheei discs are slotted 
for better brake cooling. Price is $3,875. 
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Lawsuits Affecting Dealers ... 


Court Decisions 


By Leo T, Parker 


Attorney at Law 


R. J. ANDERSON, Buffalo, has 

asked an important legal ques- 
tion: “Is the city liable to me for 
damages to my stock of tires and 
automobile accessories caused by a 
water main which broke and flooded 
my basement?” 

First, I shall explain that ordinar- 
fly a city is not liable in damages 
for injuries to} 
persons and prop-| 
erty caused by| 
negligence of its) 
officials and em-| 
ployes who per-| 
form “governmen- 
tal” functions. 

The courts hold 
that governmental 
functions include} 
services for which 
the city receives 








L. T. Parker 
pensation, as fire protection, gar- 


no pay or com-| 


bage and sewage disposal, 
repairs. 

On the other hand, the courts 
hold that municipalities are liable) 
for damages caused by negligence 
of its officials and employes who 
perform ministerial functions. Min- 
isterial departments are those op- 
erated by the city for profit, as 
water, gas, electric and the like de- 
partments. 

For illustration, in the leading 
higher court case of Boston, 174 N. 
E. 686, the testimony showed that 
a water main broke and the water 
damaged property, including mer- 
chandise in a store. 

The higher court refused to 
hold the city liable because the 
store owner failed to prove that 
the break in the water main was 
caused by negligence of the 
waterworks officials or employes. 


For comparison, see Smith v. 
Boston Co., 129 Mass. 318. Here a 
property owner proved that the 
water pipes were not laid with rea-| 
sonable and ordinary care. In view) 
of this testimony the higher court) 
held the city liable for damages) 
caused by a break in the water 
pipeline. 

Other higher courts have held 
that a city is liable for damages) 
caused by a break in a water main| 
if the testimony shows that the) 
waterworks officials had knowledge | 
that the main was defective and/| 
failed to prompty repair it; or if| 
the testimony shows that the water} 
main had been in the ground for 
Many years and the waterworks| 
officials neglected to examine it for'| 
defects. 


On the other hand, as explained| 
above, a city is not ordinarily liable 
for damages caused by its employes) 
who perform governmental func-| 
tions. For example, a city is not 
liable for injuries to persons or 
Property caused by negligence of 
employes in its fire department. 

” - . 


An Important Ruling 


Ast month a higher court ren- 
dered an important decision in- 
volving governmental functions. 


For illustration, in Taylor Co. v. 
City, 87 N. W. (2d) 401, the testi- 
Mony showed that the basement of 
& building is equipped with shelving 
and is used for storage of the gen- 
eral items of merchandise as acces- 
Sory merchandise. 


One day a water main broke in 
front of the building permitting the 
Water to seep through the ground 
into the basement and damaging a 

e quantity of merchandise 
Stored therein. 


The store owner sued the city 
for damages and proved that he 
@ave due and timely notice to the 
City and its officers of the break 
in the water main, and that the 
City negligently failed to shut the 
Valves to stop the flow of water 
into the basement. 

Hence, solely by reason of the 
Negligence of the city officers to 
Shut off the valves after this 
Notification, the basement was 
flooded. 

It is interesting to note that the 
higher court refused to hold the 
City liable to the store owner be- 
Cause this part of the water system 
fecently had been enlarged to pro- 


street 





vide adequate flow of water for 
extinguishing fires. This court said: 

“It appears clear that the main 
consideration of the city in pur- 
chasing and enlarging the water 
system was to secure adequate fire 
protection. The protection of the 
lives and property of its citizens 
from loss by fire is a governmental 


function.” 
* * + 


Positive Proof Needed 


CCORDING to a late higher- 
court decision, compensation 
will not be awarded an injured em- 


ploye unless “positive” testimony is} 


given that the injury was sustained 
within the scope of his employment. 

For illustration, in Jenkins v. In- 
dustrial Commission, 272 Pac. (2d) 
601, the testimony showed that one 
Jenkins was employed by an auto- 
mobile dealer. While he was test- 
ing a battery it “exploded.” 


The testimony showed that |firmed a Baltimore Circuit Court|the City must return about $1.5 


ep 





BRACE YOURSELF! Here comes another driver who hasn't dimmed his lights 
He's 175 feet away. Your vision of your side of the toad is “washed out™ by his 

Jare. Then after you pass, « takes precious seconds for your eyes to readjust to 
oe reduced light, and you sull can't see the road ahead clearly. It's like enterung & 


|Baltimore’s Ad Tax 
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some acid was thrown into his 
face but no injury was caused at 
this time. Two weeks later Jen- 
kins testified that he noticed 
flashes or streaks of light in the 
right eye. Soon afterward he com- 
pletely lost his vision in the right 
eye. 

He applied to the state’s indus- 
trial commission for compensation | 
and was awarded compensation. 
Sometime later he began to see 
flashes of light in the left eye of 
the same character, as he had ex- 
perienced in the right eye. Later he 
lost vision in his left eye. 

In subsequent litigation, the 
higher court refused to award Jen- 
kins compensation under the State 
Workmen’s Compensation Act for 
injury to his left eye because no 
positive proof was given that the} 
exploding battery had caused blind- 
ness in the left eye. 

” « 


= 


Illegal, High Court Rules 


BALTIMORE.—tThe Court of Ap- 
peals has ruled that Baltimore's 
controversial advertising tax is il- 
legal. The State’s highest court af- 
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dark theatre on a sunny day’ 


New G-E SUBURBAN Headlamps 


No other 2-headlamp system ever gave you a5 
much light in the low beam as these new General 
Electric SUBURBAN Headlamps. And youseed 


have a “built-in spotlight” 
in the low beam! 


“built-in spotlight” effect—puts more light oy 
where you need it to make passing easier and 
safer. Helps you recover your vision more 





L-O-G6-E-® | 
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“Now, if you'll step into the 
next room, I’ll show you the rear 
of the car.” 





ruling which held that the tax 
curbs freedom of the press. 

The ordinance imposed a 4 per- 
cent sales tax on the purchasers 
of advertising and a 2 percent gross 
receipts tax on the proceeds from 
such sales. 


The high court’s decision means 


because you have new G-E 


peter hs + 


Le 


he! 


NOW YOU CAN SEE in spite of the other car's lighss— 
P SUBURBAN Headlamps Thew bust un spocighe 
effect in the low beam projects more light slong a 
Now you can 
your eyes on your side of the road ; 
200 - foot matk—which you cealds’s see with your old headlamps 


45 


million collected from newspapers, 
radio and television stations, bill- 
board companies and their adver- 
tisers. 


| * * + 


‘Car Is Replevined 


On ‘Insecurity’ Clause 


OKLAHOMA CIT Y.—Universal 
CIT Credit Corp. won its fight to 
replevin the mortgaged car of a 
prostitute because of a feeling of 
“insecurity” over her activities. The 
woman was not behind in her car 
payments. 


The court’s ruling was based on 
a clause in the CIT contract which 
gives the mortgage holder the right 
to replevin on a proper showing 
that a feeling of “insecurity” exists. 

A CIT representative said he de- 
cided to take action after police 
raided the woman’s home last July. 
Police testified that they found 
home-made syringes, empty inhaler 
tubes, a barbiturate tablet and two 
reducing pills and arrested four 
men in the raid. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 








better than ever before. 


the nght shoulder, heips keep 
that fallen box at the 
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Sell General Electric’s new SUBURBAN Headlamps with the 
“built-in spotlight” in the low beam—NOW, while millions 
are seeing G-E ads in America’s top magazines. 

No present 2-headlamp system gives as much light in the 
low beam. Therefore, 9 out of 10 drivers are prospects for 
pairs of G-E SUBURBAN Headlamps. With SUBURBAN 
Headlamps, you see through the light from oncoming cars, even 
if the other driver fails to dim. 

You can order SUBURBAN Headlamps in a new package 
.-. four in a carton. Eye-catching 32” x 21” streamer comes in 
each carton of 6-volt lamps, includes all the information you 
need to sell pairs of lamps. 

Order from your G-E wholesaler today. Let General Electric’s 
“biggest ever” headlamp promotion pay off for you. General 
Electric Co., Miniature Lamp Dept., Nela Park, Cleveland 12,0. 


GENERAL @@ ELECTRIC 





WATSON 


"Wwy° 
WEIGHTLIFTER 


... battery-powered hydraulic 
tailgates for pickups, stake 


and van trucks to 2% tons. 


* 3 Sizes... 


Series 1000 (1000# cap.) for all 
pickups. Series 1100 (1100# 
cap.) and Series 1300 (1300#) 
for stake and van trucks to 2% 
tons. 


* Best Performance, 
Finest Appearance 


in the field. Rugged reinforced 
safety plate platforms, perform- 


ance-tested hydraulic system. 


* Competitive 
Prices... 


You can offer more real perform- 
ance features at lower cost with 
WATSON WEIGHTLIFTERS! Lib- 
eral dealer discounts, too | 


-- Sy t- EXTRA PROFITS on your truck 

investigate the complete WATSON 
WEIGHTLIFTER line now. Write for literature, 
prices ; please oddress Dept. H-11. 


H. S. 
WATSON 


=_ COMPANY 


1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 


WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 


Prospects? 


Mere Then 4,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Pian" to increase Sales. 
Write for Free Samples and 
Details of this AMAZING PLAN 
and other specialties 


SANZO SPECIALTIES 


Box 68-A 


Endicott, N. Y. 
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Highways & Safety o% 


Interstate Road Fund 
In Peril, Says AAA 


Apportionments for the Interstate 
Highway System may be halted in 
fiscal 1961 unless corrective action 
is taken by Congress next year, the 
American Automobile Assn. re- 
ported. 

A total of $2.5 billion has been 
authorized by Congress for that 
year, but because of threatened 
depletion of the Highway Trust 
Fund, established to finance the 
Federal share of the national 
highway program, there will be 
no money for the 41,000-mile sys- 
tem in the fiscal year beginning 
July 1, 1960, under present legis- 
lation, according to Frederick T. 
McGuire jr., AAA president. 


He said money for the regular 
Federal-aid roads—primary, sec- 
ondary and urban or the so-called 
ABC systems—is not in jeopardy 
because these routes have first 
priority on the resources of the 
Highway Trust Fund. 

“Without remedial action in the 
near future, prospects for the in- 
terstate system—vital to highway 
transportation, the national welfare 
and the national defense—are grim 
indeed,” said McGuire. 

“The proposed apportionments of 
$2.5 billion for the 1961 fiscal year 
would have to be deferred. In place 
of $2.2 billion for the 1962 fiscal 
year, a meager $600 million would 
be available. 

“Thereafter, funds available for 
the Interstate System would be 
far below the amounts author- 
ized,” he added. “The result of 
inaction would be an intolerable 
delay in the completion date of 
this great highway network.” 

McGuire pointed out that the 

entire Federal share is paid from 
the Trust Fund, revenues of which 
are derived from certain taxes 
levied on highway users— prin- 
cipally the Federal three-cent tax 
on gasoline. 

“In order to solve the financial 
dilemma now facing the interstate 
system, Congress has a number of 
alternatives,” he continued. “Some 


Ford Prepares 
Bookful of Tips 


For Auto Owners 


DETROIT.—Ford division has 
announced publication of a 96-page 
book designed to help auto owners 
get more economy, service, per- 
formance and pleasure from their 
cars regardless of make. 

Titled the “Buyer’s Digest of New 
Car Facts for ’59,” the book con- 
tains 29 articles including Test- 
Driver Secrets of Good Gas Mile- 
age, Tricks of Driving on Snow or 
Ice, The Art of Reading Road 
Maps, Tips to Save Tires and A 
Woman’s Guide to What’s Under 
the Hood. 

Other articles include Hot Tips 
for Cold Weather, Pros and Cons 
of Changing Oil, How to Remove 
Upholstery Stains and How to ‘Stay 
Awake on Super-Highways. 

Also included is complete price 
information on all Ford models and 
options so that a reader can sit in 
his living room and compute the 
suggested list price of any 1959 
Ford. 

Other articles discuss the use of 
regular versus premium gasoline, 
whether optional equipment is an 
investment or an expense, and how 
to save money when buying a new 
car. 

The digest will be sent to any one 
at a cost of 10 cents for shipping, 
said L. A. Iacocca, division car- 
marketing manager. 


Stirton, University V-P, 
Elected to AMC Board 


DETROIT.—Dr. William E. Stir- 
ton has been elected a director of 
American Motors Corp. He is a 
vice-president of the University of 
Michigan and director of the Uni- 
versity’s Dearborn branch. 

In the latter capacity, Stirton is 
directing a program designed to 
strengthen the concept of educa- 
tion-industry interdependence with 
the aid of many business and in- 
dustrial concerns. 


of these—such as postponing the 
completion date of the System for 
many years or greatly increasing 
highway user taxes— would be 
strongly opposed by our organiza- 
tion. 

One of the System’s most im- 
portant benefits is its contribution 
to national defense—both military 
and civilian, he emphasized. 

“In recognition of this fact,” he 
added, “AAA has recommended 
that there be an earmarking of 
national defense expenditures to 
aid highway users in financing this 
project.” 


H ighway Program 
Lauded by Chief of 
Esso Foundation 


The multibillion-dollar Federal 
highway system will pay off in in- 
creased prosperity for all Amer- 
icans and provide a “steady under- 
pinning” for further economic 
growth, John J. Hall, director of 
the Esso Safety Foundation, told 
an audience of Rotarians in Balti- 
more. 

He said the new highway net- 
work also will reduce the “shameful 
toll of human lives,” resulting from 
“chaotic traffic conditions created 
by today’s inadequate roads.” In 
the opinion of experts, thousands 
of traffic fatalities could be pre- 
vented each year by better high- 
ways, he said. He spoke at a Balti- 
more Rotary Club luncheon during 
Oil Progress Week. 

Hall called the interstate system, 
which will include 41,000 miles of 
new Federal highways by 1972, “a 
public-works project about 29 
times greater in magnitude than 
the Panama Canal, the St. Law- 
rence Seaway and the Grand Coulee 
Dam combined.” 

“There has been nothing equal 
(to it) in the history of the world,” 
he said. 

He said there is evidence that 
downtown city business districts 
have nothing to fear from being 
by-passed by planned-access roads. 
Studies have shown, he added, that 
business actually is increased. The 
reason is that when through traf- 
fic is eliminated in business dis- 
tricts, many problems associated 
with traffic congestion are also re- 
moved—“the congestion which pre- 
viously discouraged local shoppers.” 

* ” +. 


$48 Million More for Roads 


Scheduled by Minnesota 


Gov. Orville L. Freeman said the 
State highway department plans to 
place $47,891,000 in interstate high- 
way projects under contract during 
the fiscal year ending June 30, 1960. 
Freeman and Highway Commis- 





Greetings— 

H. W. Smith jr., left, Ford dealer in 
Norwich, N. Y., and president of the Ford 
Merchandising School Alumni Assn. for the 
Northeastern region, welcomes J. O. 
Wright, Ford division general manager, on 
the latter's arrival to address the 11th 
annual merchandising school reunion at 
Saranac Lake, N. Y. C. Gordon Johnston, 
right, Ford division Northeastern regional 
sales manager, greets John McQuigg, di- 
rector of the Ford advertising account for 
J. Walter Thompson Co. 





sioner L. P. Zimmerman said that 
this is in addition to the $38 million 
trunk highway program for fiscal 
1960 announced earlier. 

The interstate program calls for 
letting contracts starting next July 
1 for 53 miles of grading, 65 miles 
of bituminous and concrete surfac- 
ing and the construction of 71 
bridges. Of the $47,891,000 cost, $43,- 
607,000 will be paid by the Federal 
Government and $4,284,000 by the 
State. 


Study of Lighting 
On Highways 
Started in Ohio 


Lighting engineers and Ohio 
State University scientists have 
launched a series of tests in Colum- 
bus, O., to determine how much} 
light is needed on highways at) 
night to see obstacles in time to} 
stop a vehicle safely at various 
speeds. 

They said the tests will show} 


j 


| 





the minimum amount of light re-| 
quired for drivers to recognize ob- 
stacles at various distances. Data) 
will be calibrated in terms of the! 
length of time it would take drivers | 
to stop after recognizing the > 
stacle, they added. 

The results may be the basis for | 
a new test of roadway lighting) 
standards for highway illumination 
throughout the country, the en- 
gineers said. 

The first tests were conducted 
along a quarter-mile stretch of | 
road. The obstacles were life-sized, 
three-dimensional figures of an 11-| 
year-old child and a dog. 

The models were observed under | 
existing street lighting at intervals | 
of 100 feet by a team of light and | 
vision experts using a new visi-| 
bility-measuring instrument placed 


in the position of an oncoming car. 
hs | 


Doctors, Lawyers 


Draft Injury Code | 


been | 


An auto-injury code has 
drawn by Massachusetts doctors 
and lawyers who play important 
roles in the multi-million-dollar 
claims resulting from personal in- 
juries in accidents. Steps to im- 
prove relations and understanding | 
between the two professions have | 
been taken. 

A statement of principles has 
been drawn up for consideration by | 
the governing bodies. Also pro- | 


vided is a joint conference com-| | 


mittee comprising four physicians | 
from the Massachusetts Medical 
Society, and two lawyers each from | 
the Massachusetts and Boston Bar| 


WHAT? , 
AN EXPOSE 
of the 

CAR BUYER? 


That's right. Here is a report being 
sold to your future customers and pros- 
pects which will help them toward the 
most profitable and pleasant car pur- 
chase they ever made . . . “Car Buy- 
manship™ explains the dealer side of 
the story . . . by exposing the myths 
about car dealers and car salesmen 
that 
warped 


immemorial hove 
the 


buyers so thot they swindle themselves 


from time 


the perspective of car 


out of a good deal in the showroom. 


Mr. Joseph E. Handler, Sales Manager 
for Semmes Motors of Scarsdale, N. Y. 
has this to say about this publication: 
“This report is one of the finest, if not 
the finest, 


I've seen. 


dealer-public relations job 
‘Car Buymanship’ should do 
a great job for both the car buyers 
and the car sellers in making a more 
pleasant and profitable association for 
myself.” 


all concerned. I've used it, 


CAR BUYMANSHIP is important read- 
ing for every car dealer and every car 
salesman. In fact, must reading. 

For more pleasant and more profitable 
customer relations, CAR BUYMANSHIP 
should be on the desk of every cor 
salesman in the country. Twenty-four 
pages in flexible cover, the perfect tool 
of authority for answering your cus- 
tomers misinformation. 

Send $1 for single copy, $4 for 5 
copies, $7.50 for 10 copies. Special 
prices on quontity purchases. 


ARDSLEY HOUSE 


Box 567, Scarsdale 1, New York 


YOUR CUSTOMERS CAN TELL THE 


DIFFERENCE 


Assns. The committee would meet | ’ 


from time to time to consider 
mutual problems, legislation and 
grievances. 

The statement of principles cov-| 
ers doctor’s reports, examinations | 
of adverse parties, doctor-lawyer| 
pretrial conferences, subpenas, ar- 
rangements for court appearances, 
retention of experts, and fees and 
charges. 


Freeway Study 
California Report Details 


Huge Road Plan 


How California proposes to take 
care of future traffic is outlined in 
a report titled “The California 
Freeway System.” 

The 12,250-mile system, when 
completed in 1980, would accom- 
modate 59 percent of all travel in 
the state. The system would en- 
compass only 11 percent of all 
roads. 


The study was made for the joint 
intérim committee on highway 
problems of the California Legisla- 
ture by the Division of Highways, 
Department of Public Works. The 
staff of the Automotive Safety 
Foundation served as advisors and 
consultants. 

Estimated cost of the proposed 
freeway system is approximately 
$10% billion, which can be financed 
during the 20-year construction pe- 
riod without any increase in high- 


way user taxes. 
« * *” 


$99 Million for Roads 

The State of Washington spent 
$99,798,751 on its highway program 
in the fiscal year ended June 30, 
W. A. Bugge, State highway direc- 
tor, reported. He said $78,500,000 
went for construction and $11,750,- 
000 was spent for maintenance. 


When your customers 

change to Wovr’s Heap, 

100% ae Pennsylvania, 

they get. 

®@ Lower eit consumption 

@ Fewer repair bills 

@ Smoother engine per- 
formance, longer life 


It all adds up to an im- 
—_ difference to them 

. and to you, too, be- 
cause satisfied customers 
keep co back for more. 
That's why it pays to stock, 
display and sell = 
perior mium y 
motor oil that the 
difference ... Wo.r’s Hzap, 
100% Pure Pennsylvania. 





Send Samples you want matched. 
Hundreds of factory matching colors. 
ANY CAR or $9. 00 & popeld Or 
STATION WAGON 
ANY COLOR 
Leatherette Headlinings $15.00 Prepaid 
ALEXANDER AUTO HEADLINING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 
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New Ad Code in Cincinnati 

The Cincinnati Post-Times Star 
and the Cincinnati Enquirer have 
get up new regulations that are in- 
tended to give the car buyer a 
clearer understanding of his obli- 
gations in the purchase of a new 
or used car. 

The Post-Times Star regulations 
gtate that when any reference is 
made to the amount of weekly or 
monthly payments the amount of 
the cash downpayment required, 
the amount of each installment and 
the total number of payments to 
be made shall be stated. The cost 
of insurance and financing charges 
also must be included in the pay- 
ments unless the advertisement is 
properly qualified to clearly convey 
the necessary information to the 
readers. 

In addition to the above rules, 
the Enquirer requires that refer- 
ence to the type of insurance cover- 
age included must be clearly stated. 
If models other than the one cov- 
ered in the terms featured in the 
ad are included in the copy, such| 
terms must be qualified with a} 
statement: “As Low As” or other 
suitable wording. The publisher re-| 
serves the right to interpret the 
provisions of this regulation in ap- 
plying it to specific advertising. 

+ > « 


Who's the Boss Now? 


Debunking the popular myth that 
the automobile of today is designed | 
for women, J. B. Wagstaff, general 
manager of DeSoto, told the Mid- 
west Inter-City Conference of the} 
Women’s Advertising Clubs of 
America that his firm doesn’t dis- 
criminate for or against the Amer- 
ican woman. 

The auto industry does not build 
cars exclusively for women, Wag- | 
staff said. “Nor has the industry 
ever built a car exclusively for 
men.” 

Relating that more and more 
special merchandising and adver- | 
tising programs are being di- | 
rected at women, Wagstaff said 
that is because “selling a car to 
aman is like selling McKinley 
te Republicanism. He was born | 
sold.” 

Wagstaff said that one of the 
main jobs in the industry is to 
prove to the woman that she has 
just as much to gain from a new 
car as her husband has in terms of | 
aesthetic satisfaction, a feeling of 
pride, and increasingly greater 
comfort, convenience and safety for | 
her and her family.” 

> ° 








N. Y. Journal-American Cited | 


For the second consecutive year, 
the New York Journal-American 





A Chevrolet Exhibit— 


This “slot machine," which will select 
the truck equipment needed for any haul- 
ing jeb, is being featured by Chevrolet 
ct 1959 auto shows. Merely by setting 
One lever and pulling another, show vis- 
lters can set up a pictorial display of 
G@ny one of 10 categories of 1959 Chev- 
rolet trucks. The machine has 12 rotating 
drums, each carrying 10 different model 
truck pictures. One lever sets the drums 





Affecting Factories and Dealers . . . 


Auto Advertising 








has won the Chief plaque, prize 
for the “Best Written Hearst 
Newspaper of the Year.” A per- 
petual award, the plaque is held 
for 12 months by the winning 
paper. 

Based on the total number of 
monthly awards won by individual 
staff writers, the Journal-American 
topped the field this year with 15. 
In second place was the Los An- 
geles Herald-Express, showing an 
even dozen monthly prizes. The Los 
Angeles Examiner was winner in 
1956, first year of the competition. 

+ = * 


‘Jeep’ Trademark Usage 


Publication of a digest guide to 
assure proper usage of its “Jeep” 
trademark has been announced by 
Willys Motors, Inc. 

Copies of the guide can be ob- 
tained from the Public Relations 
Department, Willys Motors, Inc., 
Toledo 1, O. 


DeSoto Announcement Cited 
DeSoto’s 1959 new-car announce- 


ment campaign was called the “best | 


in the industry” by the regional 
conference of Women’s Advertising 
Clubs of America held recently in 
Detroit. 

J. B. Wagstaff, DeSoto general 
manager, was presented with a gold 


scale by the conference for staging | 
the largest single driveaway of new | 


cars in the history of the industry. 
DeSoto showed its new models to 


|4,000 dealers and their wives at a| 


two-day preview in Detroit. 
> > 


Elks Report Available 


A 12-page report on the occu- 
pations, incomes, possessions and 
spending habits of 1,230,998 read- 
ers of Elks magazine has been 
made available from the maga- 
zine’s New York office. 

Entitled “The Elks Market,” 
the findings were reported in the 
1958 Starch Consumer Magazine 
Report. It may be obtained by 
writing Promotion Manager, The 
Elks Magazine, 386 Fourth Ave., 
New York 17, N. Y. 

> 


New Portland Agency 


Marlowe A. Branagan & Associ- 
ates, an advertising and public re- 
lations firm, has been formed in 
Portland, Ore. Principals in the 
firm include Willard B. Roberts, 
Allen Hoffard, Peter N. Tugman 
and Del Reed. 

The firm has been appointed ad 
agency for National Goodwill Mile- 
age, Inc., originators of gasoline 
travel checks. 

> > > 


Agency for Chrysler Plant 


Kelly-Sanders, Inc., of St. Louis, 
has been named public relations 
counsel for Chrysler Corp.'s assem- 
bly plant now under construction 
near St. Louis. 

> + > 


Truckers Add Press Group 


Establishment of a news bureau 
to service representatives of the 
press, trade and business publica- 
tions, radio and television, has been 
announced by the Regular Common 
Carrier Conference of the American 
Trucking Assns., Inc. 

Creation of the bureau is part of 
a new over-all public relations pro- 
gram to provide information to the 
public on the importance of the 
role of the motor common carrier 
in the country’s economy and na- 
tional defense. 

. o > 
M-E Marketing Report 

McCann-Erickson, Inc., through 

its affiliate, Market Planning 
Corp., has published a report on 
the business outlook through 1959 
and its marketing implications. It 
is entitled “The Turning of the 
Tide.” 

- 7 7 
Directory of Newspaper Aids 

A listing of research data, presen- 
tations and other services available 
to advertisers and agencies from 
the newspaper industry has been 
published by the Bureau of Adver- 
tising of the American Newspaper 


fo stop at the selected position, while the| Publishers Assn. 


ether activates an electronic mechanism. 
As pictures become stationary, a tape- 
tecorded narration describes the line's 
features. 


The 32-page booklet entitled 
“Newspapers at Your Service,” lists 
approximately 200 items issued 
singly or periodically by the Bureau 
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jr., formerly with General Electric | 


and by individual newspapers and 
newspaper groups in the U. S. and 
Canada. 

* * > 
Digest Linage Tops °57 

The 28 international editions of 
Reader’s Digest have registered a 
7.3 percent gain in advertising lin- 
age carried in the first nine months 
of 1958 over 1957, according to Paul 
Thompson, general manager of the 
international editions. 

Currently, 19 of the foreign edi- 
tions are running ahead of last 
year, Thompson said. 

= * = 


Personnel Changes 


Toby Oxtoby, former president of 
Technical Reports, Inc., and Walter 
R. Cook, former 
account executive 
for Young & Ru- 
bicam, Inc., to 
Nowland & Co., 
Greenwich, Conn., 
as associate direc- 
tors of research 

. . Warren Rin- 
enberg, formerly 





with New York 
Post, to retail ad 
manager in 


R. H. Lane 





charge of new 


| business for New York Herald| 
. Richard R. Routh, sales promotion manager and as- 


Tribune . . 








Co., to director of advertising and 
sales promotion for Airtemp divi- 
sion of Chrysler Corp. . . . Robert 
H. Lane, formerly with Carl Byoir 
& Associates, to director of public 





L. M. Yoeich 


C. W. Cochran 


relations of Goodyear Tire & Rub- 
ber Co. ... Allan J. Lembitz, for- 





merly with Friez Instrument divi- 
sion of Bendix Aviation Corp., to! 
advertising and sales promotion 
services manager for the automo- 
tive products department of Olin| 
Mathieson Chemical Corp... a 
Louis M. Yocich, formerly assistant 
advertising and sales promotion 
manager, and Chris W. Cochran, 
formerly of the Latin American | 
sales division, to advertising and 


|tive for TV Guide .. 


47 


sistant merchandising manager re- 
spectively of Willys-Overland Ex- 
port Corp. ... Charles S, Winston 
jr., senior vice-president and direc- 
tor, to general manager of Foote, 
Cone & Belding’s Chicago office... 
Edward D. Bayne jr. to export ad- 
vertising manager of Champion 
Spark Plug Co. ... Richard _W. 
Tully, vice-president, from Chicago 
office manager to chairman of 
Foote, Cone & Belding’s national 
operations Committee, with head- 
quarters in New York . . . Charles 
S. Thorn, formerly ad director, to 
publisher and advertising director 
of Redbook magazine ... Austen 
Ettinger from promotion manager 
to assistant publisher of Redbook 





|... Charles E. Reilly jr. from news- 


stand promotion manager to East- 
ern national promotion representa- 
. Albert E. 
Libby from vice-president and gen- 
eral manager of National Litho- 
graphing Co. to president and 
general manager of Calvert Litho- 
graphing Co. ... Vernon R. Vincent 
to vice-president and advertising 
sales manager of Calvert Litho- 
graphing. 













































AND... 





COMING—December 1 
Automotive News 


Automobile Show Issue 


Featuring Full-Color Editorial Illustrations 


® Prices and Specifications—all cars 
® Special Section on Trucks 

© Engineering and Styling 

® Supplier News 

® Advertising Plans and Views 













| WHY NOT RESERVE 
SPACE TODAY! 


Full Color Forms Close ................ccccssssseseeesessereees NOV. 10 





Hill 7-6871 


NEW YORK: Edward Kruspak, Howard E. Bradley, Ray Billingham, Murray 


CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 
DETROIT: R. L. Webber, William R. Maas, Roy Holihan, Woodward 3-9520 
SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 

LOS ANGELES: Robert E. Clark, Hollywood 3-4111 
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EVERY W E E K — Automotive News’ 


“Leading Used Car Auction Direc- 
tory" lists the top U. S. Auto Auc- 
tions. When you want to know 
where? when? what time? and what 
facilities are offered? LOOK IN 
LUCAD. 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1959 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 
@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 
Cers Are Located 
in Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 


WESTERN 

SNOWPLOWS 

With Power Hydraulic Lift 
For All Vehicles 

WILLYS, FORD, 
DODGE, 
CHEVROLET, 
GMC 


from $29 SO ta, 


Ready te Install on Your Vehicle 
FOB FACTORY 


es eeeeceees Sev. DEPT. 7-AN 








Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outlet. For indoor or outdoor display. 
Write for free litercture. 


AMERICAN STAGE EQUIPMENT 
805 East 134 $t., Bronx 54, N. Y. 


MASTER 


MOTOR MASTER PRODUCTS Leorp. 
BOX 96., DEFIANCE, OHIO 


§ UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
DOMOTOR MASTER UNIVERSAL 
JOINT KITS. 


E 
CITY & STATE 
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Used-Car Auction Prices 


(Continued from Page 44) 


$1,725*, $1,600; 
$1,600*; conv., 


$1,360", 
’56 Fairlane (8) Victoria, $1,180°, $1,- 
010; 2-dr., $1,000, $965, $900*. 

’55 Fairlane (8) Town sedan, 2 at $725°; 

2-dr.. $640; ranch wagon (6), $685. 

54 Custom (8) country sedan, $690*; 

Custom (8) club coupe, $570. 
MERCURY—’58 Monterey 2-dr., $2,170°*. 

’S7T Monterey 2-dr., $1,660*; Montclair 

2-dr., $1,650° (ps). 

"656 Monterey 2-dr., 

’55 Montclair 2-dr., 

Monterey 2-dr., 

’54 Monterey 2-dr., 
NASH—’52 Ambassador 
OLDSMOBILE—'58 (88) 

dr., $2,325. 

"57 (88) Super 2-dr., $1,890° 

"56 (88) 2-dr., $1,310, $1,290°, 

conv., $1,200° (ps). 

"55 (88) 2-dr., $1,025°. 
PACKARD—’54 Clipper 2-dr., $825*. 
PLYMOUTH — ’'57 Suburban (8), $1,800, 

$1,100; Belvedere (8) Hardtop, $1,- 
600°; 2-dr.. $1,485*, $1,450°; Savoy 
(8) 2-dr., $1,275* (ps), $1,150, $1,040; 
Savoy (6) 2-dr., $775. 

"56 Belvedere (8) club 
conv., $800; Suburban (8), 
(8) 2-dr., $775. 

"655 Belvedere (S) 2-dr., 

2-dr., $540, $530. 

"54 Savoy (6) club coupe, $330. 

"53 Cambridge sedan, $200 
PONTIAC—’'58 Chieftain 2-dr., 

‘ST Star Chief conv., $1,660°; 

sedan, $1.620°. 

"56 Star Chief conv., 

"54 Chieftain (6) 2-dr., $380. 

"53 Chieftain (6) 2-dr.. $370° ‘$230. 
RAMBLER—'56 Custom (6) cross country, 

$1,350. 

"55 Super (6) cross country, $810*. 
STUDEBAKER—'56 Commander (8) 2-dr., 

785°. 


"57 Country sedan (8), 
Fairlane (8) 500 2-dr., 
$1,555*; Fairlane (8) 2-dr., 
$1,100°. 


$1,150°. 
$850°; 


$1,175°. 
$980*, $940°, 
$870*, $695° (ps). 
$530*. 

(6) 2-dr., $260°. 
Super Holiday 2- 


(ps). 
$1,010°; 


sedan, $985°*; 
$910; Savoy 


$685; Savoy (6) 


$2,250°. 
Chieftain 


$1,160° (ps). 


BUFFALO 


Thruway Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 21. 

Low consignment and surplus of good 
buyers due to the inability of new car 
dealers to fulfill signed orders and subse- 
quently to pick up trades and reluctance to 
release existing retail prices. Sold 52 cars 
from 97 consignments. 

BUICK—'57 Special 4-dr., $1,615°*. 
"55 Super Riviera, $970° (ps), 
(ps); Special Riviera, $650°. 

"54 Super 2-dr., $555° ‘ps). 

"53 Special 2-dr.. $325. 
CADILLAC—'S4 (62) coupe de Ville, 
400° (ps) 
CHEVROLET —'57 

350° 


$825° 


$1,- 


Two-ten (8) 4-dr., $1,- 
"56 Bel Air (8) 4-dr., $1,235*. 
"55 Two-ten (6) 4-dr., $635. 
"53 Bel Air 2-dr., $400; Two-ten 2-dr., 
$330°. 
"652 conv., $100°. 
"S51 Deluxe 4-dr., $235° 
OCHRYSLER—'53 Windsor (6) 4-dr., 
(ps). $150 
"62 NY (8) Hardtop, $305*. 
FORD—'58 Fairlane (8) 500 conv., $2,030. 
"56 Fairlane (8) 2-dr., $925*; Custom (8) 
4-dr., $860°, $850° 
"54 Custom (8) country sedan, $695° 
(ps): Custom (6) ranch wagon, $500°. 
"S53 Crest (8) conv., $400*°; Victoria 2- 
dr., $385*; Custom (8) 2-dr., $310; 
Custom (6) 4-dr., $175 
"51 station wagon, $265. 
LINCOLN — ‘56 Premiere 


$250° 


2>dr., $1,690° 


(ps) 
MERCURY-—'55 Custom 2-dr., 
Monterey 4-dr., $425°; 


$650°. 
2-dr., $380, 
‘55 Statesman (6) 2-dr., $620°. 
PACKARD— ‘53 Clipper 4-dr., $185° 
PLYMOUTH — ‘56 Suburban (8) station 
wagon, $1,005°; Savoy (6) 2-dr., $635. 
"55 Savoy (6) 4-dr., $580 
"54 Belvedere conv., $390*. 
"53 Cranbrook 4-dr., $205, 
PONTIAC—'54 Chieftain 2-dr., $350*. 
RAMBLER —'55 Super (6) 2-dr., $550. 
STUDEBAKER—'55 President 4-dr., $690°*. 
MISCELLANEOUS—'5S6 Ford %-ton pick- 
up, $700°. 


JENISON, MICH. 


Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of Oct. 21. 
Bird season held down our consignment. 
Cars sold very well. Buyers for many more 
cars. Sold 63 cars from 103 consignments. 
BUICK—’56 Century estate wagon, $1,400*; 
Special 4-dr., $1,120*; Riviera 2-dr., 
$1,025°. 

"55 Super Riviera 2-dr., 
(ps); RM Riviera 2-dr., 

"54 Super Riviera 2-dr., 

"53 Special 4-dr., $320. 

CADILLAC— ,oe (62) sedan de Ville, $1,- 
385° (ps 

CHEVROLET _’s8 Delray (8) 2-dr., $1,- 
695. 

’ST Bel Air (8) conv., $1,550*; Two-ten 
(8) 2-dr., $1,305; Two-ten (6) 4-dr., 
$1,130. 

"56 One-fifty (8) 2-dr., $990; Nomad (8) 
station wagon, $1,245*. 

*55 Two-ten (8) 4-dr., $715. 

"54 Two-ten Delray, $455*. 

"53 Bel Air 2-dr., $400*; One-fifty 4-dr., 
$175. 

"S52 2-dr., $145. 

CHRYSLER—'57 NY 2-dr., $2,175* (ps); 
Saratoga 2-dr., $2,000° (ps). 
DeSOTO—’'56 Firedome club coupe, $975*; 
Power Master 4-dr., $185*. 
DODGE—'55 Royal (8) 4-dr., $800*. 
*53 Meadowbrook 4-dr., $205. 
FORD — ‘57 Thunderbird, $2,700* 
country sedan (8), nee: 
(8) 4-dr., $1,365*, $1,350 

56 Fairlane (8) 4-dr., $960°; Custom (8) 
4-dr., $825°. 

’55 Fairlane (8) conv., $825*; ranch wag- 
on (8), $735; Custom (8) 2-dr., $655*. 

54 Crest (8) Skyliner, $680; Custom (8) 
4-dr., $500*, $485; Custom (6) 2-dr., 
$345*, $295. 

MERCURY—'55 Montclair conv., $790*. 
NASH—'54 Statesman (6) 2-dr., $540*. 
"53 Ambassador (6) 4-dr., $200. 
OLDSMOBILE — ‘57 (88) Holiday 4-dr., 
$1,865* (ps); 4-dr., $1,715*. 
. 


"55 (88) 4-dr., 
"54 (98) 4-dr.. $690* (ps), $685* (ps). 
$355* (ps); 


$165. 


$975*, $910° 


(ps); 
Custom 


53 (88) Super 4-dr., $405*. 
PACKARD—’53 Patrician 4-dr., 





*49 (8) club coupe, $330. 
’52 Hornet (6) 4-dr., $220*. 
MERCURY—’57 Turnpike Cruiser Hardtop, 
$2,140* (ps); Monterey Hardtop 2-dr., 
$1,830°. 


"56 Monterey Hardtop 4-dr., $1,515* (ps). 
’55 Monterey Hardtop 2-dr., $1,155* (ps). 
"54 Monterey Hardtop 2-dr., $785*; 4- 
dr. 
"53 Monterey Hardtop 2-dr., $600*; 4- 
dr., $450°*. 
OLDSMOBILE—’ 56 (88) Holiday 2-dr., $1,- 
510*, $1,400* (ps); 4-dr., $1,400* (ps). 
"55 (88) Super 4-dr., $1,350°; (98) 4- 
r., $810* (ps). 
’54 (88) 4-dr., $690°. 
’53 Cambridge station wagon, $375. ’52 (88) conv., $630* (ps). 


PONTIAC—’58 Super Chief 4-dr., $2,220* *51 (88) Super 4-dr., $300°. 
). PACKARD—’ 57 Clipper 4-dr., 


( 
‘57 Chieftain Safari, $1,730°. ‘56 Executive Hardtop 2-dr., 


’56 Chieftain 2-dr., $915*. 
‘55 Star Chief conv., $690*°; 4-dr., 


Clipper 4-dr., $145*. 
PLYMOUTH—’'57 Plaza (6) 
"56 Savoy (8) 2-dr., $660. 
"55 Savoy (8) 4-dr., $680* (ps). 
"54 Plaza 2-dr., $305. 


4-dr., $760. 


$1,660* (ps). 
$1,505* 


(ps). 

PLYMOUTH—’55 Belvedere (8) 
2-dr., $1,160*%; Savoy (8) 4-dr., 
Plaza (6) 4-dr., $650. 

’54 Belvedere Hardtop 2-dr., 
"53 Cranbrook 2-dr., $355, 
’52 Cranbrook conv., $310. 


PORTLAND, ORE. ‘51 2-dr., $130. 


Portland Auto Auction, Inc, Sale ever "50 station wagon, $130. 
Tuesday. Prices are for sale of Oct. 21, | PONTIAC—'S7 Chieftain Catalina 2-dr., 
BUICK—'56 Special Riviera 2-dr., $1,210*.| ,, $1,620°; 2-dr., 3 at $1,310°. 
55 Century Riviera 2-dr.. $1.090°. 56 Star Chief Catalina 2-dr., 
54 Special Riviera 2-dr., $905*; 2-dr., (ps). 


750°: Super Rivie 2-dr. R35* ( ): "55 Chieftain Safari, $1,020*. 
—a - ‘53 Chieftain (8) ‘conv., $540*; 2-<dr., 


OADILLAC—'58 (62) $425*; 4-dr., $400°; Chieftain Deluxe 
130° (ps). (8) 4-dr., $330°*. 

'49 4-dr., $270°. "51 Chieftain (8) 2-dr. 

OHEVROLET—’58 Bel Air (8) Hardtop 4- | STUDEBAKER—’'57 

dr., 2 at $2,195* (ps), $2,175* (ps); coupe, $1,175°. 


2-dr., $2,120°; Impala (8) Hardtop 2-| 56 Commander (8) 4-dr., $825. 
dr., tavabee, m a WILLYS—’52 station wagon, $435. 


‘ST Two-ten (8) MISCELLANEOUS—’57 Willys pickup, $1,- 
$1,670, $1,640*; Hardtop 2-dr., $1,670° #50. : 
(ps); Bel Air (8) Hardtop 4-dr., $1,-| 56 Ford %-ton pickup, $945°. 
720°; 2-dr., Hardtop, $1,670* (ps). 55 Ford Courier. $580. 


"56 Two-ten (6) Delray, 2 at $1,270°. "51 Ford panel, $300. 
"55 Bel Air (8) Hardtop 2-dr., $1,440* 
(ps); 4-dr., $1,100°; Bel Air (6) Hard- DETROIT 
top 2-dr., $1,265; Two-ten (6) station 
wagon, $1,180; Two-ten (8) 4-dr., $1,- City Auto Auction. Sale every 
000*, $995*: Delray, $830. Prices are for sale of Oct. 20. 
54 Two-ten Delray, $735°. ‘57 Super Riviera 4-dr., $1,775* 
2-dr., $1,750° (ps). 
Riviera 4-dr., $1,160*; 2-dr., 


"53 Bel Air 2-dr., $550. 
CHRYSLER—’'52 Saratoga (8) 4-dr., 

$1,055*; Super Riviera 2-dr., $1,100* 
(ps): RM conv., $1,055° (ps). 


(ps). 
DeSOTO—'52 Firedome - 
DODGE—’57 Coronet 55 Century Riviera 4-dr., $1,005*; Spe- 
| cial Riviera 2-dr., $965* (ps), $930*; 
2-dr., $860°, $815°. 
| 


$1,625°. 
"54 Special 2-dr.. $570*. 


"55 Royal (8) 4-dr.. $880°. 
"51 Coronet (6) 4-dr., $215°. 

CADILLAC—'58 (62) coupe de Ville, 
850° (ps). 


FORD —'58 Thunderbird, $3,700° (ps), 
$3.620° (ps); country equire (8), $2,- 
275*, $2,.250°: Fairlane (8) 500 Vic-| ‘57 (62) coupe de Ville, $3,150* 
$2,300° (ps). 
$1,825° (ps). 


toria 2-dr., $2,200* (ps); 4-dr., $1,-| "56 (62) conv., 
775°. | °5S Eldorado conv., 

Custom | CHEVROLET—’'58 Biscayne (8) 4-dr., 
Custom | 600°. 


"57 Country squire (8), $1,800*; 
(6) "57 Bel Air (8) 


(6) 300 4-dr., $1,505° (ps); 
(8) 4-dr.. $1,270, $1,255; Custom 
4-dr., $1,000 2-dr., $1,465°; Bel Air (6) conv., $1,- 
'56 Country squire 475°: Two-ten (6) 4-dr., $1,280*°: 2- 
(ps); Fairlane (8) 4-dr., $1,215*; 2- dr., $1,225°. | 
dr.. $1,100*, $995*: Custom (6) 2-dr., "56 Bel Air (8) Hardtop 4-dr., $1,335*; | 
$855°. Hardtop 2-dr., $1,305*; conv., $1,175*; | 
Two-ten (8) Delray, §900°; Two-ten 
(6) 2-dr., $810*, $775. 
$810°; 2-dr., 


"55 Country squire (8). 
$1.150°; Fairlane (8) 
"55 Bel Air (8) conv., 
$885*; Two-ten (6) station wagon, 


$1,075*; Main (8) 4-dr., 
"53 Crest (8) conv., $515; 

2-dr., $440°. $800° 

"54 Bel 

$235 


‘S52 Custom (8) 2-dr.. $370*, 
"51 Crest (8) Victoria, $245°. 

—— ‘53 Two-ten 2-dr., $360°, $335°; 4-dr., 
$340°, $245; One-fifty station wagon, 
$350° 

'53 Deluxe 4-dr., $280*. 
"51 Deluxe 2-dr., $130*. 

| CHRYSLER — '55 Windsor Deluxe 4-dr., 

| $650°. 

"53 NY 4-dr.. $550° (ps), 

sor 4-dr., $350°; 2-dr., 
| DeSOTO—'57 Firesweep 4-dr., $1,525*. 
"56 Fireflite Hardtop 2-dr., $1,255° (ps); 
Firedome 4-dr., $980*° (ps). 
‘S55 Fireflite Hardtop 2-dr., $1,075*; 2- 
r., $985°. 
‘53 Firedome 4-dr., 
DODGE—'55 Royal Hardtop 2-dr., 
$750*; Coronet (8) 4-dr., $675°; 
$520; Hardtop 2-dr., $510. 
"53 Coronet (6) station wagon, 
4-dr., $190; Meadowbrook (6) 
wagon, $280°*. 

FORD—'58 Fairlane (8) 500 2-dr., 

Custom (6) 300 4-dr., $1,600. 
‘ST? Fairlane (8) 500 Victoria, $1,610, 
$1,540°; conv.. $1,550° (ps); ranch 
wagon (8) 2-dr.. $1,425*; Custom (8) /| 
2-dr.. $1,175 | 
"56 Thunderbird, $2,005* 
sedan (8), $1,220°; 
toria 2-dr., $1,150*, 
$1,010°; 4-dr., $975° (ps); 2-dr., $745; 
ranch wagon (8), $940; Custom (8) 
4-dr., $880°; 2-dr.. $825, $750; Custom 
(6) 2-dr., $740; Main (6) 2-dr., $610. 
Country sedan (8) $1,050°; Fairlane 
(8) Victoria 2-dr., $890*; 2-dr., $755*; 
4-dr.. $705; Custom (8) 2-dr., $695*, 
$625°; Custom (6) 4-dr., $415*; Main 
(8) 2-dr., $675*°; Main (6) 2-dr., $500. 
'54 Country squire (8), $555*; Crest (8) 
Victoria 2-dr., $525*, $510*; Crest (6) 
Victoria 2-dr., $455*; ranch wagon (8), 

$485; Main (8) 2-dr., $390. 
"53 Ranch wagon (8), $485, $400; Crest 


Hardtop 
$805°* ; 


$595* (ps). 
$275°*. 


$670° 


(ps). 
MISCELLANEOUS — '53 Chevrolet 
pickup, $410. 


%-ton 


$1,265° 


sedan de Ville, $4,- 


$100. 
Silver 


Hawk (8) 


station wagon, $1,885°*, 


Motor 
Monday. 
BUICK 

(ps); 
$120° "56 Special 
qm) 
«8) 


4-dr., $310°. 
Hardtop 2-dr., 


$3,- 


(ps). 


$1,- 
conv., $1,525*, $1,510°; 


(8), $1.440°, $1,350° 


$1,340°, $1,330°, | 
Victoria 2-dr., 
$700, $695° 
Custom (8) 
Air 2-dr., conv., $400*, 


$340°. $540°; 


Auction Prices on 
Used Trucks 
DYER TRUCK AUCTION 


October 3, 1958 


CHEVROLET—'57 %-ton, $870. 
"56 cab and chassis, $17335; %-ton, 


$270°; 
$170°. 


Wind- 





$830. 

"S55 2-ton, $825. 

"53 %-ton, $395; 

"S51 %-ton, $225. 

"50 %-ton, $205. 

'48 %-ton, $215. 
FORD—'57 %-ton, $1,225. 

"S53 %-ton, $420, $400. 

"51 Utility, $300. 

"49 %-ton, $165, $150. 
INTERNATIONAL—'53 %-ton, $300. 

"51 cab and chassis, $275; “%-ton, $225. 
STUDEBAKER—'51 %-ton, $200. 

‘47 Walkin, $145. 

October 17, 1958 

CHEVROLET "54 %-ton, $425. 

"52 panel, $220. 

"51 panel, $110. 

"50 %-ton, $190. 
DODGE— 57 %-ton, $800. 

"56 %-ton, $750. 

"53 %{-ton, $300. 
FORD—'57 %-ton, $1,015. 

"56 %-ton, $650. 

"55 panel, $460. 

"54 2-ton, $425; stake, $395. 

"53 %-ton, $305. 

51 van, $170. 

"47 %-ton, $100. 
GMC—'37 fire truck, $130. 
INTERNATIONAL—'53 %-ton, $275. 
STUDEBAKER—’'54 1%-ton, $420. 

"53 %-ton, $250. 


%-ton, $250. | 


$200; 2-dr., $180°. 
$785°, 


2-dr., 


$300° ; 
station 


$1,850° ; 





(ps); country | 


Fairlane (8) Vic-| 
$1,060°; conv., 





New York Dealer Honored— 


Charles H. Touhey, center, board chairman, Orange Motor Co., Inc. (Ford), Albany, 
is honored by the New York State Automobile Dealers Assn. on his forty-second year 
os a dealer. Presenting a parchment citation commemorating Touhey's leadership and 
public-service activities is Andre Bigsbee (Ford), Saratoga Springs, NYSDA immediate 
past president. At right is Benson Ford, chairman, Dealer Policy Board, Ford Motor 
Co., principal speaker at the association's annual meeting. 


(8) Victoria 2-dr., $375. 
’52 Main (8) ranch wagon, $300; Custom 
(8) 2-dr., $225. 


HUDSON — '56 Hornet 
$825. 

’54 Hornet (6) 4-dr., $250*. 
LINCOLN—’55 Capri 4-dr., $865* (ps). 
MERCURY—’57 Commuter, $1,760*; Mont- 

erey Hardtop, $1,495*. 

’56 Monterey Hardtop 2-dr., $1,225*. 

55 Montclair Hardtop 2-dr., 2 at $869 

(ps); Monterey Hardtop 2-dr., $785* 
(ps), $775, $730; Custom Hardtop 2 
-, $725°. 

'54 Montclair Hardtop 2-dr., 
Monterey conv., $665* (ps). 
NASH—’'55 Ambassador (8) 4-dr., 

(ps). 
’54 Statesman (6) 2-dr., $595*. 
OLDSMOBILE—’'58 (88) Super conv 
625* (ps). 
"56 (88) Holiday 4-dr., $1,350* 
dr., $1,175*; (88) Super conv., 
(ps). 


(8) Super 4-dr., 


$740*; 
$910° 


$2,- 


(ps); 2 
$1,195* 
conv., $485*; Holiday dr,, 
, $225°. 

’55 Clipper Custom Haritop, 
4-dr., $630*. 

$225°. 

Suburban (8) station 
Belvedere (8) Hard- 
(8) Hardtop, $1,- 
$940. 
$895°*; 


PACKARD — 
$850* (ps); 
*53 Clipper 4-dr., 
PLYMOUTH -— ‘57 
wagon, $1,630*; 
top, $1,510*; Savoy 
295*; Savoy (6) 2-dr., 
"56 Belvedere (8) 4-dr., 
4-dr., $715. 
’55 Belvedere 
(6) 2-dr., 
dr., $430. 
"54 Savoy 4-dr., $385* 
'53 Cambridge suburban, $340. 
*51 Cambridge suburban, $145 
PONTIAC — ’'56 Chieftain Catalina 
$1.080*, $960*;: Star Chief conv. 
065°. 
'55 Star Chief conv.., 
dr., $700*; 4-dr., $640*, 
"54 Star Chief 4-dr., $330 
"53 Chieftain Deluxe 2-dr., 
$270° 
"52 Super Deluxe Catalina, $335* 
RAMBLER—’'58 Custom (8) cross country, 
$1.965"*. 
‘S57 Super (6) 4-dr., $1,275*. 
’55 Custom (6) cross country, $935. 
STUDEBAKER "56 Golden Hawk 
Hardtop, $1,315*. 
"52 Commander (8) 2-dr., $175* 
MISCELLANEOUS —'58 Ford Ranchero, 
$1.475 
"54 Ford F-100 pickup, $395; 
up, $365. 


ALBANY, N. Y. 


Tim Anspach Dealer's Auto Auction. Sale 
every Monday. Prices are for sale of Oct. 
20. Weather: mild and sunny. Car prices 
here today were real strong as the market 
reacted from last week's slump. Receipts 
were low, could have easily sold another 
100 cars. Sold 121 cars from 159 consign- 
ments 
BUICK—'58 Special 4-dr., 

‘57 Super 2-dr.. $1,725° ‘ps) 

"56 RM 4-dr., $1,600° (ps); Super 4-dr., 
$1,300* (ps); 2-dr., $1,250° (ps); Cen 
tury Riviera 2-dr., $1,125*; Special 
conv., $1,100* 

55 Century 4-dr., $1,.050°; 
$975*, $890° (ps); Riviera 2-dr., 
Super Riviera 2-dr., $800° (ps) 

"54 Special 2-dr., $340°*. 

"53 Super Riviera 4-<r. 

"51 Super 4-dr., $120*° 
CADILLAC—'57 (62) sedan de Ville. $2,- 

845° (ps); coupe de Ville, $3,050*° 

"56 (62) conv., $2.580°; 4-dr., $2,100*; 
(60) Special 4-dr., $2,300° (ps) 

"55 (62) coupe de Ville, $1.700° (ps). 

"53 (62) sedan de Ville. $760 

"52 (60) Special 4-dr., $500° 
CHEVROLET—'5S Bel Air (8) sport coupe, 

$2.080° (ps); 4-dr., $1,900°; Biscayne 
(6) 4-dr., $1,760, $1,750 

’ST Bel Air (8) 2-dr., $1,500; 
(6) 2-dr., $1,135. 

'56 Two-ten (8) coupe, $1,300° (ps); + 
dr., $1,215*, $750°; One-fifty (8) 2-dr., 
750°; Two-ten (6) station wagon, $1,- 
130° 

"55 Bel 
s940° 
$935°, $855; 

S54 Bel Air 4-dr 
wagon, $625 

"53 Two-ten 2-dr., 

"52 Deluxe, $210°. 
CHRYSLER—'56 NY 4-dr., $1.575* (ps) 
CONTINENTAL —'5SS 4-dr., $4,.600° ‘ps) 
DODGE — ‘55 Custom Royal (8) Lancer 

4-dr., $1,130°; conv., $830°. 

"53 Coronet 2-dr., $355°*, $300°; 
brook coupe, $220, $210. 

FORD—'58 Custom (8) 300 2-dr., 

'57T Fairlane (8) 500 Victoria, 
(ps). 

‘56 Fairlane (8) 
$1,060°; Custom 
$700*. 

’55 Fairlane (8) 2-dr., 
(6) 2-dr., $720; Custom 
$690° (ps). 

’54 Crest (8) Victoria, $685*; 
(8) 4-dr., $610°; 2-dr., $430°; 
wagon, $590; Custom (6) 2-dr.. 

"53 Crest (8) Victoria, $280°; Main 
2-dr., $275°. 

"52 Main (8) 
2-dr., $220. 

MERCURY—'57 Commuter, $1,750*. 

’53 Custom coupe, $425*; Monterey 2 
r., $410. 

’51 Monterey 4-dr., 
NASH—’53 Ambassador (6) 4-dr., $360*. 
OLDSMOBILE — '57 (98) Moliday 2-dr. 

$2,025*; (88) conv., $1,950° (ps). 

’56 (98) Holiday 2-dr., $1,490° (ps); 
(88) Super Holiday 2-dr., $1,490°; 
(88) Holiday, $1,360°. 

"54 (88) 2-dr., $680. 

"53 (88) Super 4-dr., $390° (ps). 

PACKARD— 57 Clipper 4-dr., $1,650* (ps). 

56 Clipper Constellation, $1,100*. 

*53 Cavalier 4-dr., 2 at $220*, $170. 
PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 

00* 


(8) 4-dr., $910*; Belvedere 
(6) 4-dr., $780. 

’55 Belvedere (8) 2-dr., $875*; 
(8) station wagon, $840*; 4-dr., 
Savoy (6) 2-dr., $600; Belvedere 


2-dr., $620. 
’54 Plaza station wagon, $500; Savoy 
$370; Plaza station 


Savoy (8) 


(8) Hardtop, $775*; 
$550, $475*; Plaza 


Savoy 
(6) 2 


2-dr., 
$1,- 


$725*; Chieftain 2 
$570. 


$315*; 4-dr., 


(8) 


Dodge pick- 


$2,450° (ps). 


Special 2-dr., 
$930°; 


$150°. 


Two-ten 


(8) conv., $1,000°; 4-dr., 
790°; Two-ten (6) 4-dr., 
2-dr.. $780, $750 

$675°*: Two-ten station 
Delray. $620: 2-dr., $57 
$400, $370. 


Air 
(ps). 


Meadow- 


$1,600. 
$1,500° 


$1,140, 
$1,000°, 


2-dr. 
4-dr.. 


Victoria 
<8) 


Main 
2-dr., 


$875° (ps); 
(8) 


Custom 
ranch 
$390. 
() 
Custom (6) 


2-dr., $270; 


$160*. 


3 > 
56 Plaza 
Savoy 


$850; 
(6) 


2-dr., $325. 
°53 Cranbrook 4-dr., 
wagon, $320. 
PONTIAC — '55 Star Chief 4-dr. 
Catalina 2-dr., $860*; Chieftain 
$810*; 2-dr., $645. 
54 Star Chief 4-dr., 
2-dr., $385. 
RAMBLER—’58 Custom (8) cross country, 
$2,120* (ps). 

‘52 Super (6) station wagon, $160. 
WILLYS—’'50 station wagon, $170*. 
MISCELLANEOUS—’53 Dodge (6) %-ton 

pickup, $390. 


$880*; 
4-dr., 


$670*; Chieftain 








0; Custom 
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$1,140, 
$1,000°, 


1); Maia 
) 2-dr., 


Custom 
‘> ranch 
, $390. 
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ps). 
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$1,490°; 


o* (ps). 
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Price Jugglers Dealt KO Punch... 


Stickers Give Market Big Boost 


(Continued from Page 1) 


the matter before a Federal judge 
for a ruling. 
Here are reports on the sticker 
jaw from various areas: 
Atlanta 


S TOO early to determine the 

full effect of the price stickers 
on the wheel-and-deal type of op- 
erator, Atlanta dealers say. It 
hasn’t driven anyone out of busi- 
ness here yet, but it has brought 
about some significant changes, is 
making for better trading condi- 
tions and cleaner competition. 

It has brought about at least 
one change in management, has 
made this type of dealer less 
aggressive, and is forcing busi- 
ness to be conducted on a more 
ethical plane. 

Cut-throat chiseling has been 
ediminated. Only one dealer queried 
gaid the stickers have hurt his 
business. He said customers look at 
the price, flinch and run before the 
galesmen have a chance to talk 
about the product. 

He felt the Government went out 
of its way “to pick on car dealers” 
and thinks the same treatment 
should be given appliance and fur- 
niture dealers——Evetyn Bas. 

New York 

pees you takes” had disap- 

peared from the local scene 
as long ago as two years; therefore 
the price stickers have not influ- 
enced this practice. 

Low balls and bushing continue 
to be unhealthy practices, which 
one GM official recently termed 
“worse in this area than almost 
any other.” 

In New York the customer has 
been asking for well over a year 
what the car will actually cost him. 
Terms as sales tool have been par- 
ticularly difficult to use. The public 
became weary of terms quite some 
time ago in the same way that 
they became weary of suggested 
list prices. Price stickers have 
served to restore confidence in the 
suggested price but has done noth- 
ing to halt the practices mentioned 
earlier —Ep Brown. 

Peoria, TL. 
EORIA-AREA dealers approve 
of the new price sticker, a 

sampling showed last week. 

But there was some disagreement 
about how much—if any — price 
packing had been eliminated. 

The price stickers are “a won- 
derful thing,” declared Earl 
Johnson jr. manager of Earl 
Johnson Chevrolet Co. “We've 
been doing it for years.” 

Johnson, saying the price tags 
would protect the public from price 
packing, declared there had been 
“an awful lot of packing in this 
area for years.” 

Disagreement came from Frank 
Tully, president of Murphy-Clark 
Co. (Chrysler-Plymouth-Triumph), 
who maintained price packing 
hasn’t been practiced very heavily 
in the Peoria area. 

The new tag law, he said, will 
promote “a lot more confidence” 
among buyers. 

Most dealers questioned felt the 
law would elevate the public’s opin- 
jon of dealers, but one said he 
thought it carried the insinuation 
that the car dealer doesn’t have a 
high integrity. 

“This,” said Frank Brown, sales 
Manager of Peoria Motors, Inc. 
(Ford), “is my biggest objection 
to it.” 

“This gets unscruplous dealers 
off the street because they can’t 
operate,” pointed out Mitchell Mar- 
tin, Downtown Chevrolet Co. sales 
Manager. “It puts everybody on the 
Same plane.”—-Gene Boorn. 

Buffalo 

EL-AND-DEAL type selling 
has declined sharply in the 
Buffalo market since the new price 
Sticker bill went into effect. Dealers 
Teport that the business of selling 
new cars today is on a much more 
Stable basis. They claim that both 
the public and the dealers like it 

Much better this way. 

Trade observers concede, how- 
ever, that the real test of the 
new price sticker bill will come 
when new model lines start filling 
up and when price competition 
Starts taking hold in earnest. 


device to circumvent the price 
sticker law, some dealers say. So 
competitive is the automobile in- 
dustry today, many trade observers 
doubt that the price sticker meas- 
ure will prevent springing up of 
new merchandising techniques with 
which the dealer will be able to 
juggle prices. 


But at the moment, new-car 
selling has a very stabilized appear- 
ance in the Buffalo market. All 
dealers have been put on the same 
footing and most dealers contacted 
said they are finding it easier to 
sell. 


New-car shoppers are no longer 
being confused by padded prices 
and they are buying with greater 
confidence, said dealers. There is 
less shopping about from one dealer 
to another and dealers find they 
are able to close transactions more 
quickly. 

A survey of new-car advertis- 
ing here in recent weeks also 
reflects at least a temporary end 
of wheel-and-deal selling. Vir- 
tually all of the new model adver- 
tising used here to date is of a 
conventional nature. 

All dealers contacted in the sur- 
vey professed their approval of the 
price sticker bill and said that to 


Chicago Dealer 
For 25 Years 
‘Moving to Suburb 


| CHICAGO.— Montgomery Motor 
| Sales Co. (Oldsmobile), a Chicago 
| “resident” for 25 years, is moving 
| to the suburbs. 


| Joseph R. Moore said the firm 
expects to be in its new home at 
8833 Waukegan Rd., Morton Grove, 
| early in December. 


| He said Montgomery Motor, 
|which has slipped from third to 
|10th in sales in Chicago, also will 
| Serve the North Shore communities 


| 


|of North Chicago, Glenview, Wil- 
|mette, Winnetka, Golf, Northfield, 
Skokie and Niles Township. 

The firm’s new building will have 
| Snaee square feet of space and is 
located on a 70,000-square-foot lot. 
| The parts department will have 9,- 
| 000 square feet of space. 
| “We lead the country in parts 
sales and will maintain that posi- 
| tion,” he said. “Adjacent parking 
| facilities will permit us to reduce 
| expense by as much as 15 percent 
| with an anticipated 100 percent in- 
| crease in dollar volume sales.” 
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date it has been working out well 
for the industry and the consumer. 
Dealers reported morale of their 
salesmen has been raised, along 
with consumer confidence. 


Several long established dealers 
said they anticipated a significant 
“cleanup” in selling practices as a 
result of the new legislation. They 
reported that their customers have 
been reacting well to the law, but 
many have expressed surprise at 
the size of some prices being 
posted. 


Meanwhile, the Better Business 
Bureau of Western New York is 
urging car buyers to help police 
the new price tag law. The bu- 
reau has advised the public to 
report deviations from the law to 
dealers, then to the bureau if the 
deviations are not corrected. 

The bureau wants the prospective 
automobile buyer to beware of the 
dealer practice of “bushing” in the 
sale of cars. This is a practice 
wherein the purchase price of the 
new car as well as the tradein 
is set by a sales representative 
only to be rejected by the owner. 
Then an effort is made to get addi- 


tional money from the prospect.— | 


Georce To.es. 
Detroit 


practice of quoting only the| 
| monthly bite and omitting the | 
total price of the car is not preva-| 
lent in the Detroit area, although | 
dealers acknowledge that most) 
time buyers are considerably more | 


interested in “how much and how 
long” than in the total figure. 
Most dealers are pleased with the 
price stickers. They don’t expect 
the labels to sell any cars, but they 
believe the tags will help restore 


public confidence in auto retailing. | 


They say they won’t have to 
change their selling methods be- 
cause of the stickers, but a dealer 
handling one of the low-priced 
three ventured that the labels 
“will make my salesmen move 
faster.” 

He explained it this way: “The 
"59 prices are liable to make the 
prospect head for the door as soon 
as he reads the sticker. So the 
salesman will have to move fast 
enough to head him off and start 
talking deal.” 

Detroit dealers like their "59s. 
They’ve generated lots of interest, 
and there are plenty of customers 
around. But they have no cars to 
sell. 

Their biggest worry is that the 
"59 famine will last so long that 


many prime prospects will decide | 





“Frankly, I’m against posting 
the price right on the windshield.” 





to “make the old bus last another 


| year.” 
| 


West Coast 


ST COAST dealers report that 

ethical trading is on the up- 
| turn as a result of the price-sticker 
|law. They say that the key to the 
various vicious auto selling systems 
| which have dirtied competition for 
years was lack of definite price 
information. 
| The confidence men using the 
systems brushed off questions 
about price with questions about 
terms. For instance, when the 
prospect asked how much for 
a car, the con man in the guise 
of a salesman replied: “Can you 
pay $89 a month?” 





|that dealers and salesmen who 
know only the con systems are fac- 
|}ing oblivion now that price infor- 
| mation is readily obtainable. 


Rhode Island 


HODE ISLAND dealers gener- 
ally agree new sticker law is 
| serving as an effective deterrent to 
unethical practices in automotive 
industry. 

They feel new bill will do much 
to strengthen public confidence in 
dealers generally and look for 
|sharp reduction in activities of 
questionable dealers.—Tom Forses. 

Fort Worth 


Qerawens dealers say that 
because of strikes so few cars 
have been received here that it is 
| impossible now to give intelligent 
|} answers to sticker-bill questions. 

Demand exceeds supply for Plym- 
| outh, Chevrolet and Buicks. Inven- 
| tory just started by Ford dealers. 
| They report market has been 
|normal since 1955 with no big vol- 
|ume selling. They hope when cars 
are delivered in quantity price 





Registrations Up 53% Since ’48 


DETROIT.—Proof of the automo- 


tive industry's contribution to the 
nation’s tremendous growth since 
World War II can be found in al- 
most every chart and table of its 
new edition of Automobile Facts 
and Figures, according to the Auto- 
mobile Manufacturers Assn. 

The 38th edition of the indus- 
try’s official statistical handbook 
shows that the number of autos 


in use has more than tripled since 


1949 to an estimated 68.5 million by} 


1941 in two states and more than (the end of 1958. 


doubled in 19 states. 


Trucks in use have more than 
tripled in four states and more 
than doubled in 32, the AMA book 
shows. 


Nationwide registrations of all 
motor vehicles have increased more 


The report also shows that 
eight states have half of all 
passenger-car registrations in the 
U. 8S. California leads the na- 
tion, followed by New York, 
Pennsylvania, Ohio, Texas, Illi- 
nois, Michigan and New Jersey. 
In more than 70 pages of charts 


than 53 percent in just the past 10/ and tables, the publication carries 


years, climbing from 44.6 million in 





Lark Instrument Panel— 


The instrument panel of the Studebaker Lark features large dials located directly 
in front of the driver. Safety padding, both at the top and bottom of the panel, is 
At that time, the wheel-and-deal | standard on Regal models. The glove compartment is in the center within easy 

operator may find some new| reach of either driver or passenger. 


a wide range of automotive infor- 
mation, including the following 
highlights: 

Sixty-eight percent of all people 
employed in the U. S. drive to work 
in an auto. 

Over 79 million licensed drivers, 
of which 40 percent were women, 
drive an average of 8,070 miles an- 
nually for a record total of 643 
billion miles, 

Of all intercity travel, 88 per- 
cent was done by autos. Special 
taxes on highway uses reached a 
new high of $8.8 billion. Of each 
new-car dollar, 24 cents goes to 
taxes. 

Almost three of every four new 
cars sold were for replacement of 
the 4,250,000 used cars scrapped last 
year. In addition, 625,000 trucks and 
buses were scrapped in the same 
period. 

Repayments on auto installment 
loans have exceeded new credit ex- 
tensions in 1958 for the first time 
in more than three years. 

Nearly three-quarters of all U. S. 
households have at least one auto, 
and one of every eight families has 
two or more cars. 





Some West Coast observers say) 





sticker law will keep deceptive 
dealers in line—Wu11AM STone. 


Dallas 


oo immediate effect of price 
sticker law in Dallas has been 
to practically eliminate “best deal” 
claims of dealers who emphasized 
price in their advertising. Instances 
of flambuoyant advertising have 
disappeared. Price reduction claims, 
thus far in the new model season, 
have been limited to “bargain” pro- 
motion of the remaining 1958 
models. 

While shortage of new model 
cars has delayed a real test of 
how competitive selling will be 
with the 1959 models, the belief 
prevails in the Dallas trade that 
price selling will be reduced. 


Most Dallas dealers indicate they 
believe the law will have a whole- 
some effect on the market, elimi- 
nate price confusion, help stabilize 
the prices of both new and used 
cars and, in the long run, enable 
new and used car dealers to obtain 
a better average net profit per unit. 
Many Dallas dealers had been 
posting prices before the law be- 
came effective and there have 
been only a few isolated instances 
in which dealers have made in- 
quiries as to possibility of finding 
a loophole in its requirements. 
Indication is that the letter of 
the law will be adhered to and 
that dealers will prefer to sell their 
own stocks at whatever price level, 
even under the ceiling, the market 
situation might dictate. The extent 
to which this may effect promotions 
price-wise cannot yet be deter- 
mined.—Cuaries Cates. 
Chicago 

ONSENSUS of most new-car 
dealers in the Chicago area is 
that the passage of the sticker bill 
is a big step toward “benefiting the 
industry.” 

The window stickers on public 
view are not proving, at this point, 
to be “sticklers” in making deals, 
most agencies feel, even though the 
suggested price of the model, plus 
such costs as factory installed ex- 
tras, transportation charges, dealer 
| handling charges, are clearly listed. 

Only gripes heard are from the 
big used-car lots where new cars 
are sold. 

Ed Cleary, manager of the Chi- 
cago Automobile Dealers Assn. 
said most members of the associa- 
tion feel that the new system will 
| stop bootlegging and price decep- 
tion. 

“There obviously hasn’t been 
enough publicity on this bill,” 
Cleary said, “for many consumers 
still think that the dealer him- 
self applies the stickers listing 
his own price, when as we know, 
these are put on at the factory.” 
Most dealers feel that the new 

law will have a number of bene- 
fits. The public will wake up, they 
feel, to the fact that the manufac- 
turers are “adding things.” For 
power steering, as an example, the 
ear buyer can see before his eyes 
that one car manufacturer is charg- 
ing $10 to $20 more for his power 
steering than is his competitor. 

The biggest trouble, if it can be 
called that, is when dealers put 
cars into service as demonstrators. 
They'd like to remove these stick- 
ers while the car is functioning as 
a demonstrator and using dealer 
plates. The only alternative is to 
register the car in the name of 
the firm, get regular license plates, 
and remove the sticker. The hitch 
here is that the unit must, or will 
be sold later as a used car. Dealers 
here feek that one advantage of 
the label is that it shows the point 
of delivery of the car. 

Big problem here is how to police 
this? But most feel that the law 
is the law, and “anyway, these 
stickers give a good record of all 
cars handled.”—Davm J. ATCHISON. 


Sepa * * * 
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rate Sticker 
Puzzles Buyers 


PORTLAND,.Ore. — Buyers got 
the wrong impression from a sep- 
arate price sticker on ‘59 models 
in dealerships within the city, ac- 
cording to the Portland Au’ 

Dealers Assn. 

The item read “$4 for city taxes,” 
and was erroneously interpreted by 
many as a City sales tax, the 
PADA said. Actually it is the way 
that the dealers have chosen to 
pass on to the consumer the City’s 
business and profession tax. — ~ 


This tax is 2 percent on net © 


profits or $1.40 per $1,000 on gross. 
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Now You Can Get 


Plus pamphiet with a straight forward 
explanation of a new method of obtain- 
ing immediate cash when additional 
working capital is required. 


WANT TO BUY 
CHEV. PARTS 


607874 Block—OBSOLETE 
607876 Biock 7" 
603401 Block 

604370 Biock 

604877 Block 

3709971 Engine 


IF OTHER OBSOLETE PARTS, 
SEND DATA 


CONTACT: 


H. GOLDSTEIN 


109 W. 19th Street, N. Y. 11, N. Y. 
Phone: OR 5-8200 Ext. 4 


“CAR BUYMANSHIP" 
New selling tool for 


Dealers. See Page 46. 





Rolling Wheels— 


One fact that never escapes 
us is that a contented customer 
is the key to 
an automobile 
dealer’s suc- 
cess. And we 
mw to keep all 


















YOUR 
PICTURE 
HERE 


BUICI 
DEALERS 


Build Prestige, Sales, Service 
with “ROLLING WHEELS” 


Newspaper Advertising Column 
written for quality dealers to 
use over their own names by 


MARTIN H. BURY 


author of the best-selling “bible” 
“The Automobile Dealer” . . and 
Penna.'s Leading Buick Dealer 


SEND COUPON TODAY! 
A. M. BEITLER + ADVERTISING 
Syndicating Rolling Wheels 
1912 Delancey Place, Philadelphia 3, Pa. 


Send me samples, rates for exclusive use of 
Roll Wheels Advertising Column over my 
name in my local newspaper. 
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AMER. MOTORS** 
Rambler 


Edsel 
Ford 
Lincoln 
Mercury 
GENERAL MOTORS .. 
Buick 
Cadillac 
Chevrolet 
Oldsmobile 
Pontiac 


| *Revised 


CHRYSLER CORP. .... 
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Rambler Hits Output High so 
Overtime in 5 Lines 


PASSENGER CARS 


Week 
Ended 
Nov. 1, 

1958 


7,142 
7,142 
18,900 
1,400 
300 
1,200 
4,000 
12,000 
35,176 
1,500 
30,800 
526 
2,350 
34,670 
6,870 
400 
17,900 
5,000 
4,500 





. 98,856 


Same 
Week, 
1957* 


3,259 
3,259 
23,147 
2,713 
804 
2,573 
5,848 
11,209 
43,123 
2,330 
36,278 
650 
3,925 
53,837 
8,981 
2,756 
29,110 
7,160 
5,830 
2,425 
24 
2,401 





125,791 


Week 
Ended 


Oct. 25, 


1958* 
6,499 
6,499 
17,460 
1,043 
382 
910 
4,051 
11,074 
31,388 
1,539 
27,782 
431 
1,636 
13,474 
4,447 





70,925 


(U. 8S. PRODUCTION ONLY) 





Jan. 1 

Total To 
Output, Nov. 2, 
October 1957* 
25,735 87,688 
25,735 82,782 
55,102 1,061,827 
3,829 103,007 
1,342 33,021 
3,389 104,183 
13,772 254,045 
32,770 567,571 
112,892 1,579,766 
4,758 50,507 
102,032 1,260,282 
1,744 30,834 
4,358 237,699 
56,813 2,245,339 
13,073 325,881 
941 126,583 
25,285 1,203,851 
10,556 313,124 
6,958 275,900 
9,142 63,507 
eucutens 4,681 
9,142 58,826 
259,684 5,038,127 


Car, Truck Output Estimates 
By Automotive News 


**American Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


CHEVROLET 


ee 
STUDEBAKER. .............. 
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Week 





Same 
Week, 
1957* 
7,919 
135 
20 
1,606 
7,692 
1,752 
71 

18 
166 
332 
1414 
70 





21,195 


146,986 


7,528 


154,514 


Week 
Ended 


Oct. 25, 


1958* 
1,688 
147 
79 
1,159 
7,312 
993 
1,952 


220 
418 
2,212 
72 


16,252 





87,177 


3,157 


90,334 


Total 
Output, 
October 


10,126 
693 
312 
4,424 
28,315 
2,844 
6,998 
892 
1,061 
1,892 
10,984 
329 


68,370 





328,554 5,945,562 3,822,422 | 


Jan. 1 
To 
Nov. 2, 
1957* 


290,765 
4,740 
2,456 

65,259 
292,262 
56,858 
101,661 
14,892 
8,166 
16,232 
50,314 
3,830 


907,435 


dan. 1 
To 
Nov. 1, 
1958 


159,944 
159,944 
479,966 
40,865 
10,084 
29,287 


93,142 | 


306,588 





| Evansville 


891,217 | 
13,597 | 


768,855 
19,458 
89,307 

1,579,720 


175,024 | 


93,630 


Spurs Output Rise 


(Continued from Page 1) 


out an estimated 30,300 cars last 
week to mark up a 3,018-unit gain 
over the previous week’s 27,782 
assemblies and register its big- 
gest output week since the week 
ended Dec. 21 last year, when it 
built 32,428 cars. 

Plymouth, working its Detroit, 
(Ind.), and Newark 
(Del.) assembly units six days for 
the second consecutive week, upped 
its output from 11,074 units a week 


|earlier to an estimated 12,000 last 


931,700 | 


227,864 
151,502 
33,045 
1,745 
31,300 


3,143,892 


20,369 346476 282,319 


348,923 6,292,038 4,104,741 


**Miscellancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totais. 


N.B. All U. 8S. totals include cars and trucks for military orders. 


Dealer Forum By Robert M. Finlay 


service department for a free serv- 
ice checkup and inspection . . . with 


(Continued from Page 3) 


a courtesy car at the customer's 


disposal while his car is in the shop. 

2. A definite appointment for the 
delivery of the courtesy car and 
pick up of the customer’s car is 


made at this time. 


Second Contact 


1. Salesman delivers courtesy car 
to customer and engages customer 
in conversation to obtain contacts. 


2. Customer’s car is returned to 


shop. 


3. Car is cleaned (swept out, in- 
terior windows washed, car 
washed), service checkup is made, 


minor adjustments are made; a list 


is made with approximate costs of 
work that should be done. 


Third Contact 


1. Service salesman 


calls 


tomer and informs him of: 


a. general overall condition; 
b. work that has been done 


(free of charge); 


c. work that should be done 


and approximate cost. 
2. Every effort should be made to 
encourage customer to have neces- 


sary work done. 


cus- 


returned to salesman and for cus- 
tomer to pick up his car. 


4. If work is authorized, service 


1. Salesman 


Fourth Contact 


salesman informs salesman of 
status and will then inform him as 
to when customer may pick up his 
car. 


calls customer to 
make appointment for return of 
courtesy car and pickup of own 
car. 


a. Customer is to return cour- 
tesy car to salesman (not 


service department). 


Fifth Contact 
1. Customer returns courtesy car 


to salesman. 


2. Salesman invites customer in 
to showroom to sit down at cafe 
table and enjoy a demitasse. While 


customer enjoys his coffee, sales- 


man engages him in conversation 


and should get a minimum of five 
leads. The quality of the work done 


and the appearance of the car will 


mind. 


3. Service salesman either gets 


authorization for work or makes 
appointment for courtesy car to be 


put him in a cooperative frame of 


Lander to Handle Simca 
ATLANTA.—Lander Motors, Inc. 


(Dodge-Plymouth), has been 
awarded a Simca franchise. 


,| blies, but was 


week and also registered its biggest 
weekly output since Dec. 21 last 
year, when it produced 13,230 cars. 


Rambler’s record 7,142 assemblies 
last week surpassed its previous 
six-day high of 6,499 units a week 
earlier, and its daily high of 1,444 
assemblies on Tuesday wiped out 
its former high of 1,423 units a day 
earlier. The one-day mark was 
high for both Rambler and Ken- 
osha plant production, which for- 
merly produced Nash, Hudson and 
Rambler. 

Rambler worked two 10-hour 
shifts on Monday and Tuesday last 
week, and two eight-hour shifts the 
other four days. 


= > > 


HEVROLET, with all of its 
plants in full or partial opera- 
tions, showed something of a come- 
back last week with 17,900 assem- 
still far below its 
pre-changeover levels. The previous 


| week, with only half of its 10 as- 








sembly plants working, Chevrolet 
turned out 3,492 cars. 


Studebaker turned to Saturday 
operations last week and came up 
with 2,968 assemblies for the 
week, compared with 2,104 units 


Five Appointed 


To New Posts 
In Chrysler Sales 


DETROIT.— Five new assign- 
ments in general sales were an- 
nounced last week by E. C. Quinn, 
Chrysler Corp. general sales man- 
ager. 

Floyd Dugan, formerly dealer 
sales manager for MoPar, was 
named sales plan- 
ning director. 

Thomas A. 
Ostby, formerly 
national car sales 
manager, was ap- 
pointed distribu- 
tion and schedul- 
ing director. 

Edward P. Let- 
scher, formerly 
Western area di- 
rector, was named . 
to Quinn’s staff Floyd Dugan 
on special assignment in Plymouth 
sales. 


John B. Naughton, formerly exe- 
cutive assistant to the Dodge gen- 












R. B. MeCurry ir. John B. Naughton 
eral manager, was shifted to a 
similar post for Dodge sales. 
Robert B. McCurry jr., formerly 


i 





T. A. Ostby 
Dodge sales manager in the West- 
ern area, was named Western area 
director. 


Ed P. Letecher 





during a five-day operation the 
previous week. 


Last week’s 2,968 assemblies sur- 
passed the 2,401 units produced dur- 
ing the corresponding week a year 
ago and was the highest weekly 
total since Jan. 28, 1956, when 
Studebaker turned out 3,155 cars. 


The late-month boost brought the 
industry total car output for Oc- 
tober to an estimated 259,684 units 
—a considerable increase over the 
132,017 cars turned out in Septem- 
ber, but well below the original 
goal of 400,000 assemblies for the 
month. Rambler turned out an 
estimated 25,735 cars during the 
month to surpass its high of 19,141 
assemblies in September. 

* oa & 


THER makers to schedule Sat- 

urday operations last week 
were Dodge, which worked its De- 
troit and Newark (Del.) plant six 
days; Edsel, which built cars Sat- 
urday at the Ford-Edsel unit in 
Louisville, and Chrysler and De- 
Soto, both of which produced cars 
Saturday in Detroit. 


Both Dodge and Edsel, how- 
ever, showed declines from the 
previous week, when they also 
operated six days. Dodge was off 
from 4,051 units a week earlier 
to an estimated 4,000 units last 
week, while Edsel skidded from 
1,539 assemblies the previous 
week to an estimated 1,500 units 
last week. 


In other industry operations, 
Buick jumped from 4,447 to 6,870 
assemblies; Oldsmobile was up from 
4,102 to 5,000; Pontiac climbed from 
1,433 to 4,500; Cadillac, which didn’t 
get into operation until the second 
shift Thursday, had 500 assemblies, 
compared with none a week earlier; 
Mercury climbed from 1,636 to 2,- 
350; Lincoln was up from 431 to 
526; Chrysler division jumped from 
1,043 to 1,400; DeSoto was up from 
910 to 1,200, and Imperial was off 
from 382 to 300. 

> ” > 

om output totalled an esti- 

mated 19,791 units last week to 
show a 21.8 percent boost over the 
previous week's 16,252 assemblies, 
but still lagged some 6.6 percent 
behind the corresponding week of a 
year ago, when the manufacturers 
turned out 21,195 trucks. 


Return to assembly operations 
at GM of Canada, which had 
been down the previous week due 
to part shortages brought about 
by strikes at GM plants in the 
U. S., helped up Canadian vehicle 


production from 3,157 units a 
week earlier to an estimated 5,160 
ears and trucks last week. 


Of the 5,160 assemblies last week, 
4.460 were cars and 700 were trucks, 
The previous week saw 2,769 cars 
and 388 trucks assembled. 


Obituaries 


Walter E. Lyon 
AKKON.—Walter E. Lyon, 55, director 
of tre engineering and development for 
Firestone Tire & Rubber Co., died Oct. 4. 
He was chairman of the Akron section of 
the sweety of Automotive Engineers, for- 
mer president of the Tire & Rim Assn. of 
the U. S., and a charter member of the 
U. 8. Auto Club. 
* * * 
Charles F, Warren 
NEW YORK.—Charies F. Warren, 4 
regional manager for J. B. E. Olson Corp., 
died Oct. 18. His territory included Man- 
hattan, Southern New Jersey, Pennsylvania, 
Delaware, Maryland, the District of Co- 
lumbia and Virginia. 
7 


* 
Jack Parker 

BROWNSVILLE, Tex.—Jack Parker, 
former operator of Parker Oldsmobile here, 
was killed Oct. 16 in a traffic accident 
near Craig, Colo. 

* * * 

Arthur L. Farnsworth 

ROSWELL, N. M.—Arthur L, Farns- 
worth, 61, who had been a Ford dealer 
here for 30 years prior to his semi-retire- 
ment in 1955, died Oct. 19 in Wauseon, O., 
while on a vacation trip. 

- * * 

Perry M. Smoak 

FARMINGTON, N. M.—Perry M. Smoak, 
58, owner of Perry Smoak Chevrolet Co. 
here, died Oct. 22 after a heart attack. 

+. 7 * 


Henry 8S. Butts 
DALLAS.—Henry 8. Butts, 64, owner of 
Butts Oldsmobile and Cadillac Co., Arling- 
ton, died here Oct. 27 after a brief illness. 
Mr. Butts, who had been a dealer at 


other field sales posts with Oldsmobile. 
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59 Potential Offsets Thin Inventories .. . 
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Dealers in West Ooze with Joy 


(Continued from Page 2) 


the Denver Research Institute 
of the University of Denver. 
This last Western trip of the 
season went to within a few miles 
of Provo, Utah, and then headed 
south to Kanab, Utah. 


* * * 


IXTY-EIGHT miles away, near 

the giant $420 million Glen 
Canyon Dam and associated proj- 
ects of the Bureau of Reclamation, 
js the newly built town of Page, 
Ariz., which soon will have a per- 
manent population of some 10,000. 

This is in what has been known 
for years as the nation’s most 
jsolated region. When it was 
visited 100 years ago by an Army 
exploring party, the report said: 
“We are the first and will doubt- 
less be the last to set eyes on 
this desolate region.” 

Now this desolate region in the 
heart of the Navajo Indian reser- 
yation is booming. The sun finally 
is beginning to shine on the tribe 
which has been reported on the 
verge of starvation for many years. 

Uranium mining and oil opera- 
tions are being expanded, and all 
kinds of improvements and new 
schools have been slated for the 
Navajos. New jobs mean that the 
individual Navajo family soon will 
join other prosperous families in 
buying things like cars, trucks and 
homes. 

This will bring almost 100,000 in- 
dividuals into the buying market in 
the area. 

* * * 

EADING south from Glen Can- 

yon to Flagstaff, Ariz., and then 
east on US-66, continued reports of 
prosperity were received from en- 
thusiastic auto dealers. 

In sparsely settled New Mexico, 
ordinarily low on income and 
short on buying power, the popu- 
lation is growing. The birth rate 
is up and new families are com- 
ing in because of the activity in 
stock raising and mining. 

The uranium output of New 
Mexico gained $2 million this year, 
according to John A. Garcia, State 
mine inspector. He said it would 
be at least two years before ura- 
nium mining reached its peak. Min- 
eral production, not counting oil 
and gas, was worth $130,211,267 and 





uranium output was valued at $30,- | 


509,345. 

At Gallup, N. M., Rico Motor Co. 
(Buick-Oldsmobile-GMC-Opel) said 
the 59 Buick had the best reception 
of any new model in the dealer- 
ship’s 41 years of business. At the 
time of our visit, Rico said it had 
2% Buick orders. 


OBERT MENAPACE, general 

manager and son of the foun- 
der, Enrico Menapace, said 1958 
was one of the firm’s most profit- 
able years. 

He said the new labelling law 
would make little difference be- 
cause Rico Motor had always 
sold its cars without a pack. 
Sixty percent of Rico’s total vol- 

ume is with Indians, Menapace 

id. 


“I wouldn’t swap my Indian cus- 





Two New Series 


In 5. Base Models 
Offered by Reo 


LANSING.—Two newly designed 
Series have been added to the Reo 
line, the C-200 and C-300 series, ac- 
cording to John C. Tooker, Reo 
general manager. Each series offers 
five base models, he said. 

The C-200 and C-300 trucks have 
15-17,000-pound capacity rear axles 
and are suited to a broaded number 
of applications, Tooker added. 

Chassis features include Ross 
steering and long front springs, he 
Said. Single and double-reduction 
or two-speed axles and five Gold 
Comet six-cylinder engines also are 
available, he said. 

The C-200 and C-300 models are 
Powered and geared to make trips 
quicker, and cost less for fuel, parts 
and maintenance, Tooker said. 





tomers for the best industrial area 
in the country,” he added. 

Half a dozen or more tribes are 
represented in the area and the 
members are stock raisers and 
farmers. 

+ * oa 


arcs also praised Indian 
honesty. He said an aged In- 
dian woman came in recently and 
wanted to pay her bill. When he 
couldn’t find it, he added, she in- 
sisted that she owed a bill. 


He said he found it in the 1955 


Mack Sales Up 
But Net Slides 


PLAINFIELD, N. J.—Net sales 
of Mack Trucks Inc. for the third 
quarter of 1958 increased about 9 
percent over the corresponding 
quarter of 1957, it was announced 
Thursday by P. O. Peterson, chair- 
man and president. 


Net sales for the three months 
ended Sept. 30 were $66,352,321, This 
compares with $60,759,386 in the 
like period of 1957. 


Peterson said net income after 
taxes for the three months was $1,- 
595,502, or 37 percent below the 
third quarter of 1957. 

He reported “a marked pickup” 
in demand for Mack equipment 
during the past 60 days. September 
was Mack’s top month so far this 
year both in sales and in volume of 
new business booked. 





Survey Produces Profile 


records and that it had been 
cancelled. It amounted to $30 and 
she said they had not had the 
money until now, he said. 

Business experts are predicting 
a nationwide boom. This grass- 
roots report indicates that business 
is on the upgrade in areas where 
almost no business existed a year 
or so ago, and where a boom was 
not expected. 

New models seem to have brought 
less criticism from dealers inter- 
viewed than in past years. Enthusi- 
asm of dealers in every major line 
is a big contrast to almost universal 
complaints from dealers last year 


and the year before. 
* * + 


Dealer Finds ’58 Sales 
Off 3-57 in Western Trip 

LA JUNTA, Colo.—Robert June, 
head of June Motor Co. (Chevrolet- 
Cadillac), reported he found busi- 
ness off 3 to 5 percent during visits 
this summer with auto dealers in 
10 western states. 

His investigation indicated that 
firms which maintained a first-class 
service department were the ones 
making a profit, he said. 

Many dealers would be in the 
red except for finance rebates, 
bonus payments and service busi- 
ness, June added. His report 
showed somewhat better conditions 
on used cars. 


Of Station-Wagon Owners 


DETROIT. — What manner of 
people own America’s station 
wagons? 

Among them is a heavy concen- 
tration of executives and profes- 
sional men. Wagon owners tend to 
drive newer cars and are likely to 
own better homes in or on the 
fringe of the large cities. 

They are socially active and 
show a lively interest in outdoor 
sports and hobbies. Nearly three 
out of every four station-wagon 
families have children under 18. 


These are some of the findings of 
a study by R. L. Polk & Co. to 
profile this large segment of the 
car-owning population. From a 
random sampling of registered sta- 
tion wagon owners, Polk requested 
replies to a four-page questionnaire. 
Results are based on mailed returns 
from 37 percent of the group. 

Forty-eight percent of the replies 
came from executives or profes- 
sional men, and another 11 percent 
from “semi” executives, such as 
accountants and engineers. 

Of those who answered, 89 per- 
cent indicated that at least one 
car in the household was of the 
last three year models, and 46 per- 
cent said they owned more than one 
car. 

The study also revealed that 84 
percent of America’s station wagon 
owners own their homes, and 65 
percent live in homes valued at 
$15,000 or more. Sixty-three percent 
live within the city limits and an- 
other 17 percent just beyond the 
city limits. Thirty-eight percent in- 
dicated they live in cities of more 
than 100,000 population. 

Reflecting the station wagon’s 
role as a family vehicle were 
these results of the study: Sev- 


General Markets 


New Winter Tire 


AKRON.—Development of a high- 
speed winter tire for year-round 
usage has been announced by Gen- 
eral Tire & Rubber Co. 

L. A. McQueen, vic e-president, 
forecast the best season in history 
for winter-tire sales, citing the 
continuing drive for highway safety 
as a principal factor. 

He said the new “Safety Winter 
Cleat” is built for high-speed turn- 
pike operation and provides far 
greater sno w-mud-slush-ice trac- 
tion than the ordinary winter tire. 


enty-one percent indicated there 
were children under 18 in the 
family, and 54 percent indicated 
there were children under 10. 
The average size of the station 
wagon family surveyed was 4.2 
members. 


Among those replying, 69 percent 
said some members of the family 
actively participated in church 
work, 43 percent in service club 
work and 49 percent in civic affairs. 


Forty-five percent of the respond- 
ents indicated they were fishermen. 
Thirty-two percent said they 
hunted, and 26 percent indicated 
they were boating enthusiasts. Of 
the 38 percent who said they 
camped out on vacations or week- 
ends, nearly half indicated they 
owned camping equipment valued 
at $100 or more. 


In replying to questions on home 
equipment, 40 percent said they 
owned hi-fi sets; 46 percent said 
they owned a slide or film projec- 
tor; 34 percent indicated they had 
at least two television sets, and 38 
percent indicated they had air con- 
ditioning. 





Watkins Signs with DeSoto— 


Among those who watched Thomas R. Watkins jr., center, sign a DeSoto-Plymouth 
franchise in New Orleans were, from left, Cy Shelton, DeSoto Memphis zone manager; 
S. L. Noble, DeSoto Atlanta sales manager; and Jimmy Jones, DeSoto Baton Rouge 
(La.) district manager. A former dealer in Little Rock, Ark., Watkins has« purchased 
Howard Motors, Inc., in New Orleans. He will retain the name of the dealership. 





A Pillow for Plymouth— 


Sitting softly on a huge 22-foot-long satin pillow in the showroom of Harry Apple, 
Inc., Hollywood, Calif., is a ‘59 Plymouth Fury. In the background of the announce- 
ment-day display is a 14-foot replica of the new Plymouth insignia, carried on the 


front grille of all new Plymouths. 


Big Year Seen by Most... 


°*59s Cheer N. Y. Dealers 


By Ed Brown 
Staff Correspondent 
EW YORK.—Phrases like “most 
spectacular announcement I 
can remember in 21 years” and “I 
honestly feel 1959 will be a good 
year now” characterize the general 
feeling among most dealers at this 
time. 

Even the most cynical are 
forced to admit that the 1959 in- 
troductions, for the most part, 
have received good public recep- 
tion. A real crystallizing of inter- 
est and the intent to spend 
money appears to be going hand 
in hand. 

Some dealers talk of $400 to $600 
average grosses on orders they 
have written so far. 


= > > 

GM DEALERS are suffering 
from the lack of autos, 
but, oddly enough, no one seems 
to be losing large numbers of 
orders to competition. There are 
some restless people who either 
must have their car immediately or 
are too impatient to wait. But the 
majority seem content to sit out 

this “dry” period. 
Most GM dealers find that their 


Lake Ship Sails Again 
As Car Shipments Gain 


BUFFALO.—A pickup in lake 
shipments of autos from Detroit to 
Buffalo resulted in recommissioning 
of the freighter George W. Mead 
of T. J. McCarthy Steamship Co. 

The vessel had been idle since 
July 3. A spokesman for McCarthy 
said present commitments indicate 
the vessel, along with two sister 
ships, will be kept busy in the auto 
trade for the rest of the navigation 
season. 





announcement stock was far 
from adequate. The Motorama 
came in exceedingly handy at 
this time. Many dealers report 
their customers attended the Mo- 
torama, saw the car they wanted 
and returned to the showroom to 
start talking” terms. 


GM had probably the most spec- 
tacular reaction, but Ford Motor 
Co. and Chrysler Corp. products 
introduced to date have been re- 
ceived well. As a-matter of fact, 
quite well in many instances. Peo- 
ple less than enchanted with the 
GM products feel they “look too 
much like a rocket for me” or 
“they are too gimmicked up this 
year.” These are the people turning 
to other lines for 1959. 

> > * 
CHEVROLET dealer was feel- 
ing quite despondent because 
he was under the impression that 
his competition was not going to 
have as hot a car as he feels he 
has this year. 


“What am I gonna do when 
they start selling their products 
for grosses about $200 less than 
mine? You mean to tell me that 
style is going to bring me $200 
more gross for my car? It is not.” 
But it appears on further investi- 
gation that he hasn't had this prob- 
lem yet, because his competition 
appears to be pricing in line with 
his own grosses. 

There is a good deal of talk, too, 
that grosses on the cars introduced 
earlier this fall have fallen to the 
level of the last 1958s. But it’s the 
old story of dealers basing their 
opinion on their last deal rather 
than on how their business is ac- 
tually responding at this time. 

> > ” 

MERICAN MOTORS dealers 

continue to do well. The 1959 
Ramblers have been extremely well 
received, and were being sold 
before formal introduction date by 
dealers who had no 1958s to offer. 


It is known that the local zone, 
where AMC is now in a position to 
choose its dealers from a long list 
of candidates, is selling twice the 
number of cars this month that it 
sold in January. And at that time 
it was selling twice as many as it 
had sold in January, 1957. 

A Studebaker Lark on the streets 
of New York one evening recently 
received many interested comments 
from passersby. Most people were 
unaware of its origin, but were 
favorably impressed when given 
only a few details. 

Enthusiasm for this little car, 


Imports appear to have 
a slump for the past month. 
is every possibility that this is due 
to the 1959 domestic announce- 
ments. People are hesitating before 
they actually make up their minds. 

But import demand has definitely 
slowed down, and there is stock 
available in all but two makes. And 
one of those expects to have stock 
on hand soon. 
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‘Stepchild’ Role Rejected .. . 





Rootes Prefers Exclusive Deals 


“Wwe DON’T want to be a step- 
child,” said John T. Panks, 
managing director of Rootes Mo- 
tors, Inc., in a Los Angeles inter- 
view with Automotive News. 

“We want dealers who will sell 
Rootes cars as their No. 1 line.” 
he said. 

Shipments of Hillman and Sun- 
beam cars to the U. S. will be in- 
creased 20 percent to over 2,000 
units monthly, beginning this 
month, Panks said. 

He reported that Rootes sold 15,- 
477 cars in the U. S. in the first 
nine months of 1958, compared with 
10,216 in the comparable 1957 pe- 
riod. 

New regional offices are being 
opened in Boston, Chicago, San 
Francisco and Jacksonville, Fla. 

Five new regional managers have 
been hired to increase the Rootes 
dealer organization from the pres- 
ent 537 to 650 by 1959, Panks said. 

“We want more dealers, but 
not necessarily U. S. dealers who 
dual or imported-car dealers di- 
viding their sales efforts among 
four or five cars,” Panks said. 

“We want dealers to sell and 
service the Rootes Group.” 

Instructions to regional man- 


‘agers, he said, advise interviewing 


bank managers and chambers of 
commerce to find businessmen in- 
terested in entering the retail auto 
business for the first time. 
Edward McDonald, formerly a 
senior service instructor with the 
Eastern zone of Buick, has joined 
Rootes after a two-month course 
at the English factory. He will con- 
duct service schools in Los Angeles 
and New York on alternate months. 
Panks said that in addition to 


Des Moines Shops 
Reopen; L-O-F 
Contract Signed 


(Continued from Page 6) 


will receive a four-cent-an-hour in- 
crease in addition to the eight cents 
each year. 

The minimum wage at the com- 
pany thus is increased to $2.05 this 
year from $1.93, and will go to $2.17 
a year from now. 

Still to be settled, as AvTomorive 
News went to press, was the dis- 
pute between the union and Pitts- 
burgh Plate Glass Co. The union 
struck Pittsburgh Plate on Oct. 10 
also, shutting down 12 of its plants. 

Libbey-O wens-Ford and Pitts- 
burgh Plate, with some 25,000 work- 
ers, are the nation’s largest pro- 
ducers of automobile glass. 

* * > 


Last GM Plant Settles 


ENERAL MOTORS five auto- 
motive divisions went back into 
production following the settlement 
last week of the last strike by a 
local union of the United Auto 
Workers. 
The GM strikes began on Oct. 
2 and continued over local issues 
despite agreement at that time 
of a national contract. 

The last GM auto plant on strike, 
UAW Local 15, bowed to an inter- 
national union order and agreed to 
return to work at the Fisher Body 
Fleetwood plant in Detroit. The 
strike had prevented the recall] of 
4,000 assembly workers at Cadillac. 

Dana Corp., Toledo, became the 
first major auto parts manufac- 
turer to settle a new contract with 
the UAW. 

The UAW and Eaton Mfg. Co., 





three-year contract for some 3,000 


the drive for additional dealers in 
the U. 8., Rootes will soon initiate 
a program directed at selling cars 
to more of the U. S. tourists visit- 
ing Europe. 
—WILLIAM CARROLL 
> = a” 


Volvo 


ve was the top winner in the 
Rally Viking, conducted in Nor- 
way by the Royal Norwegian Auto- 
mobile Club, according to the 
Swedish auto firm. Of the five win- 
ning cars, the first, second, fourth 
and fifth were Volvos. The 1,600 
c.c.-class and the prize for individ- 
ual makes also were won by Volvo. 

Rally Viking consists mostly of 
winding and narrow Norwegian 
mountain roads. The cars were 
stopped on different occasions for 
various special tests. 

The rally this year was run under 
extremely bad weather conditions— 
mist and rain. There were 71 cars 
in the rally. 

> > 


Renault 


ENAULT has leased two floors 

of office space at 750 Third Ave., 
New York, with a total of 18,000 
Square feet of space. 

A Renault spokesman said the 
move was necessitated by Renault’s 
expansion since it moved into 425 
Park Ave., 18 months ago. 

Offices for Peugeot, Inc., will also 
be moved into the new address. Re- 
nault will retain its Park Ave. 
showrooms, 

> > > 


BMC 


PPOINTMENT of seven dealers 
has been announced by British 
Motor Corp. They are: 

Cars of Europe, Inc., 22343 Gov- 
ernors Highway, Richton Park, Il; 
Rallye Motors, Ltd., 2050 S. Mac- 
Arthur Bivd., Springfield, Ill.; For- 
est City Motor Co., Portland, Me.; 
Hollywood Motors, Ltd., 805 N. Fed- 
eral Highway, Hallendale, Fia. 

Ladkin Motors, Inc., 1302 Ninth 
St. W., Bradenton, Fila.; Imported 
Motors, 8835 S. Dixie Highway, 
South Miami, Fila.; Range Drive 
Your Self Co., 101 E. Howard S&t., 
Hibbing, Minn. 


Austin-Healey 
RITISH MOTOR CORP. said an 
Austin-Healey 100 Six sports 
car set seven International Class D 
records for speed and endurance 


during a 103-hour run at the 
Monthlery track near Paris. 

The records: 5,000 miles at an 
average speed of 98.5 m.p.h.; 10- 
000 kilometers at an average speed 
of 97.31 m.p.h.; 10,000 miles at an 
average speed of 97.13 m.p.h.; 15,- 
000 kilometers at an average speed 
of 97.04 m.p.h. 

Also, two days at an average 
speed of 98.73 m.p.h.; three days 


Debut Day Finds 


60% Set to Buy 
09s, Ford Says 


DETROIT. — A survey showed 
that almost 60 percent of the per-| 
sons visiting Ford dealerships on | 
the ’59s introduction day indicated 
they “probably or definitely will 
buy” a new car in 1959, according 
to Walter J. Cooper, Ford division 
general sales manager. 

He said the buying intentions of | 
those visiting Ford dealers were | 
higher than for those surveyed 
after visits to dealerships of the 
other two makes in Ford’s field. | 

The surveys were conducted in| 
Atlanta, Chicago, Detroit, Los An- 
geles and New York by an inde- 
pendent research agency, Cooper 
said. 

Introduction-day deliveries total- 
led 6,861 and an additional 20,000 
orders were taken for a total of 
about 27,000 sales the first day, 
Cooper said. 

Wilbur Chase, Ford division 
truck-marketing manager, said the 
number of '59 Ford trucks sold or 
ordered on opening day exceeded 
comparable sales on the 1958 intro- 
duction day by more than 30 per-| 
cent. 

He said 4,575 new trucks were 
sold, compared with 3,435 orders 
and deliveries on the first day a 
year ago. 


New MG Guide Published 

NEW YORK.—A new volume in 
the series of Motor Car Mainte- 
nance and Repair, covering all MG 
models from 1934 to 1958, has been 
announced by Arco Publishing Co. 
The illustrated guide was written 
and printed in England. 








Protected-Territory Idea 
Hailed by Ark. Dealers 


(Continued from Page 3) 


after a two-hour discussion and a 
full exploration of all possibilities, 
lead by Chaffin. The incoming pres- 
ident was authorized to set up a 
committee of four, which will take 
the board’s recommendation and 
draft a resolution. 


gation. 
Other speakers included John 


workers in six Michigan and Ohio| Murdock, Memphis, president of 


plants. 
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financing, and Thomas Harper, Fort 
Smith attorney, Chairman of the 
State Democratic Committee, who 
discussed legal technical problems 
of financing. His talk was followed 
by a question and answer period. 
Thomas S. McNeil, Rogers, was 
presented a plaque at the annual 


at an average speed of 97.33 m.p.h., 
and four days at an average speed 
of 97.04 m.p.h. 

= * * 


Mercedes-Benz 


F L. ARMSTRONG, general sales 
* manager of Mercedes-Benz 
Sales, Inc., announced the appoint- 
ments of E. V. Louth as distribu- 
tion manager and R. V. Myers as 
his assistant. 

Louth formerly was special as- 
sistant to T. A. Zenzinger, Stude- 
baker-Packard domestic-vehicle- 
distribution manager. Myers had 
been in charge of various phases 
of Mercedes-Benz distribution. 

* > ” 
Triumph 
RIUMPH cars outsold all other 
imported cars in San Diego 
County in June, according to Dor- 
othy Deen, executive vice-president 
of Cal Sales, Western Triumph dis- 
tributor. 

Triumph led its nearest competi- 

tor by 17 percent, she said. 
> + = 


Fiat 
Nine more dealers have been 
awarded Fiat franchises. They are: 
Woolpert Imports, 10542 Garden 
Grove Blivd., Garden Grove, Calif.; 
Lou Gerard Motors, Tehama at 


| California Sts. Redding, Calif.; 


Means-Buhl Co., 435 W. Main, Fort 
Wayne, Ind.; Sports Cars, Inc., 1514 
S. Dort Highway, Flint; Delta Cars, 
1235 King Highway, Kalamazoo, 
Mich.; Malcolm Milks, Inc., 1408 
E. Michigan Ave., Lansing; Stark 
Italian Cars, Inc., 3603 Cleveland 
Ave., Canton, O.; Clarence Fox 
Lakewood, Inc., 17602 Detroit Ave., 
Lakewood, O., and Overseas Cars, 
Ltd., 560 Cottman, Cheltenham, Pa. 


BEDFORD SPRINGS, Pa.— 
Secondary values are more impor- 
tant to most car buyers than the 
auto’s ostensible function, accord- 
ing to Robert E. Allen, president 
of Fuller & Smith & Ross, Inc., 
Pittsburgh advertising agency. 

He told the American 





tions of what sells best have 
taught that most people buy cars 
for more than mere transporta- 
tion. 

“They buy a car to demonstrate 
their social status, to give the 
driver a feeling of mastery and 
power, to magnify their own per- 
sonality,” Allen said. 

He cited Chrysler Corp.’s experi- 
ence several years ago with “boxy, 
functional designs.” 

“They were practically driven 
out of business by the glamorous 
products of Ford and General 
Motors,” he said. 

The sharp decline in domestic 
auto sales in 1958 and the increas- 
ing popularity of the imports is no 
indication that the industry mis- 
judged its market, Allen contended. 

“Most hard-headed economists 
believe that the poor automotive 
sales year was the result of the 
recession, not customer rejection of 
the 58 styling,” he continued. 


banquet, honoring him as “Auto- “The 1959 cars are bigger and 


mobile Man of the Year.” Thirty 
dealers were also presented safety 
plaques for donating cars to schools 
for driver education p b 

Clyde Randall, Fort Smith, was 
elected president to succeed Carl 
Welch, Pine Bluff; Hendrix Lackey, 
Mountain Pine, was elected vice- 


president; Fred Balch jr., Little} * 


Rock, treasurer, and Roland 
Hughes, Jonesboro, NADA state 
director. Benjamin was reelected 
executive vice-president. 

Directors named to three-year 
terms were Ray Harp, Bonne- 
ville; Stanley Richards, Hot 
Springs; Harry Shannon, Star 
City; W. C. Whitfield, Fayette- 
ville; B. A. DeLamar, Prescott; 
George Morgan, El Dorado; Fred 
Harris, Waldron, and Gordon 
Love, Hughes. 


Regional 
included Verl Hudspeth, Harrison; 
Region One-Northwest; 
Weaver, Jonesboro, Region T wo- 
Northeast; N. Dolly Parker, Mag- 
nolia, Region Th re e-Southwest; 
Walter Jennings, Little Rock, Re- 
gion Four-Southeast. 

Some 300 dealers from all sections 
of the state attended the two-day 
convention. Hot Springs was se- 
lected for the 1959 convention. 





vice-presidents electea | Sfety-Check Award— 


Frank Tally, left, first vice-president, 


Bill | Daytona Beach (Fia.) Chamber of Com- 


merce and chairman of its safety com- 
mittee, receives the State Award of Excel- 
lence for Volusia County's 1958 voluntary 
vehicle safety-check program. Presenting 
the award is Walter J. Cleland of Chry- 
sler Corp.'s Atlanta office who served as 
one of the Inter-Industry Highway Safety 
Committee's special representatives for the 
1958 nationwide safety-check program. 





Opportune Year 
Seen by Fribley 


Holds Out Promise 
Of Building Profit 


NEW YORK.—The 1959 mode] 
year offers franchised new-car 
dealers their best opportunity in 
more than a decade to build q 
sound operation on a profitable 
basis, Carl & 
Fribley, NAD 
past president, 
told a group of 
New England 
bankers at the 
American Bank 
Credit Plan Meet. 
ing. 

“The rapidly ex. 
panding economy, 
plus the large 
liquid savings 

Carl E. Fribley available and the 
attractive new models will stimu- 
late the market for new automo 
biles,” said Fribley, a Cadillac- 
Pontiac dealer in Norwich, N. Y. 

Public acceptance at the new-car 
introductions and the number of 
orders written by auto salesmen 
prove this contention, he declared 

“The posting of the manufactur- 
er’s suggested retail price on every 
59 model, as required by the 
Monroney Truth-in-Labelling Law, 
has made it easier for the public 
to recognize the outstanding value 
in these new models,” Fribley said. 





“Secondary Values More Important’ <“~ 


What Car Buyers Like 


finny-er than ever and sales are 
way up,” Allen said. 


Marketing Hypo 
Urged for Auto 


Lubrication Jobs 


(Continued from Page 6) 


have increased on the average to 
2,700 miles ,and the market itself 
will decrease 30 percent in the next 
10 years. 

“One bright spot is that by 
1965, the number of autos on the 
road might affect grease con- 
sumption favorably, as ne w-car 
registration continues to grow. 
On the other hand, 1956 was a 
peak year for lubrication, with 
200 million pounds, but this 
should decrease 67 percent by 
1965, as new cars come on the 
roads with fewer fittings and 
older cars with more fittings are 
junked. 

“Even though truck and bus 
lubrication usage continues to in- 
crease, it will not compensate for 
the loss in the passenger-car busi- 
ness.” 


Drout’s solution would be for the 
grease manufacturers to hit with 
greater enthusiasm the “agricul 
tural and heavy construction equip- 
ment market.” 


Car owners who try to save 
money on auto maintenance by 
skipping chassis lubrications are 
creating an epidemic of costly me 
chanical breakdowns and endan 
gering road safety, it was charged 
by Rudolf Cubicciotti, outgoing 
president of the Institute and vice 
president of L. Sonneborn Songs, 
Inc. He called for an intensified 
promotion of 1,000-mile lubrica- 
tions. 


Ray Whyte Sells 
Chevrolet Deal 


DETROIT.—Ray Whyte, a Chev- 
rolet dealer here since 1934, has 
sold Ray Whyte Chevrolet Co. to 
Ted Ewald, operator of Mack- 
Gratiot since 1953. Ewald will move 
to the Whyte location and rename 
his operation Ted Ewald Chevrolet. 

Whyte said he would devote full 
time to his Italian Motors, Inc. 
Fiat distributor in four Midwest 
states, and other business interests. 

He will continue as president of 
Whyte Oldsmobile Co., which is 
managed by a brother, William. 
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By Joseph M. Callahan 
Engineering Editor 

SHEFFIELD, Ala.— Within five 

rs, the average car will contain 
from 100 to 120 pounds of alumi- 
sum, C. H. Patterson, vice-presi- 
dent of Ford Motor Co.’s power- 
train group, said last week. 

In making his prediction, he 
aaded, “I think I am taking the 
conservative approach.” The 
average ’59 model has 57 pounds 
of aluminum. 

Patterson addressed newsmen 
who toured Ford’s aluminum cast- 
ings plant and Reynolds Metals 
Co.’s Listerhill Aluminum Reduc- 
tion Plant. It was the first public 
showing of the plants involved in 
the Ford-Reynolds “hot-metals” 
contract. 

Under the arrangement, molten 
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our own newspaper for less 
a letter and ree 


poges, tabloid size.) 
This paper mails for only 1% cents. 
cl t for direct customer contact. Un- 
fine for product display and HARD | 
INGI 
terrific merchandising medium. A pow- 
Public Relations tool, Loaded with 
st appeal! | 
Selis Used Cars Better than | 
lecal Newspaper and for Less! 
low cost includes everything: Edi-| 
, Photographic, printing and mailing 


Exclusive purchase rights 
FARRAND PUBLICATIONS INC. 
103 West Fifth Street 
Royal Oak, Michigan 
Advertising and Sales Management 
consultants to the Auto Dealer 


Which 
Service Customers 
Are Profitable? 


The answer to 
this ‘and count- 
less other ques- 
tions is in “The 
Automobile 
Dealer” 


This valuable 
book, now in its 
second printing, 
has been ac- 
claimed the 
“bible” of its field. Order now with 
yen If, 4 ter 10 days, you are 

not convinced that this merits 
being a worthwhile, permanent ref- 
erence, return it and your money 
will be refunded. Send for your 
Sopy now before it slips your mind. 


PHILPENN PUBLISHING COMPANY 
| 1750 N. Broad St., Philadelphia 21, Pa. 


| Send___copy (copies) of the new book, 
| “The Automobile Dealer” 


10 | enclose check covering books at 
$5.20 each 





0 Send books C.0.D., plus postage 


Name 
| Street. 


Aluminum Seen Rising 
To 100 Pounds a Car 














aluminum is 
trucked from the 
Reynolds plant to 
the Ford installa- 
tion a quarter of 
a mile away. This 
eliminates the re- 
ceiving of alumi- 
num in pig or in- 
got form and sub- 
sequent remelting. 
Sharing the 
= rostrum with 
C. H. Patterson Patterson was 
Abram D. Reynolds, vice-president 
of Reynolds Metals. 


He declared that it would be 
possible to produce an all-alumi- 
num car now by extending to 
other parts of a car the automo- 
tive mass production techniques 
already engineered for aluminum. 
Patterson based his prediction of 
more aluminum in tomorrow’s cars 
on the progress being made to in- 
crease efficiency and reduce the 
customer’s costs. 


Ford Motor Co., he said, has 


\|}}about 100 metallurgists, planners, 


body engineers, manufacturing re- 
searchers and purchasing special- 
ists searching for new applications 
of aluminum and other light 
metals. 


He didn’t speculate on aluminum 
engines other than to concede that 
“much work is being done in this 
field, but many problems must be 
overcome.” Patterson mentioned, 
however, that radiators, brakes and 
wheels might potentially be made 
of aluminum. 


“In fact,” he added, 


sideration for replacement by light 
metals.” 

As an iron-and-steel man for 
more than 30 years, Patterson 
admitted that “I choke up a little 


in joining the aluminum chorus, | | ~* 
so I might limit myself to one | 
superlative and call aluminum | 
the ‘versatile metal’ of the auto | 


industry.” 

He added: “We have found that 
it can be subjected to as wide a 
range of processes as any metal we 
use. It can be rolled, stamped, ex- 
truded, cast, drawn, machined or 
colored. Such versatility, combined 
with reasonable cost, will assure 
a healthy future for aluminum in 
the auto industry.” 

Speaking of a possible all-alumi- 
num car, Reynolds said it would be 
“competitive in cost with current 
production, weigh 60 percent less 
and set off a chain reaction of 
improved performance, 
beauty and diminished warranty 
not otherwise available.” 

Reynolds continued: “It could 
have a unitized sheet skin body 
married to running gear and front 
structure by a die cast or perma- 
nent mold casting of aluminum for 
front cross support and two-side 
guide rails. 

“The unitized body would be 
constructed with extrusions or 
castings for ‘A’ and ‘B’ posts and 
roof rails, die-cast doors, stamped 

> * 


“any moving | 
part in the car is subject to con-/| 





economy, | 





or extruded instrument panels 
and a combination of sheet and 
extrusion underbody. 


“With it, of course, would go 
integral grilles and hood, including 
ornamentation, integral wheels and 
brakes, bumpers and integral deck 
and wheel cover. It would be as- 
sembled by welding, adhesives, 
stitching and other mechanical 
fasteners.” 


Commenting on the increased use 
of aluminum in autos, Patterson 
said the average car shortly after 
World War II had six to eight 
pounds of the metal. The ’57 Ford 
had 35 pounds; the '58 had 52 
pounds, and a ’59 Fairlane 500 V-8 
with Fordomatic has 68 pounds. 

The '59 Edsel, he said, contains 
57 pounds of aluminum, and there 
are 53 pounds in the Mercury and 
84 pounds in the Lincoln Premiere. 


The Fairlane 500, Patterson said, 
has 100 aluminum parts. There are 
18 pounds of aluminum in the V-8 
engine, 12 pounds in body trim, 36 
pounds in the automatic transmis- 
sion and two pounds in hardware 
and miscellaneous parts. 


Reynolds noted that from the ’55 
to the '59 models, the average 
amount of aluminum per passenger 
car increased from 30 to 57 pounds, 
or 90 percent. 


“Industrywide,” he said, “the 
number of individual applications 
for aluminum will jump forward 
from 318 to 344 in the '59 model. 
Decorative applications, interior 
and exterior, will rise from 127 to 
185, a gain of 42 percent.” 


LaRue Promoted 
In Cadillac Sales 


DETROIT.—W. T. LaRue has 
been named assistant general sales 
manager of Cadillac for the West- 
ern half of the U. S. He replaces 
E. F. Upson, who 
retired. 

LaRue had been 
merchandising 
manager since 
1955, and was re- 
sponsible for ad- 
vertising and 
sales promotion. 

A graduate of 
the U. S. Naval 
Academy, Upson 

_ joined Cadillac in 
W. T. LaRue 1926 as a sales 
representative and rose to zone 
manager and regional manager be- 
fore becoming assistant general 
sales manager in 1935. 





Pioneer Acquires 
Wettlaufer Firm 


DETROIT .—Acquisition of Wett- 
laufer Engineering Corp. by Pioneer 
Engineering & Mfg. Co. has been 
announced by Michael Pinto, Pio- 
neer president. 

He said Wettlaufer will be reor- 
ganized as a division of Pioneer, 
similar to Douglas Tool Co. The 
merger has made the organization 
the largest engineering firm of its 
kind in the U.S., Pinto added. 

Elmer Wettlaufer, president and 
founder of Wettlaufer, becomes a 
member of the Pioneer board of 
directors. 





Transporting Molten Aluminum— 

Two 5,000-pound-capacity crucibles of molten aluminum are loaded on a Ford 
Motor Co. truck in Reynolds Metals Co.'s Listerhill Reduction Plant. The molten metal 
is carried a quarter of a mile to Ford's Sheffield (Ala.) plant where it is cast into 
automotive parts. ; 
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Coming—December 1 


Order Your Extra Copies Today 


Automotive News 
AUTO SHOW ISSUE 


FOR 1959 


@ Photographs Of All 1959 Automobiles 
@ Specifications On All U. S. Cars 
@ Complete Truck Section 
@ Comparative Price Chart 
@ Latest Engineering Developments 
@ Market Trends 








ALL IN FULL COLOR 


TS‘ eace 


Please Send Check With Your Order 


Automotiue News 


DEPT. A 965 EAST JEFFERSON 
DETROIT 7, MICH. 


EXTRA COPIES AVAILABLE ON 
ADVANCE ORDER ONLY...... —o - 
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Utah Classifies 
Car Warranties 


_ As Insurance 


SALT LAKE CITY.—Automobile 
warranty companies in Utah were 
classed with insurance firms this 
week by Carl A. Hulbert, state in- 
surance commissioner. 


The ruling followed charges that 
some warranties against costly auto- 
motive repairs had proved of little 
value. 


“It has been determined that 
claims by residents of this state 
involving some of the car warranty 
companies have resulted in very 
poor claims service,” Hulbert said. 
“In some instances claims have 
been flatly denied, apparently with- 
out authority within the contract of 
warranty. 

“There have also been cases 
where the warranty companies 
have failed completely. 

“Because of these difficulties and 
after thorough investigation, this 
department declares that car-war- 
ranty policies are insurance policies 
and companies issuing such must 
comply with the insurance code of 
Utah. 

“All car-warranty companies are 
hereby advised that they must file | 
with the insurance commissioner 
financial statements, copies of all | 
forms of car-warranty policies they 
intend to use in Utah and all other 
; necessary information to show com- 
; pliance with the Utah State Insur-| 

ance Code.” 
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Classified Want Ads 


HELP WANTED 


Prospectin' For Gold! 


Stake Your Claim for a Franchise 
Bonanza with 
Automotive Institute 


In just two weeks, franchises for West 
Coast (Cal.. Ariz. Nev.) and Northeast 
(N. Y., N. J., New Eng.) were staked out. 
We now place franchises for the rest of 
the country on the open market for the § | 
most revolutionary, profit making innova- 
tion for new car dealers since the intro 
of “buying on time.” 

We're looking for nine wise men with 
the sweet smell of success to take over as 
our exclusive sales franchisees for remain- 
ing territories. In a few short months we 
launch “Operation Bonanza" with national 





advertising and sales promotion. Every- 
body who knows about our program wants 
in, But we ain't selling. 

We're interested only in an all-star 

top nine (9) men in the auto- 
motive field—proven money makers to 
organize overnight and train hard-hitting 
sales forces to follow up and cash in on 
our ads and sales promotion when the 
lid is off this explosive package. If you've 
made the grade as a dealer, gen. mgr., 
sales mgr., factory rep., or in advertising, 
ion or merchandising; if you want 
in on the ground floor of a long-term, 
once-in-a-lifetime deal, and u're not 
adverse to making in the big five figures 
—YOU SELL US! 

Write (airmail, special delivery) 
about yourself, background, experience, 
qualifications, everything there is to know 
—it's confidential. We'll screen all pros- 
pects for the cream and set up interviews. 
We either fly you to New York at our 
expense or we ship one of our excess 
Vice Presidents to your home base to 
close a deal. 

We're pushing the deadline date when 
} our advertising agency breaks the national 
; campaign. So, if you want in, get on the 
} ball and sell yourself in + opening 
} letter. Write to the Office of the Execu- 
43 tive Vice-President, 


AUTOMOTIVE INSTITUTE, 
INC. 

; 285 Madison Avenue 
New York 17, N. Y. 
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WANTED—ONE NEW CAR SALES MAN- 
AGER, one used car sales manager. Must 
have proven background, be dependable 
and able to secure bond. We have 700 
to 900 Ford car contacts and wholesale 
distribution for heavy trucks; also, parts 
distribution in our district. We are lo- 
cated in the center of our city, own our 
own property, finance our own cars, have 
no mortgages of any kind and have been 
dealers for one of the “Big 3’' for over 
42 years. This is an opportunity of a 
z lifetime. If you can qualify, give full 

rs in answer and details 
of what kind of compensation you would 
ib accept. Universal Motor, Inc., Universal 
; Building, 391 8. _Main St., Akron 11, Ohio. 








: NEW CAR SALES MANAGER — Large 
Chevrolet dealership retailing 1,800 cars 

year, needs a good live wire new 
manager. $12,000 yearly—plus 
man. Write M. E. Brown, Gen- 
, Slaton Chevrolet, Inc., 
4276, Fort Lauderdale, Fior- 
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Advertising and 

Specialty 

Salesmen 
Openings Nationally 


If you have a following with 
automobile dealers and pres- 
ently SELL Sales Promotion and 
Advertising lines in your ter- 
ritory — Now you can make 
EXTRA PROFIT without extra 
work. 

Farrand Publications sells: Pack- 
aged Salesman Selection and 
Training Programs; Newspaper- 
type Direct Mail Advertising; 
Sales Promotion and Training 
Equipment; Promotion Merchan- 
dise, and more! 

For extra profit and territorial protec- 
tien contact: 


Herman N. Farrand, President 
FARRAND PUBLICATIONS, INC. 

103 W. Fifth Street 

Royal Oak, Michigan, JOrdan 4-5555 


Advertising and sales management con- 
sultants to the auto dealer. 


(Send resume of present lines carried and 
territory desired.) 





NEED TWO FORD SALESMEN. Potential 
unlimited with % million to draw from. 


If you are tops with a Ford dealer, but | 


should move to Arizona for family health 


sake, you can go right to work, Phoenix | 


area. Box 8623, 
Detroit 7. 


c/o Automotive News, 


General Manager 


| need a man to assume full responsibility 
for the complete operation of a dealer- 
ship that will soon be in the process of 
changing owners and will undergo com- 
plete reorganization. One of the ‘Big 
Two," single point, 80,000 population pilus 
surrounding trade territory, western 
U. S. location, 1,400 to 1,800 potential. 
You must be married, organizer, re- 
liable and responsible (and able to prove 
it), | want a volume operation with a 
profit, and | will NOT TOLERATE ANY 
UNETHICAL BELOW THE BELT TACTICS. 
You must have a proven record or have 
the factory approval of either Chevrolet 
or Ford. THE OWNER WILL BE YOUR 
BOSS—no family tie-ins—together we will 
hire a complete new force (leave your 
friends and relations at home), Account- 
ant—Business Manager, Sales Manager, 
Truck and Fleet Sales Manager, Used 
Car Manager, Parts Manager, Service 
Manager. Annual parts volume $720,000 
approximately, service $240,000 approx- 
imately (both can stand improvement). 
Facilities are only fair and will have to 
be replaced in two or three years, Real 
estate is leased. You and the Accountant- 
Business Manager will be asked from 
time-to-time to advise me in the opera- 
tion of two smailer but similar agencies. 
This is not a chain and never will be 
and there is no factory participation. j 
am a working owner, age 45, and exper- 
ienced in all phases of dealer operations. 
This is not a get rich quick scheme, but 
almost an unlimited opportunity for the 
right man. Your answer is being directed 
to a disinterested third party to secure 


secrecy. 
RO nvOu DO NOT WORK FOR ME 
NOW—do not expect an early reply, 
these deals move slow but sure. Box 
8627, </o Automotive News, Detroit 7. 





POSITION WANTED 





ACCOUNTANT—Business Manager with 
volume GM or Ford dealer. Can analyze 
and interpret operating figures for man- 

mt. Can maint&in efficient office 


tion, Box 8632, c/o Automotive News, 


Detroit 7. 

EXECUTIVE SERVICE MANAGER — 16 
years’ experience, age 37. Now employed, 
wishes to relocate with volume GM dealer 


c/o Automotive News, Detroit 7. 


POSITION WANTED 
FORD OF CANADA DEALER SELLS OUT 
|—Former Ford sales and service represen- 


SERVICE MANAGER with demonstrated 

ability for improving all phases of dealer 
| service operation. Age 34, married, ex- 
cellent physical condition, better than 
average education, high cating on voca- 
tional tests, technical and modern man- 


| 


| ACCCOUNTANT—Office manager, 20 years’ 
General Motors experience. <Lgin 6-0338, 
| Detroit, Michigan 


| GENERAL SALES MANAGER 
ing education. 
volume Ford 
Now Florida resident—looking 
portunity. Will guarantee 
8628, c/o Automotive News, 


| USED CAR MANAGER—15 years’ experi- 
ence, volume producer, sober and depend- 
able. Seeking permanent position with a 
reliable dealer. 
red. Box 8629, 
Detroit 7. 
|——— 


| POSITION WANTED—Want to manage 
and buy-in GM dealership. Married, 35 
years old with family. Former success- 
ful dealer, can furnish references and 
stand strictest check. Factory approval 
assured. Can operate dealership 
profit, experienced in all phases of opera- 
tion. Replies strictly confidential. Box 
8630, c/o Automotive News, Detroit 7 


BUSINESS MANAGER — Office Manager 
position wanted with southern California 
Buick or Cadillac dealer. Experience in- 
cludes factory business management, 
secretary-treasurer of Buick, Chevrolet 
and familiarity with Motors Holding 

| procedures. Excellent references. Box 

8624, c/o Automotive News, Detroit 7. 


Account- 


for op- 
results. Box 
Detroit 7 





Finance Man 


ELEVEN YEARS’ EXPERIENCE in all phases 
of wholesale and retail automobile finance, 
managing large metropolitan operation for 
| national finance company. Proven record of 
hiring and training office and sales personnel 
for efficent operation. Age 34 married. Box 
8638, c/o Automotive News, Detroit 7. 





| 


| THOROUGHLY EXPERIENCED sales rep- 
resentative, under forty, ten years dis- 
trict manager, car distributor, ete. for 
manufacturer. Also experienced in retail 
as salesman, general manager, leasing 
manager. Desires association with manu- 
facturer, supplier or related industry. 
Ernest Watson, 2 Stone Ave., Ossining, 
New York. 





| REPRESENTATION IN CUBA for factory 
| handling quality parts or accessories de- 
sired by experienced, capable man. Ref- 
erences. Will attend February Chicago 
Show. Write full details. Box 8614, c/o 
Automotive News, Detroit 7. 


TRUCK SALES, heavy-duty. Twenty-four 
years’ sales and dealer management. 
Employed. Desire ownership pian as 
part compensation. Small town, West 
Coast. Write Box 8616, c/o Automotive 
News, Detroit 7. 











DEALERSHIPS AVAILABLE 

DEALERSHIP FOR SALE handling Buick, 
central Virginia. Nice, growing town with 
many industries, large payrolls every 
week. Modern building, used car lot and 
Office. No used cars or accounts receiv- 
able, priced reasonably for quick sale. 
Check location and price for a real op- 
portunity. Box 8634, c/o Automotive 
News, Detroit 7. 





FOR 1959 
THE ALL NEW 


BORGWARD 


We will accept applications for Borg- 


ward dealer franchise in Illinois, Wis- 
consin and Indiana, 


MARTIN J. KELLY, 
INC. 


441 East Ohio St. Chicago, Illinois 
Contact: John Wren, Manager 





| tative and, until recently, a Lincoln, | 

| Mercury dealer, 37, married, sober, de- 
pendable, 18 years’ automobile experi- 
ence, interested in responsible position. 
Will relocate, $10,000 plus per annum. | 
Box 8636, c/o Automotive News, De- 
troit 7. 


agement practices training. Ability to 
analyze, organize, deputize and super- 
vise—proved and supported by references. 
Operation with large potential monthly | 
sales in multiple dealer city preferred. 
Box 8637, c/o Automotive News, De- 
troit 7. 


Previous experience with | 
dealer in New York area. | 


Southern location prefer- | 
c/o Automotive News, | 


at a/ 








DEALERSHIPS AVAILABLE 









MID-AMERICA | 
CORPORATION | 














DISTRIBUTORS FOR | 
HILLMAN - SUNBEAM 


“Britain's Finest” 


NOW HAS A LIMITED NUMBER OF 
DEALERSHIPS AVAILABLE IN 


| ARKANSAS - LOUISIANA 
‘MISSOURI - NEW MEXICO 
OKLAHOMA - TEXAS 


MID-AMERICA 
CORPORATION 


P.O. BOX 9103 
HOUSTON 11, TEXAS 








WRITE TO 








Pontiac, GMC 
western 


HANDLING CADILLAC, 
trucks, located in prosperous 
area with high payrolls, 
tance from the big cities. 
chased for inventory of about $75,000. 
No used cars or accounts receivable. 
Owner wishes to retire. 


| Can be pur- 
| 
pay investment back in two years. 


Pres- 

term 

Reply 
De- | 


ent building on attractive long 
lease. Factory approval necessary. 
Box 8618, 
troit 7. 

| DEALERSHIP HANDLING FORD avail- 
able. Established 30 years. Rich farming 
community adjacent to industrial area, 
Lima, Ohio. Excellent location and rented | 
building. Write Box 8611, c/o Automo- 
tive News, Detroit 7. 


c/o Automotive News, 





APPLICATIONS ACCEPTED 
for Goggomobil franchises for Oklahoma, 
Kansas, Missouri, Arkansas, Louisiana, 
Tennessee, Mississippi. Contact: 


1020 N. Kirkwood Rd., Kirkwood 22, Missouri | 
Phone: YOrktown 5-1204 | 





CLEAN DEALERSHIP in steady north- | 
central Ohio town selling Edsel, Mercury, 
Volkswagen and B.M.W. All parts in 
stock are for ‘57 and ‘SS cars. Parts/| 
and accessories inventory $8,600; equip- 
ment inventory $9,000. Large building, 
six car showroom, largest used-car lot | 
in town plus plenty of parking for em- 
ployes and customers. Low rent, profit- 
able service department. Excellent oppor- 
tunity for good automobile man. Priced 
at $5,000 plus inventory. Write Box 8625, | 
c/o Automotive News, Detroit 7. 


| 





| items. 


DEALERS WANTED 


States of Ohio, Indiana, Kentucky, 
West Virginia. 
BMW 600, 300 & NSU PRINZ | 


substantial dis- | 


Profits should | 


| 
| 


| 


| 


DEALERSHIP WANTED 


ae 
WANTED: CHEVROLET DEALERSHIP 
Metropolitan New York, 500 or bette 
potential. Ample capital and tw 
years background should assure fa 
approval. Replies in strict confidenes, 
Ready to act immediately. Will rent o 
purchase property. Box 8531, c/o Auto 
motive News, Detroit 7. 


2 DEALER SERVICES 








—. 





es 


MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing, 
Get low, money saving, financing rates, 


Take immediate delivery. 
We specialize in such transactions on a sim 
plified, no trouble, without recourse basis for 
officers and enlisted personnel of pay grade 
E5 and above. 








MILITARY MILITARY 
FINANCE CO. ACCEPTANCE CORP. 
502 Tioga Bidg., P.O. Box 21% 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif, CApitol 6-268} 


THornwall 3-7423 
“Worldwide Financing for Military 
Personne!" 


| 


@ © TWO ESSENTIAL SERVICES ® @ 
INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE 
+ machinery and tools, 
For Buy/Sell Agreements 
Annval Fiscal Reports 
Tax, Banking and insurance 
@ @ Call or Write for Details @ @ 
AUTOMOTIVE INVENTORY & APPRAISAL CO, 
10040 Freeland Ave. Detroit 27, Michigas 
WEbster 3-6445 


H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. Fast, daily 
service Cherry Point, Fort Bragg, Camp 
Lejeune, N. C.. and ali beaches in 
Carolinas. Write P. O. Box 862 or phone 
BR 2-2034, BR 5-3757, Greensboro, N. C. 





Air Force Cadets 


Ne Down Payment 
36 Months to Pay 
Lew Bank Rates 


| We handle all branches of the service, tech. 


sgts. and officers. No dealer liability. Car 


| may be taken overseas. 


Write, Wire or Phone 


SERVICE TRUST & SAVINGS 


3-6356 2625 Broadway 
San Antonio, Texas 


CA 








Let Us Be Your 
Eastern Warehouse 


Located in New York City. Now wore- 
housing for large automotive accessory 
monvfacturer. Daily shipments by common 
carrier to all points—Maine to Floridao— 
to Midwest. We handle only automotive 
We'll pack, ship, invoice — you 
name it, we'll do it. Box 8608, c/o Avto- 


| motive News, Detroit 7. 





Choice locations available. Contact your dis-|srop LOSING NEW CAR SALES! Dis 


tributor today. Write, wire or call Bernie Gay, 


NATIONAL AUTO IMPORTS 
380, E. Broad St. Columbus, Ohio 
Phone: CApitol 8-4514 





MORE DEALERS NEEDED to meet the 
growing demand for Alma mobile homes. 
Natural side-line for auto dealers. Newly 
designed, top quality value tine priced 
to sell fast. Some excellent territories 
still open for Alma Franchise with guar- 
anteed sales areas. Write for full details 
on the new Alma deal or phone Ken 
Mitchell, 920—Alma, Michigan. 

NEW CAR AGENCY FACILITY FOR 
LEASE. New building, fast-growing 
area, profitable business, nice climate. 
Write: 1211 Saviers Rd., Oxnard, Cali- 
fornia. 

DEALERSHIP HANDLING CHEVROLET 
DUAL, central Texas medium-size town, 
250 car planning potential, Unusual op- 
portunity, Reasonable investment—bar- 
gain price. Family iliness requires my 
immediate moving. Box 8635, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIP WANTED 


CHEVROLET OR BUICK, 100-200 car 
dealership wanted, east coast of Florida 
preferred or in that vicinity. Will pay 
cash and can obtain factory approval. 
Replies will be held strictly confidential. 
Box ~— c/o Automotive News, De- 
troit 7. 


DEALERSHIP WANTED—‘‘BIG THREE” 
—in southeastern Florida. Will pay cash 
and lease or buy facilities, Factory ap- 
proval assured. Strictly confidential. Box 
8595, c/o Automotive News, Detroit 7. 


WILL PURCHASE Chevrolet dealership for 
cash in the Philadelphia area, or within 
a 50 mile radius. Box 8619, c/o Auto- 
motive News, Detroit 7. 





cover how much your competitors’ cars 
really cost. The book, “AUTO COSTS,” 
gives you the factory invoice prices of 
all 1959 American cars, 21 foreign cars, 
4 American trucks and all their equip 
ment. Used by dealers and banks nation- 
wide. Order your ‘59 edition today for 
only $10—three year subscription $18 
(including all supplements), AUTO 
COSTS, Box 224, Dept. 3Z, New York 
1, N. Y. 





CARS FOR SALE 


DO YOU WANT 


PROFITS NOW7?? 
Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1959s,-1958s,-1957s,-1956s. 
Sedans—Convertibles—Karmanns 
Shipped by the 
World's Largest | 


Volkswagen Operation 








and E Directly to 
All U. S. Ports. Contact 
for Details. 
Expincorp, 


Lyndhurst, New Jersey 
Phone: 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-822! 
(Bank References Furnished 
Know Your Supplier) 
Al wi 
enein” tikuape, Bouse Be 


Panels, ups, Buses, 
INDUSTRIAL CORP., S. A., 
Penama, R. P. 
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PARTS FOR SALE 


5,000 items in stock. Spee-Dee Manufac- 
turing Co., 336 W. 63rd St., Chicago 21, 


1958's | mmm 


TRUCK DECALS; no charge for sketch; 
DEALERS ONLY durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 


CHEVROLET BEL AIRS, Cleveland 3, Ohio. 


FORD 500'S, TRUCKS WANTED 
BUICK SUPERS, WRECKER WANTED—A inedium or light 
duty (power). Send full details to Lew’s 
OLDS SUPER 88's, Garage, 4025 Salem Ave., Dayton, Ohio. 


CADILLAC 62'S CR 71-5339. 


—all hardtops with automatic transmission, BUSES FOR SALE 
power steering, radio, heater, padded SCHOOL BUSES—Seven Chevrolet 8802, 
dash and windshield ‘washers — Buicks, 60 pass.; one GMC 378, 66 pass.; one 


Chevrolet 6802, 54 pass. Will meet all 
= —. with power brakes end state specifications. Special price to deal- 


ers. Call Frank T. Mee, Jr., Milford, 
These are clean low mileage cars for Conn, TRinity 4-6755. 

sale in small lots—available for inspec- 7 

tion in heated inside storage at 9 Ww. BUSES WANTED 
Kinzie, Chicago. WANTED—Good used school buses, 36-60 














‘ . ‘ . passenger. Price must be reasonable. 

For information call, write or wire Linn-Baker Equipment Co., Lansing 3, 
Michigan, Phone: EDgewood 2-3814. 

HERTZ RENT-A-CAR pomese 





9 W. Kinzie SHOP EQUIPMENT FOR SALE 


Chicago, Iilinois FOUR TWIN POST Globe Lifts complete. 


DElaw ¥ Don Perfect condition. $250 each. Myner 
we 7-272 er Motors, Inc., Shreveport, Louisiana. 


Phone: 5-4232. 








EDSEL TOOLS 
VOLKSWAGENS Never used. Factory cost $980—Sacrifice $450. 


Will ship new Volkswagens directly from Ger- UNIVERSITY MOTOR SALES 


many within four weeks—sedans or Sunroofs. | 197] Massachusetts Ave. Cambridge, Mass. 
Sealbeams, direct. signals, AS | windshields, Kirkland 7-1917 

leatherette upholstery, mileage speedometer. rene i 
Cars will stand you about $1,575, including 
freight to N. Y., duty, ins. brokerage. We 
aiso ship to other U. S. ports. Ghias, con- 
vertibles also available. Minimum 18 cars. ANTIQUE CARS FOR SALE 


Write or phone: 
ATTENTION 
AMERIFACT CORPORATION | CHEVROLET DEALERS 


54 Franklin St., New York City 
BE 3-6510 | A Traffic Stopper to Promote 








Finest bank references available. Your 1959 Models 


|] Have collected 1919 Chevrolet hardtop, 
1929 Chevrolet four-door, 1939 business 
coupe, 1949 Fieetline Deluxe two-door. Al! 
four low mileage creamy cars. The 9/9 
CARS WANTED hardtop model may be the only in exist- 

[ATE MODEL WRECKS—Parts bought || ence as there were very few produced 
and sold. Large selection. Ed Matt, 55 (glass rolls down or stores behind the rear 
Madison Ave., Paterson, New Jersey.|| seat, center posts are removable, making 
SHerwood 2-4488. |] this the world’s truly first hardtop.) This 
car is one owner, driven only 7,400 miles. 











The owner died two years after purchase 
and it has been stored ever since. This car 
alone is worth the asking price of the 


NEW AND USED collection. All the rest _of the cars are 


Foreign Car Dealers!! 


. . : : really clean with sharp interiors and low 
Cea Ae tasgely msert esier inthe "orcs || Mileage. Asking $3,000 for the collection. 


west. No stock too small or too large for IcK 

ws to handle. Send for free wholesale list. GLENN BURDIC 

Write or call Bernie Gay. North Syracuse, New York 
JAN ROSS MOTOR CO. GL 8-0224 


Import Division, 380 E. Broad St., | 
Columbus, Ohio 
CApitol 8-4514—CApitol 8-6607 | 





COMPLETE “EXPOSURE” 
WE NEED USED CARS and pick-up 


trucks, Get top market price from R, 8. | AUTOMOTIVE NEWS Classified Advertise- 
+008. New Brighton, Pa. Phone: TI) wents reach an estimated 156,000 readers, 
engaged in every branch of the aviomo- 
live industry from Maine to California. 
Wwe BUY The place to stort advertising for help, 


F OR El G N c AR Ss positions, dealerships, lines, used cors or 
NEW OR USED. ALL MAKES, ALL MODELS, | rucks, parts and shop equipment is in 
INCLUDING DISTRESSED MERCHANDISE. | the classified want ad columns of Avto- 
Bor 8600, </o Automotive News, Detroit 7.| ™otive News. 














ACCESSORIES FOR SALE 


At Last! POWER BRAKES 
For Old and New Cars at 





Only $29.95 List Price 
A Real Profit Item for Dealers 


Three Times More Braking Power. Thoroughly Proven for Two Years. Thousands 
of Units Already Sold. Available for ali makes of Cars from 1952 to current 
models where master cylinder is mounted on fire wall. Millions of dollars are 
being spent to convince Car Owners that they should have Power Brakes for 
sofer driving and stopping. NOW, Stage Matic is priced where the average 
Owner can afford power brakes. Many thousands of older cars need them, 
not counting many newer models. Easy, Safe, Smooth Stops . . . Very little 
pedal pressure required. Makes driving easy. Shorter distance to stop. Much 
faster, controlled stops, even at high speeds. Safer on ice, wet pavements, 
etc. Get full braking power while retaining “Brake Feel" under any road 
condition. 


Replaces present master cylinder. Easy to install. Takes less than thirty minutes. 
No special tools required. No cutting of lines or push rods. 


Stage Matic operates 100% whether motor is running or not. This is not 
true of all other brakes. Intense heat, cold, high altitudes, water, or rough 
roads do not affect it. Operates independently . . . does not affect efficiency 
of engine. Approved by “Product Underwriters Insurance.” Fully guaranteed. 
Should outlast any car. 


For detailed information and Dealer Program write or phone: 


STAGE MATIC COMPANY 
4426 VINE ST., DENVER, COLO. PHONE: AC 2-3696 


STAGE MATIC COMPANY 
4426 VINE STREET, DENVER, COLORADO 


Please send me complete information regarding STAGE MATIC POWER BRAKE 
Name 
Address 


al ke 


AUTOMOTIVE NEW 
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| | 
Marion, Ohio Phone: — ; N S b ° ti 0 d 
The “ORIGINAL YELLOW" |! Send Automotive News to Address Below 
A { ti B KinG | U. S., Canada and U. S. Possessions | 
ul oma ¢ ra | One Year $8 [] or Two Years $14 [] | 
Is the ONLY—TOW BAR—TODAY ||! All Other Countries — One Year $12 (] or Two Years $20] |! 
WITH THE UNIVERSAL ¢ 1. 45 . | 
incidey NS ae ae 51 ! AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. : 
: 4 Point | 
TowKinG Hook-Up $45 MN cieSGesd Medd RNak sine ckdnbed ebb actdébawe oedns canseueun caeeeee a | 
TRAIL - MED SBVBOT) -<:-:0+<000ssesrrccecsssrccscnsrcessenenecessnenspersensoones wand : 
iL Foreign 8 ET ae 2" Ball : paieica dns baen 0 eeubcdidedinedas ininsacesctassivekniaebeasanaal igen ak 
American Cars | 
WE STOCK PARTS FOR Sc ov caddnchcedeusénhedncsitecenesccesd Zone No........ | 
RED ARROW TOW BARS TN sects ieee s vewcknbanbubiadedenatstekiewsard GD. sxc exces oie cine ; 

Protecto Covers (Tailor — — 95 
i $30 TRADE CONNECTION: | 

Car Dealer [] Truck Dealer [] Manufacturer [] 

Tow Bar Sales Co. Jobber (] Insurarce (] Financial [) Supplier O 
DE 2.5700 AN S008 Nitec BA 1-877 [|! Make of Cor.........00- A eta nia deem e ae 5 heen 06evaxciececee 
40 So. Clinton St 6, Hi. i 11-3-58 | 

















NEW LIVES WANTED 


NEW PARTS FOR ALL FORDS—Over| NATIONAL SALES ORGANIZATION 
AVAILABLE for manufacturers of Auto- 
motive and Marine equipment who want 
the services of an experienced executive 
with a natienal sales organization, calling 
on automotive equipment jobbers, marine 
jobbers and volume buyers. If you have 
items of merit and can produce in vol- 
ume, write us today. C. D. Scarlett Co., 


P. O. Box 5202, Lansing 5, Michigan. 
MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. November, 1958 checked. 
On addressed labels, 35M, $14 per M. 
Box 8631, c/o Automotive News, De- 


troit 7. 
M 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax inciaded 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-U 
DEALERS’ SPECIAL fr.o.8. Rosine Net) 


$44.85 Fed. Tox incieded 


Liberal Quantity Discounts 
To Distributors 


Write for lilustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 
Canedien Distributors 


FIVE WHEELS, LTD. 


seo ¥ St. 
Toronto, 





Us 














| Keep Your Showroom Floors Clean! 


1959 Car-Diapers 


Thousands In Use Coast-to-Coast 


$14.50 each 


5% Discount Cash with Order 


STROUD AWNINGS 


(FORDS 1956 . $225—$250) 
Since 1910 REASONABLE TRANSPORTATION WILL BE ARRANGED 
15511 Waterloo Rd. Cleveland 10, Ohic JOHN TT. BOGART 
—_$_ AUTO DEALERS UNLIMITED, ine. 


TOW BARS 


The Famous 


“BLACK BEAUTY” Order your subscription NOW, 


Fits them all 
Buy Direct and Save 


THE MARION 
MANUFACTURING CO 





~VvVEMBER 3, 1958 























MISCELLANEOUS 


CONVERTIBLE TOPS, $18.75. Jeep tops, 
$72.20. Headlinings, $12.50. Free cata- 
=. BIG BUCK, 500 Rantoul, Beverly, 

ass, 


CHRYSLER and IMPERIAL outdoor build- 
ing signs wanted. Don Medow, 233 North 
William St., South Bend, Indiana, 








BUY IT! SELL IT! 
TRADE IT! HIRE HELP! 


Through 
AUTOMOTIVE NEWS 
Classified Want Ads 


























CARS FOR SALE 


PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 
Property and Supplies. 

General public and dealers are invited to bid. Invitations to bid listing cars 
and trucks, together with instructions to bidders, may be obtained by writing 
to: 






















































William M. Hower, Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 



























1000 USED TAXICABS 
Fords « Plymouths ¢ Dodges 


1956 « 1957 « 1958 


Standard and Automatic Transmissions 
Some with Power Steering 


Finest Selection in the United States 
Good Bodies @ Good Motors @ Good Tires 
Brand New Tires—Optional at Very Low Cost 


From $200.00 


F.O.B. Philadelphia, Pa. or F.O.B. New York City 
PHONE—WRITE—WIRE 
SID LAVENE 


John Bertram Hotel, Locust & Brood Sts. 
Philadeiphia, Pa. Phone Kingsley 6-1100, Suite 529 





















































¢ ¢ FOR IMMEDIATE DELIVERY @« @ « 
WHOLESALE ONLY 


1957 - 1958 MODELS 
AUTOMATICS — TAXICABS — STANDARD SHIFT 
ForDS .... $325—$450 
CHEVROLETS . . . . $325—$450 
DODGES . .. . + + + « $325—$450 
PLYMOUTHS . . ... . . . $250—$350 
cuscumes .... : $175—$275 


PENINSULA BLYD.. HEMPSTEAD, L. I., 
PARTS FOR ABOVE CARS AVAILABLE—CALL ivenhoo |-6688-9 








and avoid increase in price to 
be announced soon. 
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You. have the edge when youre an. 


INTERNATIONAL 
DEALER 


BECAUSE: 


1. International has the most complete truck line 
(Every buyer is a prospect!) 


2. International Trucks cost least to own 
(This means money to a buyer!) 


® 


A valuable International Truck Franchise may be available for you. Write to: -Manager of Sales, Motor 
Truck Division, International Harvester Company, 180 North Michigan Avenue, Chicago 1, Illinois. 





